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Stations’ Sales Potentials $600 Million Higher 


$ 4.7 BILLION $5.3 BILLION 


TBA Section, p. 60; What Motorist Could Be Sold, p. 69 


Oil Strike Postponed—Talks Continue, Details on p. 29 
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Alemite alone dares to make such a guarantee! If for 

any reason this factory-sealed power head fails to operate 
as specified, Alemite will replace it Free as long as 

27 months after date of purchase. 


wn No oiling—No air pockets 
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For outright dependable service . . . easy 
maintenance . . . economical operation —get the 
new Alemite ““Atomic’’ Pump, chassis, 


gear lube, or motor oil types. Both are backed not 
only by Alemite’s years of leadership, but 
by a written “Guaranteed Performance” Policy! 





Protect Your Products 
in TRANSIT—in STORAGE Ja 


with Jab es "ose a STEEL 


£ 


We can provide all 
types of Closures, 
Finishes and 
Decorations 


Heavy-duty ICC 
Drums 


Light-gage Drums 
55, 30, and 15 gal. capacity 
and 100-ib. Grease Drums 


Lightweight Drums for 
Chemical and Powdered 
materials 


Steel Pails for Foods, 
Chemicals, Oils— 
1-10 gal. capacities 





Left: Representative samples of J&L's complete line of steel ship- 
ping pails showing (top to bottom) the ring seal, closed head and 
lug covers. 


The sturdy construction of J&L Steel  tination in good condition—attractively 
Pails and Drums is your assurance of safe packaged to catch the customer's eye. 
ipment of your products. Write today for your copy of “It’s Safer 
ach container is carefully tested to to Ship in Steel,” the booklet that will 
detect any possible leak or defect. The ive you further information on J&L 
result—your products arrive at their des- teel Pails and Drums. 


J&L STEEL BARREL 
COMPANY 


A Subsidiary of Jones 9 Laughlin Steel Corporation 
CHRYSLER BUILDING 
NEW YORK, N. Y. 


J&L Steel Barrel Company 
Chrysler Building 
New York 17, N.Y. 


Please send me a free copy of the booklet, 
“It’s Safer to Ship in Steel.” 


Name 





Company 





PLANTS: Bayonne, NJ. « Cleveland, Ohio « Philadelphia, 
Pa. « New Orleans, La. *« Kansas City, Kan. « Atlanta, 
Ga. + West Port Arthur, Texas + Toledo, Ohio 













































































SWING YOUR PRODUCT INTO LINE... 


OPW Swing Joints are designed to- 


give unlimited flexibility. Expert de- 
signing and engineering are reflected 
in their trim lines, soundness of lodd- 
carrying principle, exclusion of con- 
tamination and simple lubrication 
requirements. Long and varied field 
tests have amply proved these features. 


OPW Swing Joints represent every 
advancement from bolted or plain 
bearing to the modern ball bearing 
types. The wide range of styles makes 


possible many and varied applications 
for handling liquids of diversified vis- 
cosity at specific temperatures and 
working pressures. 


The best materials, rigid supervision 
and inspection to maintain exacting 
uniformity during manufacture, insure 
a high standard of product operation. 


OPW’s reputation for quality and 
performance of product can be your 
guide in the selection of Swing Joints 
to meet your requirements, 



































Contact your Oil 
Equipment Jobber 
Write for 

Catalog 17 
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VALVES @ FITTINGS @ ASSEMBLIES 
for handling hazardous liquids 
2735 COLERAIN AVE 
CINCINNATI 25, OHIO 
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AHEAD OF THE NEWS 





TANK TRUCK DEMAND—Spot check of truck man- 
ufacturers indicates confidence that the industry will 
be able to supply the estimated oil industry need for 
more than 11,000 straight tank trucks and tractors 
for semis and trailers (see NPN Feb. 27, p. 20). PAD, 
in its estimate, figures about 3,338 straight tank 
trucks (2,000 to 3,000-gal. capacity) and 8,400 trac- 
tors will be needed by the oil industry by the end of 
1952. Unless an all-out war ‘interferes, or govern- 
ment cuts back on truck production quotas, truck 
makers seem confident they’ll be able to give oil com- 
panies the trucks they need. ; 


BETTER ROADS DRIVE—Industry leaders with a 
strong interest in roads problems are taking up hope- 
fully with a Project Adequate Roads committee effort 
intended through forums to “see the nation’s high- 
ways put on a par with the nation’s needs.” The 
idea, subscribed to by more than 40 organizations, is 
not to act as a group, but to seek agreement by dis- 
cussion on what all should be working for in their 
respective fields to get the country out of the traffic 
muddle. API chairman L. S. Wescoat, Pure Oil, is on 
the committee. Among the supporting organizations 
are the Asphalt Institute, National Highway Users 
Conference, American Trucking Assns., American 
Assn. of State Highway Officials, farm and automo- 
bile-owner groups, automotive manufacturers, ete. 


ANOTHER SERVICE ANGLE—Best estimates cur- 
rently are that some 70,000 or more automobiles will 
be on the road equipped with power steering by the 
end of this year. Cadillac, Buick and Oldsmobile, as 
a matter of record, estimate that about 60,000 of these 
three models will be so equipped. Add to this the 
power-steered Chryslers last year and this, and the 
total represents an indication of what’s to come. 
Already there’s talk that at least one low-priced car 
is considering power steering as optional equipment 
next year. As the number grows, power steering as 
an added lubrication service to consider will become 
a more important item. 


65% DIRECT DELIVERY—One of the West Coast 
majors calculates that 65% of its gasoline is han- 
dled direct from source of supply to retail outlets. 
The other 35% goes through bulk plants and sub- 
stations. Source of supply is either refinery, marine 
terminal or pipe line terminal. Principal vehicle for 
direct delivery is the clipper-type tank truck or semi- 
trailer, Another major estimates that 88% of the 
clipper fleet is used for direct delivery and 12% for 
line haul, i.e. to bulk plants. 
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CAN’T COMPETE—Most jobbers are finding it vir- 
tually impossible to compete with major companies 
for desirable service station sites in newly developed 
residential areas close to centers of large population. 
During the current housing boom, when these sub- 
divisions originally are laid out, or when they are 
annexed to a nearby city or town, there usually are 
restrictions on the number of corners available for 
service stations, or other types of business, since 
they are designed primarily as residential areas. Nat- 
urally, with such restrictions prevailing, the available 
corners assume added value, and it is the major com- 
panies who start*bidding among themselves for the 
desired sites. Thi8 bidding goes so high that the 
jobber, with his limited financial resources as com- 
pared with the major, falls along the wayside early 
in the game. 


“BLACK TUESDAY” PAYOFF?—Promise of a 2c 
cut in Louisiana’s 9c per gal. gasoline tax by the 
Democratic nominee for governor, Judge Robert Ken- 
non, has the state’s oil men harkening back to their 
“Black Tuesday” demonstration, which included the 
draping of service stations in black, on the first 
(1949) anniversary of the increase which boosted the 
tax to its present level from 7c. Mr. Kennon featured 
a pledge to save the voter “$20 to $30 a year” in 
gasoline taxes in his recent campaign against the 
Earl Long forces, and won handily the nomination, 
which is tantamount to election. And he still says a 
proposal to restore the tax to 7c will become House 
Bill No. 1 of the legislative session opening May 12. 


HEAVY TANKS—National Production Authority has 
under consideration an order which would control the 
production and delivery of heavy metal tanks and 
would be aimed at speeding up production and deliv- 
ery of these tanks to essential users. Petroleum 
Administration for Defense is behind the move. Some 
action on this is expected within the next few weeks. 


INVENTORY CONTROL—Secret to the success of 
the direct product delivery system (“clipper deliv- 
ery”) is close inventory control, according to a motor 
transport executive of one of the West Coast majors. 
Responsibility for planning the dumps and schedul- 
ing the runs rests with the dispatcher’s office, in fre- 
quent communication with the stations. Products 
have a firm destination before they leave, so “haul- 
backs” are avoided. The executive remarked, “The 
dispatch desk can tell what the station will sell bet- 
ter than the station personnel. They know when to 
expect the heavy and light days, weekend variances 
and seasonal rises and falls.” 








ON EVERY 


ROCKWELL ROTOCYCLE METER 


Loading rack in mid-west with Model 
PL-5 Rotocycle meters positioned 


on mounting connections to permit 
INSTALLATION straight-way vertical piping. 


You Save 3 Way?... 


SAVE ON INSTALLATION AND SPACE 


Rotocycle meters can be positioned above the rack at a 90° 
angle to the vertical pipe leading from the supply source to 
the hose outlet. Or the bottom inlet, side outlet type of 
meter can be selected. In either event, the clean-cut piping 
arrangement conserves space on the rack, eliminates costly 
pipe bends and keeps installation costs low. 


SAVE ON ELECTRIC MOTORS AND POWER 


Rockwell Rotocycle meters have the exclusive ‘‘flo-ward” 
operating principle in which every moving part in the 
measuring element revolves. No other meter runs so smoothly 
and te as the Rockwell Rotocycle. None offers less 
restriction to line flow. This means you can use smaller 
electric motors to drive your pumps. You can realize impor- 
tant savings in power. 


SAVE ON MAINTENANCE 


Periodic cleaning and inspection can be quickly done by 
removing the back plate from the meter and pulling the 
measuring element from the body. If ever required, the entire 
measuring assembly can be replaced as a unit with a new or 
rebuilt mechanism while the meter stays in the line. 


You Can RELY ON ROCKWELL 


To get all the advantages of meters on your loading racks—get 
Rotocycles. They'll save money for you now, earn money in the 
years to come. Write for bulletins. 


‘ ROCKWELL MANUFACTURING CO. 
\ PITTSBURGH &, PA. 


—y Atlanta Boston Chicago Houston Kansas City Los Angeles 
New York Pittsburgh San Francisco Seattle Tulsa 


EFFORTLESS | EO-WwARD" * ROTATION 
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“Tuffy” puts plus wallop in Armstrong Tire ads to 
97 million readers of America’s biggest magazines! 


ARMSTRONG 
“Tufty’s the friendly and dramatic visual symbol 
of famous Armstrong Rhino-Flex construction. 
He sells unsurpassed Armstrong quality month 
after month to the millions of readers of 

The Saturday Evening Post... Collier's... 
Time ... Look... American Legion 

Magazine ...Capper’s ...and Farm Journal. 
Proof—no tire manufacturer advertises 

more aggressively than Armstrong! 


Some of the hard-selling 
promotion material available 
to Armstrong distributors— 


Point of sale packages . . . Identifi- 
cation signs . . . Outdoor painted 
boards... Window and Floor 
Displays . . . Direct mail . . . Dem- 
onstrations . . . Novelties. Write 
Armstrong Rubber Co., West Haven 
16, Conn., Norwalk, Conn., Natchez, 
Miss., Des Moines, lowa, 1350 San- 
some St., San Francisco, Calif. Export: 
20 East 50th St., New York 22, N. Y. 


ga 
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SELL GAS AND OIL—BUT DON’T MISS T.B.A. PROFITS 
CLEAN UP WITH WIX ENGINEERED FILTRATION 





“Oil filters and filter cartridges are plus profit items!” 
The traffic that comes to you for oil can be a double 
profit opportunity if you'll sell WIX Filter Cartridges 
at the same time — ’cause oil and filter cartridges go 
together like Ham ’n Eggs. GET THE T. B. A. PROFITS 
as well as those on gas and oil. 
WIX Engineered Filtration represents today’s No. 1 
opportunity for you . . . the complete line of Oil Filters 
The patented WIX Dirtector shows the and Cartridges . . . the line with the EXTRAS in profits, 
motorist the TRUE condition of his oil value and performance! Only WIX contains WIXITE 
PE Ragen. Bonen fe aga right .-- only WIX offers Engineered Selling with the WIX 


where sales ere mede—et your gase- Dirtector . . . only WIX provides the complete filter de- 
line pumps. 


partment at the pump. Call your Jobber today for the 
Za. full story on WIX! 
( a 


TRADE MARK REG. 


OIL FILTERS © CARTRIDGES 


WIX ACCESSORIES CORP. + GASTONIA, N. C. 
WIX ACCESSORIES CORP. LTD. © TORONTO, CANADA 
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Public's Lack of Concern Over Strike 
Is Tribute to Industry's Abilities 


By Andrew 8. Patla, Washington Editor 


The oil indus- 
try’s efficiency 
and dependability 

: has never been 
more grandly complimented than 
within the past several weeks with 
the oil labor situation posing a grow- 
ing threat to the nation’s mobilization 
program and the personal comfort of 
millions of citizens. 

The possibility of strikes in the 
coal, steel and railroad industries, for 
instance, sends immediate shivers of 
apprehension down the spine of the 
nation. Not so in the oil industry. 
Although trouble began looming on 
the horizon back in last December, it 
has not been until the past several 
days—when the controversy shifted 
to Washington—that the news report- 
ing services gave the strike threat 
more than passing mention. 

Here in Washington, for example, 
the strike finally made the front 
pages of the daily press—not because 
the populace was concerned about 
gasoline and fuel oil supplies—but be- 
cause an offshoot of the controversy 
would endanger the movement of nat- 
ural gas to the area through West 
Virginia pipe lines. 

The oil industry has done such an 
outstanding job of coming through 
under all conditions in past years that 
citizens generally just find it hard to 
realize that anything could transpire 
which would prevent them from driv- 
ing up to a service station and filling 
up the old automobile tank with gaso- 
line whenever they. desire. Or from 
picking up the phone and arranging 
for delivery of all the fuel oil they 
need to keep their homes comfortable. 

The government leaders appear to 
share the same confidence in the 
ability of the industry to produce. 
The oil has always been there when 
needed—even during the past year or 
so when, despite inadequate allot- 
ments of steel and other vital mate- 
rials, the industry pulled out all stops 
to meet increased civilian and mili- 
tary demands here while supplying 
extraordinary amounts of oil to 
friendly foreign nations. 

This is a record to be proud of. 

* * * 


Speaking of the threat posed by the 
labor situation to the District’s nat- 
ural gas supplies, it might be bene- 
ficial for the nation as a whole, if 
some of those windy Capitol Hill oc- 
cupants were cut off from additional 
“gas” supplies. Trouble is there is 
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probably enough reserve “gas” or 
wind up there to keep ears bending 
through any emergency. 

* - > 

Speaking of Capitol Hill gas, Sen- 
ator Wayne Morse, Oregon Republi- 
can, sputtered away last week on oil 
problems in the Pacific Northwest 
about which he obviously was unin- 
formed. 

In telling the Senate that “cause 
should be shown on the part of the 
responsible officials” as to why a Ca- 
nadian crude line is being planned to 
run from Edmonton, Alberta, to Van- 
couver, British Columbia, rather than 
to the Pacific Northwest, Mr. Morse 
overlooked several pertinent points. 

First, this “planned” project is a 
reality. Trans Mountain Oil Pipe 
Line Co. has been granted a permit 
by the Canadian Transport Board and 
is slated to start construction during 
the second quarter with steel allo- 
cated by the U. S. Defense Produc- 
tion. Administration. 

Second, the U. S. should not, and 
does not, dictate Canadian oil plans. 
True, there is co-ordination between 
the two nations on oil policy. In fact, 
the Petroleum Administration for 
Defense strongly approved the Trans 
Mountain project—not because it felt 
it more desirable in the long run than 
a line looping into the U. S. but be- 
cause such a line seemed to be the 
more practical expedient during this 
period of materials shortages. What 
is more, four alternative applications 
have been withdrawn from the Cana- 
dian board. - 

If Mr. Morse actually is concerned 
about crude supplies for expanding 
refining facilities in the Pacific North- 
west, he might bear in mind that 
there is no reason why, when steel 
becomes available, a loop cannot be 
constructed from the Vancouver ter- 
minus of the Trans Mountain proj- 
ect. This sounds more sensible than 
the rambling projects suggested 
which would loop through the U. S. 
from Edmonton before ending up at 
Vancouver. 

Incidentally, rumblings of plans for 
increasing refining facilities in the 
Seattle-Tacoma area are growing 
louder, despite Mr. Morse’s implica- 
tion that operators of such facilities 
should be fearful of adequate crude 
supplies. As yet, however, no con- 
crete plans have been presented for 
PAD for rapid tax amortization or 
materials allotments. 








How do you fit 
your desk? 


To be a success today in a high 
ly competitive oil business, o 
mon’s got to know what's hap- 
pening and how it affects him. 
He's got to ovtknow and out 
gvess his competition and he's 
got to know where he’s going 
and the best way to get there. 


There's no better woy for any 
top-management oil mon to get 
the kind of information he needs 
than through Plott’s OILGRAM 
News Service, the industry's 
daily report on developments 
throughout the country. 


At your request, we will send 


reading. You'll find it to 
the-point, accurate reading . . . 
and you'll like the thoroughness 


it’s @ service you can put fo 
work. it’s alive . . . it’s of the 
moment it gives you the 
boiled-down sap of oil news 
and equips you with o 
facts with which 

do your job better. Try 
..reod it... use it and see 


News Service 


1213 W. Third Street 
Cleveland 13, Ohie 
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‘This could happen only in, America 


A 50th Birthday Message 
from The Texas Company 


IFTY years ago a tiny company 
was started in Beaumont, Texas, 
where oil had just been discovered. 


This company started with one tract 
of land which might contain oil, one 
storage tank, one short stretch of 
pipe line, one pile of bricks for 
building a refinery —a little money 
and a lot of hope. 


On its golden anniversary, this 
company has 9,700,000 acres of pro- 
ducing or potential oil land in the 
United States, owns or operates 
more than 7,000 miles of pipe lines, 
drills close to a thousand new wells 
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THE TEXAS COMPANY 
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each year, has refineries, oil storage 
tanks, distributing plants, research 
laboratories and all the other com- 
plex facilities needed to serve cus- 
tomers in every state of the Union 
and throughout the world. 


This company also has today over 
100,000 owners — investors whose 
faith and dollars helped it to rise to 
its opportunities. 


Such things could happen only in 
America—because only America 
gives men the freedom to make them 
happen. 

This is a land where men have been 
free to run risks and reap the 
rewards their courage and judgment 
deserve. 


It has been a land where men have 
been free to invent or invest — to 
pioneer or produce —to the limit of 
their ability and their vision of what 
could be done. 


It has been a land of independence 
of thought and action—in which the 
best man was allowed to win. 


The Texas Company has gone it 
alone in the oil business—asking no 
favors — standing on its own feet — 
competing for its share of the busi- 
ness by developing and marketing 
good fuels and’ lubricants — seeking 
no security except that which it 
could earn. 


Other companies have gone it alone 
in other industries. And we —and 
they—and America have grown 
together, beyond anything the world 
has ever seen. 


It is not by accident that America 
builds 83% of the world’s automo- 
biles—generates 42% of the world’s 
horsepower—and produces 51% of 
the world’s oil. 


That is why America, over the past 
fifty years, has been known as “the 
land of opportunity.” 


That is also. why, in a world which 
lives today in the shadow of conflict 
and in an atmosphere of economic 
uncertainty, America shines as an 
island of hope for all to see. 


Saillfly Yours fe Hy Yeas 


1902-1952 















The WARREN Snap Seal Clearance Light B-60 is paying off in 
performance. Users report double and even greater service-life— 
with rugged B-60’s still rolling up additional trouble-free mileage! 


Engineered to set new standards of safety, improved lighting and 
long life, the WARREN Snap Seal B-60 is delivering superior per- 


Lens and body of WARREN 
B-60 Clearance Light are 
held together firmly — 
actually pressure -sealed 
bubble-tight! — by unique 
Snap Seal construction. 
Other exclusive features of 
the rugged WARREN B-6O 
are the one-piece combi- 
nation parabolic reflector 
and body and the shatter- 
resistant lens. 


Delivers Safer, Better Light .. . 


with lower cost for the “long haul” 


formance—even under toughest operating conditions. 


Why take chances, why put up with lights requiring frequent 
maintenance or replacement when you can get the dependable, 


long-life WARREN B-60? 


Make your own tests on your own equipment. You'll prove to 
yourself that the WARREN B-60 is best for the “long haul”. 


V These Fealines 





14 


SAFER 

 Vapor-Proof 
 Explosion-Proof 
Improved Illumination 


LONGER LIFE 
Rugged Construction 


 Corrosion-Resistant Body 


 Shatter-Resistant Lens 


LOWER MAINTENANCE 
Fewer Parts 
Quicker Bulb Change 


COMPLIANCE 

Meets or exceeds S.A.E. pro- 
cedures, 1.C.C. and state 
requirements 


64 Body casting 
Mount thru four 





3/16" 
3-5/8" 








61 Acrylic & 

resin plastic 

lems. Specify 62 “O” ring 
color gosker 


66 Rubber 
combination 
“spring” ond 
gasket plug 


or ‘phone 


Baltimore 23, Md. 
Boston, Mass. 
Charlotte, N.C. 
Chicago, Il. 
Cleveland, Ohio 
Columbus, Ohio 


Fargo, N. D. 
Ft. Lauderdale, Fla. 


Harrisburg, Pa. 
Hartford, Conn. 


Hutchinson, Kans. 


indianapolis, Ind. 
Manchester, N. H. 
Maspeth, L.1.,N.Y. 
Milwaukee, Wis. 


Minneopolis, Minn. 


Newark, N. J. 
Philadelphia, Pa. 
Pittsburgh, Pa. 
Portland, Me. 
Providence, R. |. 
Reading, Ohio 


Richfield Spgs.,N.Y. 
. Richmend, Va. 


St. Levis, Mo. 
Springfield, Vt. 





Write, wire 











holes on 
bolt circle 
09 Sponge rubbe: 
mounting gasket 


coupling 


for information 


H. O. Link & Son 

14 S. Calverton Rd. 
Petroleum Equipment Co 

7 Jersey St. 

Southern Pump & Tank Co 
1730 N. Tryon St. 
Blott-Robb Co. 

2351 West Chicago Ave 

L. O. Halverstadt, Inc. 

1501 Payne Ave. 

Tuller Equipment & Supply Co 
947 Goodale Bivd. 

Fargo Foundry Co 

Carl Peterson 

1313 16th Ave., N.E 

A. C. Wendal 

201 South 20th St. 

R. W. Wilber 

P. ©. Box 537 

Kansas Div., Eaton 

Metal Products Corp 

110 North Pershing 

Oil Appliances Co 

145 W. 16th St. 

A. E. Willet 

134 Bismark St 

United Pump Maintenance Co 
5514 Grand Ave 

Badger Oil Equipment Co. 
2246 N. 44th St. 
Northwest Service Station 
Equipment Co. 

920 Third Ave., South 
John A. Savage 

2 Bleeker St. 

E. O. Habhegger Co. 
Fairmount Ave. at 24th St 
Nypenno Sales Co. 

502 Chestnut St. 

Gould Equipment Co 

Box 1611 

J. M. Trask 

459 Post Road, Lakewood 5 


Ken Neuschel 
Pump & Tank Co., Inc 
P. ©. Box 5006 


General Equipment Co 
3952 Clayton Ave. 


A. L. Gutterson 
Industriol Mill Supply Co 


and all Fruehavf branches 
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Refiners Set Distillate Output Record; 
‘Warm’ Week Cuts Flow from Storage 


U. S. refiners produced a total of 
10,552,000 bbls. of distillate fuel oil 
in the week ended Feb. 23 to set a 
new record, topping the previous 
record set in the week ended Feb. 24, 
1951, by 7,000 b/d. 

A new all-time high in production 
of crude oil and condensate also was 
set in the week ended Feb. 23, when 
output increased 9,550 b/d over the 
previous week to an average of 
6,365,800 b/d, which topped the pre- 
vious peak attained two weeks earlier 
by 3,100 b/d. 

Gasoline inventories on Feb. 23, 
were within 421,000 bbls. of the re- 
cord high of 142,186,000 bbls. set in 
the week ended March 31, 1951. 

Moderate temperatures over most 
of the nation resulted in a slowing 
down in the rate of withdrawal of 
heating oils from storage. With- 
drawal of kerosine and distillate 
fuel oil from stocks during the week 
ended Feb. 23 totaled 2,919,000 bbls. 
as compared with 3,643,000 bbls. a 
week earlier. 

World crude oil production averaged 
11,692,000 b/d during the third 
quarter 1951, compared with an aver- 
age of 11,619,000 b/d for the first 
six months of the last year, accord- 
ing to Bureau of Mines. 

The report showed that the crude 
production average of 11,644,000 b/d 
for the first nine months 1951 was 
15% greater than for the correspond- 
ing 1950 period. 

Following are other highspots of 
the bureau’s report on Jan.-Sept. 
1951 world oil statistics as compared 
with the same 1950 period: 

United Kingdom crude 
were 69% greater. 

Crude exports from Venezuela, at 
an average of 1,370,000 b/d, were up 
12%; while Middle East crude ex- 


imports 


ports, at an average of 1,233,000 b/d, 
were 39% higher. -/ 


World crude runs to stills (exclud- 
ing USSR and Eastern Europe) 
averaged 10,568,000 b/d, an increase 
of 15%. * 


As for refined products, the 
bureau said average output (exclud- 
ing USSR and Eastern Europe) for 
the third quarter was as follows 
(with the average forthe first half 
1951 in parentheses): motor fuel 
4,173,000 b/d (4,003,000), kerosine 
576,000 b/d (641,000), distillate 
fuel oil 1,926,000 b/d (1,999,000), 
residual fuel oil 3,081,000 (3,196,000) 
and lubricating oil 215,000 (214,000). 


Gasoline consumption estimates for 
December have been reported by API 
for six states and the District of 
Columbia as follows (figures in thou- 
sands of gals.): 


19,493 
29/367 


stills declined 8,805 b/d in the week 
ended Feb. 23 as compared with the 
week before, according to National 
Petroleum Assn. statistics. The table 
shows figures in b/d: 


Week Ended Week Ended Week Ended 
Feb. 23, 1952 Feb. 16, 1952 Feb, 24, 1951 


45,488 54,293 60,895 


Crude oil allowables for Louisiana 
have been increased 5,957 b/d during 
March over the February allowable, 
according to S. L. Digby, commis- 
sioner of conservation. 


The new allowable was set at 653,- 
672 b/d, with North Louisiana allo- 


Summary of API Report on Refining Operations 
(U. S. Totals—B. of M. basis) 


Production 


Crude runs—daily avg. 
Foreign crude included 
Percent operated 


Distillate fuel oil 
Residual fuel oil 


Stocks 
Finished & unfinished gasoline 
Kerosine 
Distillate fuel oil 
Residual fuel oil 


Week Week 
Ended Ended 
Feb. 23 Feb. 16 
(thousands of bbls.) 
6,599 6,591 
430 


466 
91.3 91.2 
21,528 21,715 
2,630 2,400 
10,552 10,492 
9,024 9,178 


i++ 141+ 


141,765 140,921 
17,952 18,654 
55. 57,272 

37,421 


cated 114,721 b/d, and Suuth Loui- 
siana 538,951 b/d. 


Total Imports of crude oil and pro- 
ducts increased 31,700 b/d in the 
week ended Feb. 23, as compared 
with the previous week, according to 
API report. 

Week Week 4 Weeks 
Ended Ended Ended 


Crude oil 
Residual fuel oil.. 
Distillate fuel oil. 


10,300 


911,400 879,700 879,400 


“ U.S. exports of major products 
dropped to average of 198,000 b/d 
during Week ended Jan. 25 from aver- 
age of 226,800 for previous week, ac- 
cording to PAD’s weekly report. 
Exports for two weeks are com- 
pared below (thousands of b/d): 


Domestic oil demand will rise 5% 
this year compared with a 9% in- 
crease for 1951, Dr. Robert E. Wilson, 
board chairman, and A. W. Peake, 
president of Indiana Standard, told 
a Chicago press conference Feb. 28. 

Neither foresaw a need for civilian 
rationing, but said that meeting de- 
mand “will again require full use of 
facilities.” 


“The past 10 years,” Mr. Wilson 
and Mr. Peake said, “have seen the 
most rapid growth for any decade in 
the company’s history.” Comparing 
1951 with 1941, net production was up 
145%, pipe line transportation 154%, 
refinery runs 67%, volume of product 
sales 76%, total assets 124%. These 
gains exceed the industry’s average, 
they said. 

Comparing 1951 with 1950, the 
company’s production of crude and 
natural gas liquids was up 22%, re- 
finery runs up 11% and volume of 
product sales up 10%. In addition, 
they said, “almost every piece of re- 
finery and transportation equipment 
was used to capacity, more wildcat 
wells were drilled than in any pre- 
ceding year, and proven reserves 
again showed a good net increase.” 


Highlight of 1951, Standard offici- 
als said, was the Williston Basin de- 
velopment, in which the company 
held more than 4,000,000 acres under 
lease at the end of 1951. 


The company has started engineer- 
ing work on a 15,000 b/d refinery 
somewhere in North Dakota to proc- 
ess Williston Basin crude. 


California had a 5.53% increase 





Be Ever-Right with 
EWER-TITE 


THE WORLD’S BEST 
eLei lel Gieielti ai ich 


No other equipment costs so little, yet saves so much in 
loading and delivery time. Patented Ever-Tites guarantee 
absolutely tight connections in an instant and they 
have never been known to jam or fail; predetermined 
tightness is built in during manufacture. Rugged construc- 
tion of the finest quality materials makes them last in- 
definitely even in the hardest service. There is no substi- 


ste for Ever-Tite standard of the petroleum industry 


Made in all sizes for every type of hose coupling re- 
juirement. Stocked by leading equipment distributors 


»rywhere 


Ever-Tite 


1; A cool (5) Wile Teel | lea Tac | el es if iph 
VER-TITE COUPLI 


Jt 
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in total demand for petroleum in 
1951 as compared with 1950, the 
Oil Producers Agency of California 
reported last week. 


Total demand for the year av- 
eraged 1,126,000 b/d, up 59,000 b/d 
from 1950. Total supply averaged 
1,089,000 b/d, up 98,000 b/d from 
1950. Stocks increased 37,000 b/d 
during 1951, compared with a 76,000 
b/d decrease in 1950. 


The agency summarized California 
oil industry operations in December 
and January (preliminary) as fol- 
lows: 


(a) Total petroleum supply in De- 
cember was 1,109,000 b/d, 4,000 b/d 
more than the November average of 
1,105,000 b/d. 


(b) Total petroleum demand aver- 
aged 1,171,000 b/d in December, a 
gain of 26,000 b/d over the Novem- 
ber figure of 1,145,000 b/d. 


(c) Total stocks decreased 1,923,- 
000 bbls. in December and were &4,- 
199,000 bbls. at the end of the month, 
compared with 97,642,000 on Dec. 31, 
1950. 

(d) Preliminary figures indicate 
that total January supply was 1,100,- 
000 b/d, demand was 1,182,000 b/d, 
and stocks decreased 82,000 b/d. This 
decrease, a total of 2,542,000 bbls., 
would bring stocks down to 81,657,- 
000 bbls. on Jan. 31, 1952. The 
year’s decrease was 15,615,000 bbls. 


“Military” deliveries in District 5 
(West Coast) in December decreased 
substantially from high level of prev- 
ious month, all principal products 
sharing in the decrease, according to 
a Bureau of Mines report. Deliver- 
ies of all products to the military 
totaled 81,000 b/d, or 33,000 b/d un- 
der November deliveries. 


Compared to deliveries in Decem- 
ber 1950, however, military deliveries 
in December 1951 were up 8,000 b/d, 
principally because fuel oil deliveries 
of 35,000 b/d were 15,000 b/d higher, 
report said. Aviation gasoline (100 
octane) deliveries in December 1951 
were only 17,000 b/d compared to 
40,000 b/d delivered in December 
1950. 

District 5 “civilian” deliveries re- 
ceived stimulus presumably from 
weather conditions in December and 
rose to 940,000 b/d, an increase of 
50,000 b/d over November deliveries, 
Bureau of Mines said. 


Deliveries of distillate fuel oils 
for space heating increased 27,000 
b/d to 111,000 b/d. Deliveries to 
other classes of consumers were ap- 
proximately at November's levels, so 
that total demand of 175,000 b/d was 
up 25,000 b/d, nearly matching the 
increase in space heating deliveries. 
Residual fuel oil deliveries also in- 
creased substantially, total deliveries 
of 330,000 b/d being 32,000 b/d above 
November. 
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IN 1896, THE FIRST PNEUMATIC AUTOMOBILE 
TIRE EVER OFFERED FOR SALE WAS MADE IN 
AKRON, OHIO AND INSTALLED ON A WINTON-TWO- 
SEATER. THIS YEAR IT 1S ESTIMATED THAT THE 
TIRE REPLACEMENT MARKET WILL EXCEED THE 
FIFTY MILLION UNIT MARK. ABOUT SO PER 
CENT OF THESE TIRES AS WELL AS BATTERIES 
ANDO COUNTLESS OTHER ACCESSORY ITEMS ARE 
BEING SOLD THROUGH SERVICE STATIONS. 


WOULD YOU BELIEVE THAT THE AVERAGE AGE 
OF THE CARS NOW IN USE IS 6-/2 YEARS ? 
THESE AUTOMOBILES REPRESENT A LOT OF 
TBA BUSINESS FOR THE MORE THAN 200,000 
SERVICE STATIONS THAT ARE CONSTANTLY 
BUILDING TBA SALES BECAUSE OF THEIR CUS- 
TOMER CONVENIENCE. NATIONAL PETROLEUM 
NEWS CAN REPRESENT A LOT OF TGA BUSINESS 
FOR YOU IF YOU'RE SEEKING TO REACH THE 
MAJOR OIL COMPANIES AND INDEPENDENT OIL 
JOBBERS WHO SUPPLY THESE SERVICE STATIONS. 


TIRE TROUBLES WERE RESPONSIBLE FOR 
10,054,000 OF THE SERVICE CALLS REQUIRED 
BY CAR OWNERS LAST YEAR. TIRE BREAKDOWNS 
RANKED SECOND ONLY TO BATTERIES AS THE 
CAUSE FOR CAR FAILURES, AND WHILE THE ABOVE 
FIGURE SOUNDS LARGE, IT REPRESENTS ONLYA 
FRACTION OF THE TIRE REPLACEMENT MARKET, 


“OON'T UNDERESTIMATE THE 
EXTREME IMPORTANCE OF 
TIRES, BATTERIES AND ACCESSORIES WILL THE SERVICE STATION AS A 
RING SERVICE STATION CASH REGISTERS TO THE MERCHANDISING OUTLET 
TUNE OF AN ESTIMATED $1,121,332,878 THIS fon TIRES, TUBES ANO 
YEAR. THAT IS ANATIONAL POTENTIAL OF 202% | OTHER TBA ITEMS. WE 
OF SERVICE STATION KNOW THE VALVE, TOO, 
GROSS SALES. ..BIG OF NATIONAL PETROLE- 
UM NEWS AS THE MOST 
BUSINESS FOR THE 
EFFECTIVE MEANS OF GET- 
OIL COMPANIES AND 
Vy TING OUR ADVERTISING 
JOBBERS (MOST OF = N 
WHOM ARE NAT- . us» MESSAGE TO THE Ol COM- 
\ONAL PETROLEUM : PANIES AND INDEPENDENT OIL 
NEWS READERS) JOBBERS WHOM THESE SERVICE 
WHO WILL SUPPLY STATIONS LOOK TO AS THEIR SOURCES 
THESE TBA ITEMS. OF SUPPLY; SAYS W. A. (BILL) GREEN, 
MANAGER , SPECIAL ACCOUNTS SALES, ASSOCIATED 
TIRE ANDO ACCESSORIES DIVISION B.F. GOODRICH CO. 
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Tremendous demand for the ULTRA START gives added proof: if you 
want to build a sound, growing ss, tie YP with Exide. Profit 
from the many advantages of being @ i in new battery devel- 
opments --- in dealer service aids--- i which 
includes national advertising to 61,437 ,000 ¢ THE SATURDAY 
EVENING post, LIFE, COLLIER’S, TIME, COUNTRY GENTLEMAN, FARM JOURNAL. 
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GUILT TO LAST LOMCER 


The ULTRA START is a NEW Exide Battery. It has many new features 
with strong consumer appeal. And it’s jam-packed with highly 
charged selling ammunition. For the ULTRA START contributes three 
ways fo longer battery life: 


t S / L V, f | UM the corrosion-resistant grid alloy, resists a 


battery’s most destructive enemy—grid corrosion caused by 
overcharging, the cause of 60% of all battery failures. 


Aci V (4 MATERIAL a new formula, so effective that 


it is possible to take full advantage of an acid solution of 
lower specific gravity (1.260 full charge). 


P. ORMAX practically indestructible plastic separators. 


Extremely resistant to heat and acid .. . flexible and tough. 
Low internal resistance increases cold-weather starting ability. 
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PLUS Vitrex Retainers . . . Element Protector... Plastic 
Connector Shields . . . Plastic Vent Caps. . . Improved Seal- 
ing Compound . . . Shock-resistant Container. 





SELL THE COMPLETE EXIDE LINE 


Batteries to fit needs of all motorists 


Each battery in the Exide line is top-rank in its Exide HYCAP —preferred because of its surplus 


: . . starting power, long life and all-round 
respective class. For each is a product of Exide dependability. 


x Exide SURE-START— Exide’s reputation builder 
mate in design, construction, performance. In through the years. 


addition to the ULTRA START, other Exide Exide STARTEX — Dollar value at a lower price, 
Automotive batteries are: but an Exide all the way. 


research laboratories—assurance of the ulti- 
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ORDER EXIDE BATTERIES FROM YOUR EXIDE DISTRIBUTOR TODAY 


THE ELECTRIC STORAGE BATTERY COMPANY, Philadelphia 2 
Exide Batteries of Canada, Limited, Toronto 


“EXIDE”", ““PORMAX"” and “VITREX” Reg. Trade-marks U.S. Pat. Of. 
“SILVIUM" and “ULTRA START” 7.M, Reg. applied for. 


, 
WHEN IT’S AN Exide YOU START 
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~-4 Conforms 
to Standards 

... Suitable 

for All Pumps 





In cooperation with the Gas Pump Manufacturers Association, 
and in the interests of standardization in the gas pump field, 
Delco has developed a standard motor suitable for all service 
station pumps. . 


This motor is 1/3 h.p., single phase, designed and constructed 
to withstand the rigorous conditions encountered in gas pump 
operation in all climates at all seasons. It conforras to Delco’s 
own high standards of precision manufacture and dependable 
service. Any of the Delco offices listed below will gladly 
supply details. 


Division of General Motors Corporation, Dayton, Ohio 


SALES OFFICES: ATLANTA + CHICAGO + CINCINNATI - CLEVELAND + DALLAS ~+ DETROIT - HARTFORD ~- PHILADELPHIA - ST. LOUIS + SAN FRANCISCO 
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“New Look” 
for Du Pont Quarterly 
Motor Gasoline Survey 


Just as gasolines are tailored to meet 
seasonal driving needs, the 1952 covers 
for Du Pont’s Quarterly Motor Gas- 
oline Surveys have been redesigned 
to eng Fay season in which they 
appear. is change is intended to 
make for quicker identification of any 
desired issues. 

The January 1952 cover showed a 
snow-flaked winter service station 
scene. In the background was a map 
of the United States and Canada, indi- 
cating the extensive territory covered 
by the survey. 

The April issue (due the week of 
April 21st) will carry out the seasonal 
theme with a spring scene. 
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Du Pont Historical Highlights 
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When the Du Pont Company was 
founded a century and a hall ago, Fed- 
eral Government income came almost 
entirely from customs duties. Taxes on 
the cost of manufacturing were almost 
unknown. Income, excess profits, fran- 
chise, sales, use, inheritance and social 
security taxes did not exist. 

State taxes were levied chiefly on 
property and the State of Delaware’s 
entire tax collection in 1802 amounted 
to less than $15,000 and total Federal 
income was $15 million. 

Recent additions to the Du Pont 
Experimental Station alone cost more 
than $30 million, or twice as much 
as the entire Federal income in the 
year the Company was founded. And 
even the new Du Pont Petroleum Lab- 
oratory facilities would have taken a 
substantial bite from Uncle Sam’s 1802 
income if that gentleman had been re- 
quired to pay the bill. 
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New Planning Staff will 
Coordinate Du Pont Facilities 
to Meet Petroleum Industry Needs 


Because of the tremendous growth of the petroleum industry during the past 
decade, Du Pont is expanding its efforts to anticipate, as well as meet, the 
industry’s petroleum chemicals requirements. 








PLANNING MANAGER 


T. BALDWIN PRICKETT was recently ap- 
pointed Planning Manager of the Du 
Pont Petroleum Chemicals Division. 

Mr. Prickett’s previous activities and 
experience as refinery technologist for 
the division make him well qualified to 
take over his new duties of coordinat- 
ing Du Pont’s facilities to meet current 
and future needs of the petroleum in- 
dustry. 

His broad experience in chemical 
manufacturing includes work with the 
National pee be and Chemical Com- 
pany and the Pennsylvania Salt Manu- 
acturing Company. 

In 198 1, Mr. Prickett joined Socony- 
Vacuum Oil Company and became 
assistant plant engineer in charge of 
initial development of the Houdry cat- 
alytic cracking process. He later be- 
came associated with the Houdry Proc- 
ess Corporation and affiliates as vice- 
president. 

Just before he came to Du Pont in 
1946, Mr. Prickett was in charge of 
commercial development of the Hou- 
dry process. He also directed the engi- 
neering, plant operations, and catalyst 
manufacturing activities of the Houdry 
Corporation. 





P 


d for the Petroleum Ch 





To activate this program, the Du Pont 
Petroleum Chemicals Division recent- 
ly organized a full-time planning staff. 

Among the aims of this group will 
be long-range plans to assure ample 
supplies ne convenient deliveries of 
all gasoline additives, plus the con- 
sideration of new arodaes develop- 
ment to meet specific industry oem 
These activities will complement the 
work of the Du Pont engineering lab- 
oratories and technical, automotive 
and other Du Pont petroleum industry 
service groups. 


BROAD INDUSTRY STUDIES 


To help keep the Du Pont Company 
informed on the growth and trends of 
the industry it serves, the planning 
group will base its studies not only on 
tetraethyl lead production, but on 
the broad foundation of all other fac- 
tors contributing to supply and de- 
mand trends in the petroleum indus- 
try. Such a project calls for compre- 
hensive studies of transportation facili- 
ties, technical refining developments 
and sources of supply for raw materi- 
als. Automotive and aviation engineer- 
ing trends will be considered, too. 

Although extremely broad in scope, 
the program is expected to result in 
many practical benefits for refiners. 
And, as the only manufacturer of a 
complete line of gasoline additives, Du 
Pont is keenly interested in continuing 
to serve the industry on as compre- 
hensive a scale as possible. 

To help accomplish the goal, the 
Du Pont Petroleum Chemicals Divi- 
sion is supported by research facilities 
that rank among the world’s largest. 
Cooperating with these facilities on the 
development of new products to meet 
petroleum industry needs will be an 
important function of the new plan- 
ning group. And the group will be 
constantly working to make Du Pont 
petroleum chemicals more exactly 
tailored to your specific refinery needs. 


icals Division of E. 1. du Pont de Nemours & Company (inc. 
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New Du Pont Book 
Helps Small Refineries 
Set Up Safety Programs 


“How can we set up an effective safety 
program in our refinery?” 

at was a question frequently 
asked Du Pont by refiners operating 
plants with up to 2,000 employees. 
With a long established safety history 
and a keen interest in furthering safety 
throughout industry, Du Pont is re- 
garded as a logical source of help in 
safety planning. 

As a result of many requests, Du 
Pont recently published “Safety for 
the Small Refinery”—a 42-page book 
prepared with the help and coopera- 
tion of the National Safety Council. 
It tells, step by step, how to set up an 
effective refinery safety program and, 
more important, how to use the wealth 
of safety material available to refiners. 


MANAGEMENT FUNCTION 


While the foreman is a key man in 
any good industrial safety program, 
safety is also an important function 
of every job. And most important of 
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all, the safety program must gain its 
driving force from the active partici- 
pation and interest of top management. 

In this connection, the new Du Pont 
book outlines a basic safety philosophy 
around which refinery management 
can build its own policy. It also con- 
tains a suggested plan for setting up 
a refinery safety council of executives, 
and a safety committee drawn from 
plant personnel. 

The book lists a wide range of gen- 
eral safety material available from the 
National Saf Council and_ the 
American Petroleum Institute. Typi- 
cal monthly and yearly refinery safety 
programs are outlined in detail—on a 
day-by-day basis. 

A copy of “Safety for the Small Re- 
finery” is available to you through the 
nearest Du Pont Wateciomn Chemicals 
Division district office. 


E. 1. DU PONT DE NEMOURS & COMPANY (INC.) 
Petroleum Chemicals Division @ Wilmington 98, Delaware 


Based on the request of a large oil 
company, the Operations Group of the 
Petroleum Chemicals Division has set 
up a discussion clinic on the hazards 
anon with entry of leaded storage 
tanks. 


B. GARDNER CRANE, Director of the Du Pont Pe- 
troleum Chemicals Division Operations Group, 
conducting a typical refinery safety clinic. 


Headed by B. Gardner Crane who 
directs the Du Pont Operations Group 
and Dr. Stewart L. Rankin, chief medi- 
cal advisor to the Petroleum Chemicals 
Division, the clinic recently completed 
a tour of five refineries Se by 
the company yr the service. 
The meetings met with enthusiastic 
approval, and the oe Group 
is now prepared to take the clinic on 
tour for other refiners interested in the 
service. 


DUPONT TANK CLEANING CLINIC GOES ON TOUR 


Essentially, the clinic is a safety review 
program for terminal managers and 
group leaders directly concerned with 
tank cleaning. Informal, yet broad in 
scope, it discusses the main problems 
and precautions involved in cleaning 
leaded storage tanks. 


COMPREHENSIVE PROGRAM 


Basically, the clinic program covers 
the following: 


1. Toxicity of tetraethyl lead com- 
pounds. 

2. Order of magnitude of TEL hazards 
in leaded gasoline storage tanks. 


3. Description of lead-free tank for 
purpose of entry without protective 
equipment . . . for both “cold” and 
“hot” work. The exceptions are also 
covered. 


4. The mechanics of tank cleaning, in- 
cluding sludge disposal problems. 


5. Description of use and limitations of 
Du Pont Lead-in-Air Analyzer. 


6. Emergencies in handling tetraethy] 
lead compounds. 


7. Question and answer session. 


The program is quite flexible and 
can be readily varied to meet individu- 
al plant or company needs. 

or information regarding the Du 
Pont Tank Cleaning Clinic, get in 
touch with your Du Pont Petroleum 
Chemicals Division district office. 











Literature— Movies Available 











Here is a partial listing of the movies, 
bulletins, reports, booklets and aids 
available to you through the nearest 
Du Pont Petroleum Chemicals Divi- 
sion district office: 
Safety for the Small Refinery — A 42- 
ge book on how to set up an ef- 
fective small refinery safety pro- 
gram Serial A-2848 
Tank Talk — A 52-page, easy-to-under- 
stand safety booklet for tank-clean- 
ing crews Serial A-1134 
Prints of the following Du Pont films 
are available to oil companies for train- 
ing and public relations ee 
They may be borrowed or purchased. 
Pipeline on Wheels—A 26-minute, full- 





New York, N. ¥. 
Chicago, II!. 
Tulsa, Okle. 
Houston, Texas 


District 
Offices: 


Los Angeles, Calif. 





Petroleum ( 


color movie on tank truck safety. 
Suitable for both training and public 
relations purposes. 

What makes a Gasoline Good — An 18- 
minute cartoon movie in color. Pre- 
sents, in easy-to-understand form, 
the story of how high quality gaso- 
line is made. Ideal for dealer train- 
ing meetings. 

In addition, Du Pont makes available 

a special library of films of particular 

interest to the petroleum industry. 
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Better Things for Better Living 
... through Chemistry 




















Wilmington, Del. 
ae Chicago, III. 
District Tulsa, Okla. 
Laboratories: } vouston, Texes 
El Monte, Calif. 


IN CANADA: Canadian Industries Limited — Toronto, Ontario — Montreal, Quebec — Calgary, Alberto 
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Don't Just Sit There ... Do Something! This Gulf Companies are working constantly to ad- 
situation was not at all uncommon back in the vance the contributions of oil to automotive 
“days when.” Of course you didn’t have park- progress and to the comfort and well-being of 
ways in those days and automobiles weren’t every American. 
what they are today either. 
What a contrast to the modern automobile, 
with an engine that runsso smoothly you scarcely 
know it’s running at all. 
Today’s efficient cars are among the most de- 
pendable servants of our everyday life. And the 
petroleum industry’s ability to furnish fuels and 
lubricants in ever-increasing quantity and qual- 
ity has helped make them so. 


As a part of this indispensable industry, the 


GULF OIL CORPORATION + GULF REFINING COMPANY + GENERAL OFFICES, PITTSBURGH, PA. 
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Here are. reasons why 





73,619,658 NATIONAL ADVERTISING MESSAGES 

WILL PRE-SELL CAR OWNERS ON WILLARD! 

Willard Batteries have been nationally advertised more extensively and for 
more years than any other brand. This year, Willard advertisements will 
be making some 73,619,658 impressions, pre-selling people on Willard 
Batteries and your service. And this national advertising will do a grand 
job for you locally — providing you are a Willard Dealer or Distributor. 


Willard 
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you can make more money 


om Willard 














Willard Storage Battery Co., Dept. C-3 
1220 Huron Road, Clev eland 15, Ohio 


_ , 1 would like all of the reasons why I can make 
e money as a distri ar ies, in 


ceding prose © 


my Own partic 


NAME 


Sensational new kind of advertising will bring more 
battery customers directly to your door! 


It’s easier to sell Willard because more car owners 
prefer Willard than any other battery! 


Year after year, Willard has supplied batteries to more 
manufacturers for original equipment than any other 
battery maker... and will again in 1952! 


In the complete Willard line you have a battery for 
everyone — retail prices start at $17.50. 


50 years and 100 million batteries have proved Willard 
the world’s most dependable battery. 


FACTS FOR DEALERS 


Willard Storage Battery Co., Dept. C-3 
1220 Huron Road, Cleveland 15, Ohio 
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“THANK YOU FOR THE CHANCE 
to watch my daughter grow up” 





at, a> 
Ses 


tod 


I don’t think I would have known how to sent me to my doctor . . . He told me yesterday 

say good-bye to my little girl. Thank you for they paid for his training on an American 

the chance to watch her grow up . . . The Cancer Society fellowship. ° 

doctors tell me that now all the disease in me Yes, I am one of the lucky ones. With your 

has been destroyed. I’m going to live. help there will be many more . . . thousands 
I’m one of the lucky ones—one of the 70,000 more. regis you show you care with a gen- 

saved each year from cancer. There should be erous gift? Thank you, thank you very much. 


more of us... 

When I was helping raise funds last April 
for the Cancer Crusade I never thought I was 
really working for myself—never dreamed can- 


AMERICAN CANCER SOCIETY 











Strike back — give to conquer cancer 





| 

| 

Mall GENTLEMEN: 

cer would strike me. THIS ([] PLEASE SEND ME FREE LITERATURE | 

The dollars you give to the American Cancer nts aN Cae. ! 

s ° ty anes te snack to Seis of ai aide face TO ([] ENCLOSED IS MY CONTRIBUTION OF 
, iy CANCER Sooccccccscssnessstneenaunee¥O THE CANCER CRUSADE. 

cancer. Those dollars paid for the leaflet that C0 YOUR | 

LOCAL Name | 

y POST | 

CANCER STRIKES ONE IN FIVE! OFFICE a scheeeinnabivaaiaawh | 

City Ses RR ! 

| 
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Here, coming up, is the biggest money- 
making opportunity of all in ’52... 
Purolator’s Nation-wide Filter Check Time 
begins Tuesday, April 1. 

This year Purolator ties in Filter Check 
Time with Spring Oil Change . . . gives 
your dealers the advantage of two great 
money-makers at the same time! 

This year every motorist who comes 
in for a Spring oil change can be sold a 
Purolator refill. 


") 
‘ 


This year, as a result, every dealer can 
plan on adding an extra profit of $1.00 to 
$1.50 to the money he makes on every 
oil change. 

To distributors and dealers alike, 
this is the biggest money-making oppor- 
tunity of all ’52. 


PUROLATOR MICRONIC OIL FILTERS 
“Engineered for every make of car” 








Get ready! Cot set! Lets Go... Parolato 


% es 
ES i: 
S ; 
i 


to tie in with Spring Oil Change 


FROM HERE IN... 
IT’S UP TO YOU! 






















Filter Check Time begins Tuesday, April 1— 
only a few weeks away. By then dealers every- 
where: (1) must be told about Filter Check Time; 
(2) must be given a chance to stock Purolator 
Micronic* Refills; (3) must be supplied with Filter 
Check displays; (4) must be given a chance to 
sell his share of Purolator* refills, collect his share 
of extra profits. 


Fact! Not Talk! To make sure that it’s the 
biggest thing in history, Purolator is backing Spring 
Filter Check 100% ... 


. .. Providing advertising in the Saturday Eve- 
ning Post, April 5; Life, April 7; Collier’s, April 12 
—advertising that tells every motorist to ask for 
a Filter Check. 


. . . Providing power-tested displays that give 
such sound reasons for a Filter Check that no 
dealer can afford to leave a single car unchecked. 


Support like this can’t be equalled. But it’s no 
good in the warehouse. Order! At once— before 
it’s too late! Address Dept. A. 


PUROLATOR PRODUCTS, INC. 
Rahway, New Jersey and Toronto, Ontario, Canada 


*Reg. U. 8. Pat. Off. 


APUROLATOR 


(ENGINEERED FOR d EVERY MAKE OF CAR ) 
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PurOlator 


Morne Ott FULTe re 


BACKED BY ADVERTISEMENTS like 
this — powerful, striking, 2-color— 
appearing in America’s top family 
magazines—appearing right at the 
right moment everywhere. 


BACKED BY ON-THE-SPOT SELLING vs q ' | at 
DISPLAYS for use in windows and 


See «Sans } OILFILTER 
CHECK TIME 
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SPRING PUROLATOR 
FILTER CHECK TIME 
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Here’s the picture—April—and on! Distributors, 
dealers—everyone—will collect a wad of money from 
Filter Check Time. 

What’s more... 


Once a motorist has bought a Purolator refill, 
he’s going to buy Purolators right along. 

Right now, according to a national survey, refills 
are at the top of the accessory list. Filter Check 
Time will put Purolator higher than ever among 
the real profit-makers. 





& only the beginning { | 


But all this starts with Spring Filter Check Time. 


To cash in later—you’ve got tocash in now. So 
talk it up—with your dealers—in meetings—by letter 
—by phone call—See that dealers have plenty of 
stock . . . See that they have full supplies of Filter 
Check material . . . See that they all know all about 
Filter Check Time. 


For more display material write, wire or phone 
Department A. 


PUROLATOR PRODUCTS, INC. 
Rahway, New Jersey and Toronto, Ontario, Canada 


a 8 RIE I” 


PUROLATOR 


( ENGINEERED FOR d EVERY MAKE OF CAR ) 


MICRONIC OIL FILTER 


NO. 1... WITH EVERYONE! 


NO. 1... . Because Purolators re- 
move more dirt, finer dirt, faster, 
including particles so small they're 
measured in microns (less than 
1/39 millionths of an inch). 


NO. 1... Because Purolators leave 
important additives in. 


NO. 1... Because Purolators alone 
have Dirt-Check Windows to speed 
filter-check, make sales easier, 
faster for dealers. 
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UNION LEADERS AND FEDERAL MEDIATORS in Washington Feb. 28 as part of efforts by Federal Mediation and Conciliation 

Service to bring about a settlement in oil wage dispute before crippling strikes develop. Seated left to right: W. T. Trombley, Dir- 

ector District 7, Oil Workers International Union (CIO); O. V. Clover, representing American Federation of Labor; Cyrus S. Ching, 

FMCS director, and O. A. (Jack) Knight, OWIU president. Standing, left to right: George Hansen, representing independent union 

at Esso Standard plant at Baltimore; E. E. Phelps, OWIU research director; Clyde Mills, FMCS assistant director; J. H. Benhoff, 

representing same union as Hansen; G. E. McCoy, AFL; Dale A. Ricketts, FMCS; Lindsay P. Walden, OWIU attorney, and Lloyd 
Haskins, National Production Authority Office of Labor 


Unions Ready to Close Refineries March 10 


The shadow of a paralyzing refin- 
ery strike still hung over the oil in- 
dustry at NPN press time. 

An agreement by oil unions to 
postpone their original March 3 
strike date one week to March 10 has 
brought no break in the strike dead- 
lock. 

The unions still want 25c per hour 
wage hikes and improved shift dif- 
ferentials. The oil companies still re- 
fuse to go higher than the 4.6% pay 
increases allowed without special ap- 
proval of Wage Stabilization Board. 
And government conciliators have had 
no success in bringing a settlement. 

Thus, refineries are within 48 hours 
of having to start plant shutdowns— 
from which they were saved at the 
last minute Feb. 28 by the strike 
postponement. If no settlement or 
further strike delay is made by 
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Thursday night, March 6, some of 
the refineries chosen by unions to 
be struck will have to begin shut- 
down in order to be off stream by 
the new strike date—Monday, March 
10 at 12:01 a.m. 


Plants involved include those of 
Socony-Vacuum, Shell, Sinclair, Cities 
Service, Deep Rock, The Texas Co., 
Gulf and others. The impact of a 
strike could cripple U. 8S. defense 
economy, since oil companies esti- 
mate it could cut off the flow of be- 
tween 1.5 and 2 million b/d. (Aver- 
age U. S. crude runs to still are 
about 6.5 million b/d.) 


Even if the strikes are canceled 
before March 10, the preparatory 
shutting down of refineries could 
mean a large product loss. This could 
be as much as a two-week supply, ac- 


cording to Federal Mediation and 
Conciliation Service. 

Plants notified they will be struck 
are in the East, Midwest and on the 
Gulf Coast. 


Many believe President Truman 
will ask unions to hold off their 
strike to give the government more 
time to study the dispute—and that 
the unions will follow his wishes. 

Government Pessimistic__The Fed- 
eral Mediation Service has been hop- 
ing that at least one or two agree- 
ments would be reached to set a pat- 
tern for additiorial agreements. But 
reports from its field directors carry 
no optimism. 

FMCS indicated it will wait as long 
as possible before giving up and turn- 
ing the matter over to the White 
House. If by Wednesday, or Thursday 
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STRIKE RALLY in East Chicago, Ind., Feb. 29 hears O. A. Knight, president of Oil Workers International Union, call for 100% 
support of oil union strikes for higher wages. In audience of 1,200 were members of OWIU Local 210 and Central States Petro- 


UNITED ACTION by unions in strikes 
is a must, Mr. Knight tells oil workers 


(March 7 or 8) at the latest, there 
have been no settlements, FMCS 
plans to report to President Truman 
that negotiation efforts have failed. 


It is not likely that FMCS will 
again ask unions to delay the strike 
date, unless it feels that some dis- 
putes are on the verge of settlement 
and would need only a little xtra 
time to conclude agreements. 


However, if the matter is referred 
to Wage Stabilization Board by Pres- 
ident Truman, WSB likely would ask 
companies and unions to continue the 
present status until a WSB hearing 
could be held. 


Should unions refuse such a delay 
and proceed with a strike, WSB 
would cease its hearings at that time, 
since it is WSB policy not to hold 
hearings while a strike is going on. 
In this event, President Truman like- 
ly would invoke the Taft-Hartley 
Act to get a court injunction to stop 
the strike for an 80-day period, dur- 
ing which time the President would 
appoint a special three-man panel to 
investigate and make recommenda- 
tions. 


Strike Delay—The union agree- 
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leum Union, Local 100 


ment to set the strike date back to 
March 10 came the night of Feb. 28, 
after talks between Federal Media- 
tion and Conciliation officials and 
leaders of OWIU-AFL-Independent 
unions in Washington (see picture on 
p. 29). In the morning, oil compa- 
nies had huddled with the mediation 
agency. 

It was learned that FMCS is try- 
ing to clear away all smoke screens 
to determine exactly which areas are 
affected and to what extent by pres- 
ent negotiations. 

It was understood that FMCS 
asked both companies and unions to 
provide further data as quickly as 
possible. 

There was some guessing by out- 
siders that this development might 
mean FMCS is getting prepared to 
report to President Truman so that 
he might take action before March 
10 deadline. 


Union Strategy—The combined oil 
unions insist they will not settle for 
less than the 25c increase, plus higher 
night-shift premiums. They maintain 
they are not seeking nationwide har- 
gaining, nor closed shops, although 
there may be other matters involved 
in some local contract negotiations. 


Apparently the union strategy is 
to force government intervention. The 
benefit to them in such a case is 
that they would be more likely to get 
a liberal settlement, since this is an 
election year. 


Unions say they represent enough 
unions to tie up a big portion of the 
oil industry—enough to “carry on a 
very effective campaign.” 

Union officials emphasized that 
their agreement to postpone the 
strike hinges on company willingness 
to maintain a “status quo” operation 
throughout the week. 


O. A. Knight, president of OWIU, 


said if companies take any “strike- 
breaking” preparation action, such as 
moving food and cots into plant or 
having Pullmans brought into plant 
areas, unions will immediately pro- 
ceed with the strike. 

Mr. Knight said he didn’t have 
much hope that a strike would be 
averted, adding that “those company 
boys are tough.” 


How Companies Feel—Oil compa- 
nies involved apparently will fight to 
the last ditch to prevent nationwide 





Refinery Strike Targets 


Some oil refineries in all im- 
portant refining areas of the 
country, except the West Coast, 
have been notified by Oil Work- 
ers International Union that 
they will be struck if union de- 
mands are not met. 


The list below shows plants 
definitely known to have re- 
ceived shutdown notices last 
week (although unions are 
ready to strike at many other 
plants). 


Gulf Coast—Texas refineries 
of Gulf, Magnolia, Atlantic, 
Pure, and The Texas Co. in the 
Beaumont-Port Arthur area, 
and Sinclair in Houston. 


East Coast—Sinclair’s Marcus 
Hook refinery, and its lube oil 
plant in Wellsville, N. Y. Cities 
Service’s refineries at East 
Braintree, Mass., and Linden, 
N. J. Pure’s Cabin Creek, W. 
Va., refinery. 


Midwest—Toledo, Ohio, refin- 
eries of Gulf and Pure. 











NATIONAL PETROLEUM NEWS 








THE WEEK’‘’S OIL NEWS 














PAD Warns Government 


WASHINGTON — Deputy 
PAD Bruce K. Brown has sent 
a letter to Cyrus S. Ching, di- 
rector of Federal Mediation 
and Conciliation Service, out- 
lining in considerable detail the 
impact of the impending labor 
strike on the nation’s oil fa- 
cilties, 

Mr. Brown advised that the 
effects of the strike would be 
“very serious” to the defense 
economy and would be felt “al- 
most immediately.” 











or companywide contract negotia- 
tions. (An exception is Sinclair’s com- 
panywide contract.) 

This point was brought out at the 
start of the oil company meeting 
with Mediation and Conciliation of- 
ficials in Washington Feb. 28. 

Socony-Vacuum President B. Brew- 
ster Jennings made it clear before- 
hand in a telegram to Cyrus Ching, 
FMCS director, that Socony repre- 
sentatives would attend the meeting, 
but would have no part of any “de- 
viation from our normal collective 
bargaining arrangements.” 

“We must emphasize further that 
any suggestions arising from the 
meeting must be passed along to our 
local bargaining representatives for 
their consideration and decision, and 
must be handled through normal bar- 
gaining procedures at those of our 
plants which may be concerned.” 

In first place, Mr. Jennings re- 
ported, “no serious situation exists,” 
except possibly in the Detroit area, 
in negotiations in progress at a “few” 
Socony operations where the current 
wage question has not been settled. 

“We believe,” Mr. Jennings stated, 
“any dispute in our operations can 
be settled quickly and amicably if 
the Oil Workers International Union 
will permit normal negotiations to 
proceed in good faith. We believe is- 
sues between the company and its 
organized employes can be settled in 
the future, as they have been in the 
past, through bargaining at the 
plants, without a strike against the 
public which must have petroleum to 
live.” 

The threatened union strike is not 
confined entirely to refineries, al- 
though most of the damage would 
be done by shutting them down. Pipe 
lines in various parts of the country 
are also involved, as are terminals 
and other marketing facilities. 





Photo Credits 


P. 76 (top)—Todd Studios, St. Louis, 


Mo. 

Pp. 86-87—‘'Buzz’’ Taylor, St. Louis, 
Mo. 

P. 88&—Furchgott 
8. C. 


Studio, Charleston, 














MARCH 5, 1952 


‘Last Chance’ Talks Underway in West 
As OWIU Starts Secret Strike Ballots 


By FRANK BREESE 
Pacific Coast Editor 


LOS ANGELES—Negotiations be- 
tween Oil Workers International 
Union (CIO) and West Coast oil ma- 
jors were scheduled for this week in 
an effort to forestall the oil strike 
now set for March 10. 

Meanwhile, key OWIU groups have 
begun taking secret strike votes on 
the West Coast, NPN was told this 
week by Charles Armin, OWIU dis- 
trict director. 

“That doesn’t mean strike action 
will follow,” Mr. Armin said. “It 
means that we'll have the strike 
votes if we have to use them. Nat- 
urally, we keep hoping there will be 
a settlement.” 

The week was scheduled solid with 
meetings of major companies, OWIU, 
and federal and state conciliation of- 
ficers. 

With the strike date close at hand, 
unofficial industry reports said West 
Coast inventories are “extremely 
low.” Since the Pacific Coast is the 


' principal oil supplier for the Korean 


war, there was speculation as to 
whether the armed forces would tol- 
erate a strike. Reports here said 
Gulf Coast and Great Lakes inven- 
tories are ample, unless a strike is 
prolonged. 

Negotiations between Standard of 
California and the Independent Union 
of Petroleum Workers, bargaining for 
a unit at Standard’s Bakersfield re- 
finery, brought no settlement last 
week. IUPW is seeking a 20c per 
hour wage increase and an escalation 
clause for its members, compared to 
OWIU’s request for a 25c per hour 
pay hike and improved shift differen- 
tials. 

An authoritative neutral informant 
expressed the belief that any pos- 
sible settlement is more likely to re- 
sult from OWIU negotiations than 


IUPW talks. The former is viewed 
as the more logical pace-setter be- 
cause its representation is more 
widespread. 


OWIU bargains for units in all 
West Coast refineries except Stand- 
ard of California refineries at Bakers- 
field and Salt Lake City and the Sea- 
side refinery at Ventura, according 
to Mr. Armin. IUPW represents the 
units at those Standard plants. 

TUPW represents the field workers 
in Standard and Union Oil. OWIU 
represents the field workers in Asso- 
ciated, Richfield, Shell and Texaco. 
General Petroleum field workers are 
represented by the Independent Union 
of Genera] Petroleum. 


Transport workers of all majors 








except Standard of California are 
represented by AFL Teamsters. 
Standard’s transport workers are rep- 
resented by IUPW. 

Neither the IUPW nor any of the 
AFL Teamsters locals representing 
West Coast units have joined the 
CIO-AFL-Independent 22-union co- 
alition. 

OWIU Hits ‘Strike-Breaking’ In 
sharply worded statement last week, 
OWIU accused the West Coast in- 
dustry and governmental agencies of 
allocating supplies for the purpose of 
breaking strikes in the past. It re- 
buked agencies for ignoring alleged 
antitrust violations. 


For that reason, OWIU said it will 
make strike preparations in secret. 


The union commented: 


“Apparently industry feels that be- 
cause strike ballots have not been 
taken, we oil workers are not too 
much disturbed over failure of these 
collective bargaining sessions. 

“Under these circumstances OWIU 
(CIO) sees no other course of action 
to follow except to immediately pro- 
ceed to have all key groups take 
strike vote. 

“While in past we have announced 
to both industry and public where 
such strike votes would be taken and 
have announced results) we have 
found that industry and government 
have used this to plot course of ac- 
tion to make our strike as ineffective 
as possible. 

“Further, we have found that West 
Coast oil industry and governmental 
agencies handling petroleum matters 
have in past allocated supplies not to 
fill public or emergency needs but for 
purpose of’ breaking strikes. 

“These governmental agencies have 
even gone so far as to ‘shut their 
eyes’ to antitrust law violations on 
part of companies in carrying out 
these plans. These facts are matter 
of public record before Senate Labor 
Committee. 


“Because of this we recommend to 
all local unions that no prior an- 
nouncement of strike vote results or 
time and place of contemplated strike 
action be made. Our program calls 
for striking of those portions of in- 
dustry which will be most effective 
and in accordance with well-co-ordi- 
nated plan. 

“We again state, however, that we 
still hope our collective bargaining 
conferences will bring about settle- 
ment which will make strike action 
unnecessary.” 


Analysis of Strategy—An authori- 
tative observer who has had long ex- 
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perience in labor relations last week 
expressed these views to NPN over 
union plans: 


—A strike against Shell and Shell 
Chemical is shaping up as a strong 
possibility, with pro-strike sentiment 
running high among members of Oil 
Workers International Union (CIO) 
in the San Francisco Bay area. The 
contract, being renewed daily, could 
be terminated quickly. 


—Weight of strike action is likely 
to be thrown against the San Fran- 
cisco Bay area, instead of Los An- 
geles, where OWIU concentrated in 
1948, and where it suffered heaviest. 


—OWIU doesn’t want trouble in 
California, but does want the West 
Coast district to ride with the nation- 
al strike movement. Because of this, 
only one or a few of majors would 
be struck, not six, as in 1948. Union 
Oil and Standard of California are 
the least likely to be struck. Union 
Oil-OWIU relations are regarded as 
unusually solid. Standard’s El Se- 
gundo contract runs to March 6 and 
the Richmond contract until March 
13. 


—OWIQU District 4 (Gulf Coast) 
and OWIU District 6 (Great Lakes) 
are expected to bear the brunt of the 
strike. Atmosphere in those areas 
compares to that in California on the 
eve of the Sept. 3, 1948, strike. If a 
strike occurs, it won’t last long, be- 
cause Wage Stabilization Board won't 
take a strike. Something will hap- 
pen. Settlement outside WSB is a 
possibility. Unlike steel, where a 
price increase by the company and 
union shops are involved, the prob- 
lem in the oil talks is just money. 
And there are more inducements for 
an oil settlement. It’s doubtful that 
the industry wants union shop issues 
kicked around by WSB. A logical 
basis for a national pattern might 
start taking shape on the West Coast. 


—OWIU President O. A. Knight’s 
rock-bottom figure is probably known 
only by him, but a guess is a 15c per 
hour minimum and 18c maximum 
wage increase and improved shift 
differentials, which are probably 
equally important. 


Cost-of-Living Wage Rule 
Is Extended By WSB 


WASHINGTON — Wage Stabiliza- 
tion Board has approved an indefinite 
extension of cost-of-living wage ad- 
justments to equal percentage in- 
crease in cost of living. Action was 
also approved by Economic Stabiliza- 
tion Administrator Roger L. Putnam. 
Regulation 8, which permits cost-of- 
living adjustments, would have ex- 
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Ask for Storage Tank Steel Earlier, 
Or Expect Long Wait—PAD Warns Oil 


WASHINGTON — Petroleum Ad- 
ministration for Defense put heavy 
emphasis this week on its request 
to the oil industry that applicants 
for steel for oil pipe lines and stor- 
age tanks file their requests farther 
in advance. 

PAD’s position is this: More oil 
pipe lines and storage tanks are 
badly needed, and PAD wants to help 
get materials needed for their con- 
struction. But PAD cannot present 
Defense Production Administration 
with a strong case for increased allot- 
ments unless PAD knows what con- 
struction is planned. 


“Too many applicants seem un- 
aware that steel continues to be 
in tight supply,’”’ Deputy PAD Bruce 
K. Brown said. “Under present con- 
ditions, for example, an operator 
cannot ask in the second quarter for 
construction steel and get it in the 
fourth quarter.” 


PAD said applications on Form 


PAD 26 should be in now for all pipe 
line and storage projects on which 
companies expect to begin construc- 
tion during 1952 and the first half 
of 1953. They should be in, PAD 
said, but most of them aren't. 


Applications for steel for storage 
tanks are particularly late in reach- 
ing PAD, Mr. Brown said. 

Storage Need Great — Agency 
studies completed in mid-1951 indi- 
cated that an additional 85,200,000 
bbls. of bulk storage would be needed 
in the United States by the end of 
1952—-36,500,000 at refineries and 48,- 
700,000 at pipe lines, tank farms and 
terminals. Since that study, the 
figure has been revised sharply up- 
ward, and PAD now estimates that 
the total requirement for additional 
storage to meet demands will be 
151,000,000 bbls. Applications for 
priorities assistance are not, how- 
ever, nearly enough to meet even 
the minimum expansion needs, Mr. 
Brown said. 

Almost the same problem exists 
in line pipe under 16 inches in di- 
ameter, PAD said. 

Both applicants and PAD suffer 
when applications for priorities assist- 
ance are too long delayed, PAD 
pointed out. 

“All operators,” Mr. Brown said, 
“must realize that the needed expan- 
sion of oil pipe lines and of storage 
is completely dependent on the avail- 
ability of steel. 





Defense Orders for the Oil Industry 


(Issued Feb. 26-March 3, inclusive.) 

This description of oil defense orders pro- 
vides a weekly summary of government regu- 
lations that may affect NPN readers. We will 
appreciate our readers letting us know when 
they think that we have omitted a regulation. 

Complete copies of the official text of these 
orders can be obtained from Platt’s OIL-Law- 
GRAM Reports, 1213 West Third St., Cleveland 
13, Ohio, a publication which reproduces and 
mails out the orders on oil upon issuance. 
Minimum charge for single copies, $1.00, 
postage paid. One year’s service, $100. Less 
than one year’s service, pro rata plus $5.00 
for handling. 

CODE: NPA—National Production Author- 
ity; ESA — Economic Stabilization Agency; 
PAD—Petroleum Administration for Defense; 
ODM—Office of Defense Mobilization; DPA— 
Defense Production Administration; DTA — 
Defense Transport Administration; WSB — 
Wage Stabilization Board; OPS — Office of 
Price Stabilization. 


List of Orders 


WSB—Wage Stabilization Board 

GWR 21, pension and profit-sharing plans. 

Resolution 85, processing cases under GWR 
21. 

Resolution 83, reporting under GWR 19 
(Health and Welfare). 
OPS—Office of Price Stabilization 

CPR 22, SR 10, Amdt, 4, replacement tires 
and tubes. 

GOR 9, Amdt. 15, shipbuilding price control. 
SSB—Salary Stabilization Board 


GSO 10, overtime compensation. 
Int. 3, Amdt. 1, profit-sharing and bonuses. 
NPA—Nationail Production Aw 


thority 
M-45, Sched, 2, Poly Tetra Fluor Ethylene, 
revoked as of Feb. 20. 


M-93, storage batteries, revoked as of Feb. 
26. 


M-6A, as amended, steel] distributors. 
M-2, Amdt. 2, synthetic rubber. 


What Orders Do 
Wage Stabilization Board 


PENSION AND PROFIT-SHARING — GWR 


21, adopted Feb. 22, establishes a program of 
self-control and self-administration for pension 
and profit-sharing plans of the deferred com- 
pensation type for persons retiring because of 
age or total disability. 

HEALTH AND WELFARE—WSB Resolution 
No. 83 of Feb. 26 permits a single report to 
be filed on association-type plans of health and 
welfare in which a group of compapies par- 
ticipate. 


Office of Price Stabilization 


RUBBER TIRES, TUBES AND CERTAIN 
MECHANICAL RUBBER GOODS—CPR 22, SR 
10, Amdt. 4 provides methods which manu- 
facturers of certain rubber tires and tubes 
and other mechanical rubber goods may use 
in obtaining adjustments under the ‘‘Capehart 
Amendment.’’ 

SHIPBUILDING—Amadt. 15 to GOR 9 con- 
tinues until] May 13, 1952, the temporary sus- 
pension from price control of vessels over 65 
ft. in length, and their repair and conversion. 


Salary Stabilization Board 


OVERTIME PAYMENTS FOR SUPER- 
VISORS—GSO 10, superseding GSO 4 and 8, 
incorporates into one regulation the policy of 
overtime payment for foremen, supervisors, 
professional engineers and other employes in 
supervisory work. 

BONUSES—Amdat. 1 to Interpretation 3 (in 
question and answer form) deals with profit- 
sharing and other bonuses authorized by 
GSSR No. 2 in relation to companies with 
fiscal years ending on Jan, 31. 


National Production Authority 


STEEL DISTRIBUTORS—Amendment to M- 
6A, effective Feb. 27, amends definitions of al- 
loy steel, stainless steel, carbon “steel and 
nickel-bearing steel, and designates forming 
and corrugating of certain steel items as ware- 
house operations. 

SYNTHETIC RUBBER—Provided OIT reg- 
ulations are complied with, Amdt. 2 to M-2, 
effective Feb. 26, permits exporters to pur- 
chase up to $100 worth of GS-R synthetic 
rubber without obtaining validated export. 
license. 
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Plentiful Oil Products Supply Seen 
Unless Economic Controls Interfere 


WASHINGTON — Present indica- 
tions are that there will be plenty of 
petroleum products available for oil 
marketers to sell in the next four 
years. 


The availability of petroleum liquids 
in 1955 will be higher than produc- 
tion in January, 1951, by at least 
1,324,000 b/d in the U. S. and 2,171,- 
000 b/d in foreign areas outside of 
those dominated by Russia, a Na- 
tional Petroleum Council Committee 
says. 


This minimum expectation is almost 
equal to the increase in production 
from 1946 to January, 1951. Under 
favorable conditions availability in 
1955 may exceed production in Jan- 
uary, 1951, by more than 5,300,000 
b/d on worldwide basis, excluding 
Russia. 


The following table highlights the 
availability picture: 


Changes in Production 1946-1951, 
Projected Availability, 1951-55, 


For All Petroleum Liquids 
(Barrels Daily, 000’s Omitted) 
Excluding Russian 
Dominated Areas 
Foreign Total 
1946 Production ...... 5,074 2,243 7,317 


January 1951: 
Production ......... 4,498 
Availability ........ 7,300 4,703 


10,963 
12,003 


7,789 6,669 
CE vcs cc censccss. GO 7,427 
1955 Increase Over 
January 1951 Output: 
DAE. wteceh«ssivees meee 2,171 3,495 
BE vac vc chtaarcss Me 2,929 5,302 
In a final 105-page report, the NPC 
committee, headed by L. F. McCollum 
(Continental Oil), said increased oil 
availability can be achieved, however, 
only if there is no interference with 
economic incentives. 


Artificial Controls Hit—In compre- 
hensive discussion of economic fac- 
tors governing oil expansion, commit- 
tee said “it would be contrary to the 
interest of consumers to permit any 
artificial restraints on the competi- 
tion among fuels,” adding: 


14,458 
16,265 


“The idea of artificial controls by 
government over the use of fuels... 
usually takes the form of proposals 
to prohibit the use of oil or gas for 
certain purposes. The argument for 
such controls is generally based on 
the theory that supplies of oil or 
gas are so short that they should be 
‘saved’ for future generations. The 
effect of the proposals would be to 
give coal a monopoly in certain mar- 
kets. The very restriction on the use 
of oil and gas would interfere with 
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the development of new supplies for 
the future. 

“To insist that coal should be used 
instead of oil or gas because of fears 
of shortages in the future would 
mean that consumers would be de- 
prived of the right to use available 
oil and gas which they prefer to buy 
because of their low price and other 
advantages ...Furthermore, it would 
make the erroneous assumption that 
technology is static. The truth is, of 
course, that our technical progress 
is so rapid that new and cheaper 
methods of securing fuel may be de- 
vised while oil and gas supplies are 
still very abundant. ... 


“Proposals for restrictions on the 
use of oil and gas are generally based 
on the theory that at best the sup- 
plies of these fuels are so small rela- 
tive to the reserves of coal that great- 
er use of coal should be forced upon 
consumers. . . These proposals have 
confused physical existence with eco- 
nomic availability. . . The costs of 
making available much of the coal in 
the earth would be prohibitive. 


“Tax policies also have an import- 
ant effect on development of resourc- 
es, particularly as tax rates reach 
high levels. . . The percentage deple- 
tion provision of the income tax laws 
and the option to recover drilling 
costs immediately instead of over a 
period of time have become a part 
of the industry’s basic economic 
structure. . . Any additional tax bur- 
dens due to changes in percentage 
depletion or the option to expense in- 
tangible drilling costs could have a 
prompt and serious effect on future 
oil supplies. 


“Another example of the impact of 
artificial regulations on available sup- 
plies is provided by the efforts of the 
Federal Power Commission to regu- 
late the price of natural gas on a 
cost basis as though the production 
of natural gas were a utility business 
rather than a hazardous resource de- 
velopment business. . .The threat that 
such regulations might be applied 
generally to gas producers definitely 
affects the economic incentive to de- 
velop natural gas supplies. . . 


“Another influence of government 
on future supplies in the U. S. has 
developed from the action of the fed- 
eral government in seeking to assert 
its control over the continental shelf 
. . . The controversy over control has 
delayed substantially the testing of 
the potential resources of this area 
and the development of new oil sup- 
plies. .. 


“Government planning and control 
has not been the basis of our fuel 
supplies. On the contrary, the experi- 
ence of foreign countries shows that 
government planning and control is 
a handicap rather than a help to the 
development of large oil supplies. We 
must realize, therefore, that our fu- 
ture oil supplies depend upon keeping 
in effect active competition and reas- 
onable economic incentives, and not 
upon the adoption of any other gov- 
ernment plans or policies.” 


“The concern over future oil sup- 
plies comes down to the question of 
continuing to have liquid fuels at 
attractive prices which will permit 
us to maintain or increase our con- 
sumption in this form. We know that 
the U. S. could supply its needs for 
energy with much less liquid fuel 
than it uses today if that were eco- 
nomically necessary. We also know 
that if we are willing to pay higher 
prices, liquid fuels in large quantities 
can be made from oil shale, from 
natural gas, from coal, and from tar 
sands. 


“At much higher prices for liquid 
fuels, however, the demand would be 
considerably less for fuel in this form 
and greater for alternate fuels in the 
form of gas or coal. The form in 
which we use energy is largely a mat- 
ter of relative cost and convenience. 


“Liquid fuels are particularly con- 
venient and economical for trans- 
portation. The automobile, airplane, 
steamship, and Diesel engine provide 
low-cost transportation by virtue of 
the large amount of energy available 
in compact form from liquid fuel. As 
we have noted before, however, the 
amount of liquid fuel we use for 
transportation could be modified 
greatly if the cost of that fuel were 
higher, It should also be noted that 
other forms of fuels may be used in 
place of liquid fuels for transporta- 
tion. 


“Coal can be used for railroad loco- 
motives and steamships at a higher 
cost than that currently paid for oil. 
Automobile engines could be run by 
gas from the burning of coal or wood. 
Contracts have been let for subma- 
rines and airplanes to use atomic en- 
ergy. Technical progress may in time 
make atomic energy for commercial 
transportation quite attractive. It is 
possible that coal burning turbines 
may be developed for railroad and oth- 
er forms of transportation. New meth- 
ods may be devised for converting 
heat from the sun into cheap power 
for use in many different ways. The 
possibilities for the interchange of 
fuels through technology and eco- 
nomic adjustment are tremendous. 


“About one fourth of the energy 


used in the U. S. at the present time 
serves to run mobile equipment, while 
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the other three fourths is for station- 
ary units. In supplying heat for sta- 
tionary units, price and convenience 
determine whether coal, oil, or gas 
will be used. Such abundant supplies 
of oil have been developed in the 
U. 8. that we find it attractive and 
cheap to use large quantities of heat- 
ing oil and residual fuel oil in sta- 
tionary equipment. Roughly half of 
the oil used in the U. S. is for auto- 
mobiles, airplanes, steamships, and 
Diesel locomotives. Most of the re- 
maining oil is used in stationary units, 











Self-contained measuring 
cup in every can. Ys and 
Ve pint measurements. 











nm storage, pre- 














8"’ hose of non-rust galva- 
nized metal. Filter screen. 


with a small part being made into 
lubricants and special products. 
“There is no economic hurdle other 
than the attractive price of oil, con- 
sidering its convenience, to keep coal 


. from capturing the markets for fuel 


used in stationary units. The increas- 
ing importance of oil and gas rela- 
tive to coal has occurred simply be- 
cause consumers have found it at- 
tractive to use liquid fuel and gas in- 
stead of coal and because the petrol- 
eum industry has made available 
large supplies.” 


It’s a SHIPPING CONTAINER 


that acts as a 


Sales-stimulating PREMIUM 


If you want to make a hit with owners of outboard 
motors, power lawn mowers, automobiles and farm 
machinery—and if you want to sell more oil and 
blended mixtures—check on these new G. P. & F. 
Utility Cans. Of sturdy steel, they come in 2,214, 3 and 
5-gallon sizes—they’ll invite purchases because of their 
premium utility value. Write for details and prices! 


elt, GEUDER, PAESCHKE & FREY CO 


Kentucky Standard’s Sales 
Hit Record; Earnings Drop 


LOUISVILLE, Ky.—Net sales of 
Standard Oil Co. (Kentucky) for 1951 
rose 10.3% over 1950, setting the 
highest mark in the company’s 66- 
year history, but net income was off 
19%, annual report shows. 


“Notwithstanding a _ substantially 
larger business and the further fact 
that the company’s per bbl. operat- 
ing expense for sales and distribu- 
tion actually declined, net earnings 
declined $2,295,094 or 88c per share,” 
President W. G. Violette told stock- 
holders. 

“The percentage of net profits to 
sales and other income for 1951 was 
4.2% compared with 5.7% for the 
previous year. This decrease in 
profits was more than accounted for 
by additional income taxes and the 
absorption, under existing price reg- 
ulations, of certain higher costs 
principally on products and transpor- 
tation.” 

Mr. Violette noted that the com- 
pany collected from customers and 
paid to proper federal, state and mu- 
nicipal authorities $62,137,000, repre- 
senting taxes on sale of certain prod- 
ucts. In addition the company paid 
$14,800,000 in federal and state in- 
come taxes and all other forms of 


licenses and taxes. 

“In other words,” he said, “the 
company was responsible for payment 
of a total of nearly $77,000,000 for 
all forms of taxes—or approximately 
$29.50 per share. These taxes for 
1951 actually exceeded the company’s 
capital and surplus by nearly $11,- 
000,000.” 

1951 1950 
Net sales and other 

income .......... $233,644,951 $211,783,673 
Net income before 

taxes on income .. 
Federal and _ state 

taxes on income .. 
Net income ........ 
Dividends paid 
Earnings retained 

in business ...... 
Per share: 

Profit before tax . 

Income tax ...... 

Net income 

Dividends paid 

Earnings retained 

in business . 5 1.73 


21,677,133 21,972,227 


11,900,000 
9,777,133 
7,553,891 


9,900,000 
12,072,227 
7,553,891 


2,223,242 4,518,336 


$8.43 
3.80 
4.63 


2.90 


Frame Gets New PAD Post 


WASHINGTON — A. P. Frame 
(Cities Service), former assistant 
deputy PAD, now holds a new post, 
effective March 1, as associate depu- 
ty PAD. He has been succeeded by 
C. E. Davis (Shell), former refining 
director, who, in turn, has been re- 
placed by W. W. Keeler, former depu- 
ty director of the Refining Division, 

Mr. Frame is slated to leave PAD 
April 1. When his post will be taken 
over by J. Ed Warren, former presi- 
dent of Independent Petroleum Assn. 
of America, who is to succeed Bruce 
K. Brown as deputy PAD on June 1. 
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NPA Bans Vulcanizing 
White Strips on Tires 


WASHINGTON — The practice of 
vulcanizing white rubber strips on a 
black carcass to produce a white side- 
wall tire is illegal. A special notice 
to this effect was sent to all tire 
manufacturers, Feb. 29, by E. D. 
Kelly, director, Rubber Division, Na- 
tional Production Authority. 

In Akron, the General Tire & Rub- 
ber Co. is going right ahead with 
its recently announced advertising 
and promotion campaign for its 
Whiteway tire (See p. 62 this issue). 
General says that the concentric 
white rings in its new tire are pro- 
duced by using a white plastic mate- 
rial which does not conflict with the 
order banning white sidewalls. 

However, NPA has emphasized 
there is nothing to prevent anyone 
from painting white sidewalls on tires. 
This is permitted whether such paint- 
ing consists of the mere application 
of paint, or heat treatment of surfaces 
that have been painted. 

There have been indications that 
NPA may repeal its ban on the manu- 
facture of regular white sidewall 
tires, but this may not happen be- 
fore July 1. 


Gasoline Wars Have Benefit 
Despite Hardships—Dunlop 


NEW YORK-—Gasoline price wars 
serve @ purpose in that they perform 
the functions of competition, even 
though they may cause losses and 
hardships to both dealers and sup- 
pliers, Robert G. Dunlop, president of 
Sun Oil Co., told the New York So- 
ciety of Security Analysts Feb. 28. 

Benefits from price wars he gave 
were that they: (1) help to eliminate 
the inefficient in favor of the ef- 
ficient, (2) help to eliminate waste- 
ful and costly practices, (3) put in- 
creased pressure on manufacturers to 
improve product quality, and (4) 
bring lower prices to motorists. 

“I seriously doubt that it is possible 
to make any satisfactory generaliza- 
tion about the causes of gasoline price 
wars,’ Mr. Dunlop stated. “Basically 
one can say that such conditions oc- 
cur when a plentiful supply of gaso- 
line exists, but that explanation leaves 
much unsaid. It doesn’t reveal why 
retail prices sometimes are cut below 
the cost of gasoline at the refinery— 
in one instance in Pennsylvania gaso- 
line was actually sold last year at 
a retail price below the cost of crude 
oil at the well—and it doesn’t explain 
why certain areas are affected and 
not others. It it is significant, how- 
ever, to observe that the price wars 
do not occur unless there is plentiful 
supply of gasoline in existence.” 

The Sun official emphatically de- 
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nied charges that his company was 
responsible for fostering price wars, 
saying such situations occur as often 
and as severely in areas where Sun 
does not market, such as Chicago, 
Houston, and New Orleans. 


Gasoline Shrinkage Allowance 
Won By Michigan Dealers 


LANSING, Mich.—A bill reducing 
the gasoline shrinkage and evapora- 
tion allowance of wholesalers in 
Michigan from 3% to 2% and giving 


Net 


MODEL NO. 906 


TOKHEIM POWER PACK PUMP 
with Register, Totalizer and Ticket Printer 


This famous Tokheim unit is ideal for tank trucks 
carrying split loads. Used along with your present 
uirements re- 
garding dispensing equipment and offers a big sav- 


pumping equipment, it meets state r 


ing to the operator. 


Power Pack is also useful and very economical as 


retailers a 1% allowance, was passed 
here Feb. 28. 

Sponsored by the Retail Gasoline 
Dealers Assn. of Michigan, the bill 
was signed into law by Gov. G. Men- 


. nen Williams and went into effect im- 


mediately. 

Previously, gasoline dealers re- 
ceived no shrinkage and evaporation 
refund. Although the present bill re- 
duces the wholesaler’s allowance by 
1%, he can still collect 3% refund on 
all direct operations where he re- 
tains title to the gasoline until it 
reaches the consumer. 


DP a ca TE SR Merits tle ata a ERS he he 2 aS up Set agin Pane a eae 


QUICK FEATURES 


@Equipped with Register, 
Totalizer and Ticket Print- 
er (optional). 

@ High-vacuum rotary gear- 
type pump dispenses up to 


the sole dispensing unit for trucks carrying single 
loads. Ticket printer (optional) furnishes customer 
with an accurate record of fuel delivered. 

Powered by a 1% HP gasoline ongine. it dispenses 
up to 20 gallons per minute and will deliver 10,000 
gallons of fuel on a gallon of gasoline. Equipped 
with the same ro umping unit and meter used 
in the famous Tokheim gasoline pump, it requires 
very little attention and | a years of d dable 
service. For economical delivery from tank trucks 
or for special use at bulk plants or fuel depots, 
choose a Tokheim Power Pack Pump. 


Write factory for bulletin and prices. 


20 gallons per minute. 


@ Economical 1% HP gaso- 
line engine delivers 10,000 
gallons of fuel per gallon 
of gasoline used. 


@Pump, meter and engine 
are securely mounted on a 
rigid, welded steel frame; 
covered by streamlined 
metal housing 


@ Installation easy and eco- 
nomicol. 


@ Moderately priced. 








BU ALITY 


OKHEIM 


TOKHEIM OIL TANK AND PUMP CO. 


General Products Division 


COMPARE THE VALUE FORT WAYNE | 


INDIANA 


Factory Branch: 1309 Howard St., San Francisco 3, Calif. 














DEPENDABILITY of supply! 





Ask any Skelly Oil Dealer how he’s fared during times when nor- 
mal deliveries were almost impossible! Ask him if he has ever 
been forgotten or delayed, even during flood, strike, storm or 
national emergency. He'll tell you, “I’ve always done all right.” 


Yes, he’s always done all right because Skelly Oil Company 
pledged “Dependability of Supply” 33 years ago when they began 
operation —and to this date Skelly has striven to keep this pledge 
by foreseeing every possible transportation hazard and planning 
some alternative means of delivering Skelly products to Skelly 
jobbers and dealers. Come flood, strike, blizzard or national emer- 
gency —Skelly jobbers and dealers can be assured of constant, 
dependable supply. 





Dependability of Merchandising Support! 
Skelly covers all the bases for you! 


1. RADIO ... Alex Dreier and Lloyd Burlingham on 
the NBC network. 

2. NEWSPAPERS .. . Gigantic new newspaper adver- 
tising campaign now breaking! 

3. FARM PAPERS .. . complete coverage of the impor- 
tant rural market. 

4. OUTDOOR ADVERTISING .. . that sells the customer 
at the wheel. 

5. LOCAL ADVERTISING. 

6. A TESTED MERCHANDISING AND SELLING PLAN. 


. 

Dependability of money-sock Guaranteed Products! 
You can proudly sell every Skelly petroleum product, 
every Skelly “T.B.A.” product. For more than 33 years, 
every Skelly product has been offered to the public with a 

oneyY-Back Guarantee of satisfaction. 

Find out what Skelly Depenpasiuity will do for you. 
Write for all the facts! 











Marketing 
KANSAS CITY + CH 


SKELLY OIL COMPANY 


rs: Kansas City, 


Missouri + Wholesale Division Offices: 
ICAGO + MINNEAPOLIS - OMAHA + DENVER + DALLAS 
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Wyoming Jobbers Ask Passage 
Of Wage-Hour Exemption Bills 


RAWLINS, Wyo.—The Wyoming 
Oil Jobbers Assn., at a special meet- 
ing here last month passed a resolu- 
tion asking all association members 
to write to their congressmen for 
early action on both Senate and 
House bills exempting local jobbers 
from federal wage-hour provisions 
of the Fair Labor Standards Act. 

The association also favors‘the But- 
ler Bill, S. 2203, (providing for a re- 
fund of federal gasoline tax when 
the product is destroyed by fire or 
other casualty while held for resale 
by a wholesaler or retailer) and asked 
members to request full support of 
the bill. 

J. E, Adrian, executive secretary 
of the South Dakota Independent Oil 
Jobbers Assn., guest speaker, briefed 
the Wyoming members on ways and 
means of enlarging the association. 
It was decided that all supplying 
companies and agents would be ac- 
cepted as associate members at- $25 
per year. 

The first bi-annual state conven- 
tion will be held May 20 at the Town- 
send Hotel, Casper, Wyo. 


FTC Wants More Enforcement 
Power; Asks Congress 


WASHINGTON — Federal Trade 
Commission, in its annual report to 
Congress, asked that Section 11 and 
Section 8 of the Clayton Act be 
amended to give FTC more enforce- 
ment power in matters concerning 
mergers, price discriminations and 
interlocking directorates. 

However, Commissioner Lowell B. 
Mason did not concur in the recom- 
mendations because, he said Con- 
gress should first examine the pres- 
ent act closely before considering 
strengthening it. 

“Is the act worth the price of in- 
quisitorial procedures it has produced 
and volume of litigation it has creat- 
ed?” Mr. Mason asked. 

“In my opinion, Congress should 
first inform itself on these questions 
before considering the commission’s 
request for more power.” 

Mr. Mason made it clear he does 
not like the Robinson-Patman amend- 
ment to the Clayton Act which ex- 
tended the commission’s power over 
mergers. 

Other commissioners requested 
amendments to give it more enforce- 
ment power on grounds that present 
cease and desist orders of Clayton 
Act must be followed by court action 
to make them effective. 

Also, the majority of commission 
feels that the section relating to the 
interlocking directorates in manufac- 
ture and commerce is too narrowly 
defined, is easily evaded and that 
certain types of interlocking rela- 
tionships are not covered by statute. 
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East Coast Is Still 
Warmer than Normal 


CLEVELAND — The East Coast 
and Southeast areas were warmer 
than either last year or normal for 
heating season Sept. 1 — through 
March 1. 

West Coast-Rocky Mt. area was 
colder than last year or normal, while 
the Midwest registered colder than 
normal, but warmer than last year. 


Degree Day Summary 


Season Sept. 1-March 1 


1951- 1950- Nor- 
East Coast 52 51 mal 
Bostont .. -.-. 3932 3679 4258 
New York .. 3429 3399 3864 
Philadelphia .. 3192 3312 3570 
Washington? .. 2988 3173 3507 
Average ......... 3385 3391 3800 
Midwest 
Chicago we we 4749 4972 4834 
Cleveland .......... 4075 4282 4462 
Detroitt .. 4641 4670 4809 
Minneapolist .. 6299 6297 6065 
Omahat .. .. 5056 4827 4758 
St. Louis . 3509 3784 3167t 
Average ...... 4721 4805 4683 
Southeast 
Birmingham, Ala.t.. 1950 2355 2389 
Charleston, 8. C. ... 12781 1741 1541 
Nashville, Tenn.t .. 2726 3125 2912 
Raleigh, N. C. ..... 2250 2568 2598 
Average . 2051 2447 2360 
West Coast-Rocky Mt. 
San Francisco . 1909 1553 1678 
Seattle .. ° . 3140t 2938 3242 
Denver os 4388 4056 4343t 
Average 4 3146 2849 3088 


Month of February 
East Coast 1952 1951 
Boston : ‘ . 935 841 
New York ..... 821 790 
Philadelphia . ; 752 762 
Washington? ae 686 736 
Average . 799 782 
Midwest 
Chicago 942 1052 
Cleveland . 925 949 
Detroit? . ‘ 1038 
Minneapolist . . . 1327 
Omahat 3} 1008 
St. Louis 800 
Average 1029 
Southeast 
Birmingham, Ala X 447 
Charleston, 8. C. .. 34: 390 396 
Nashville, Tenn.? .. 565 647 675 
Raleigh, N. C. . 53 545 618 
Average . . 35 507 556 
West Coast-Rocky Mt. 
San Francisco ° P 365 376 339 
Seattle. ..... ° ‘ 0% 582 644 
Denvert .. 55 866 967 
Average 608 650 
Degree days are on 65 deg. F. basis. 
This report includes extra day (Feb. 29). 
Readings at airport office. Readings in other 
cities taken at downtown (city) offices 
Includes weather bureau correction 


Single Report On Group 
Welfare Plans Allowed 


WASHINGTON — Wage Stabiliza- 
tion Board has adopted a new regu- 
lation, WSB Resolution 83, to permit 
single filing on association-type 
health and welfare plans by either 
employer group or union in an effort 
to expedite approval of such type 
plan. 

Report on association-type may be 
filed by employer group, on behalf 
of itself and member employers in 
an industry or area, or by a union 
on behalf of itself and participating 
employers with whom it has collective 
bargaining agreements. 
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AUTOMATIC 
BLENDER 


You KNOW your blended lube oils 
are ALWAYS UNIFORM when this 
Bowser precision Xacto system 
does the work. 

it’s simple as ABC . . . you can set it 
in a jiffy for any blend of two or 
more liquids . . . and additive incre- 
ments can be as small as 1/20%. 


There’s no time-consuming mixing 
- +. no heat to change the color of 
the oil . .. no wasted labor. The system is closed and operates con- 
tinuously . . . preventing oxidation or release of volatile additives. 


PRESET QUANTITY 
DRUM FILLER 


Precision filling at ““drum-a-minute” or 
faster speeds with Bowser Xacto meter 
has streamlined packaging operations 
in many lube oil plants. 


The dial can be set to fill containers 
ranging from 1 to 100 gallons, with automatic shutoff and reset to 
zero when delivery is completed. Temperature compensator avail- 
able when desired. 


AUTOMATIC 
CAN FILLER 


In an 8-hour day a Bowser automatic can 
filler turns out 21,600 quarts .. . and 
they’re EXACT QUARTS thanks to the pre- 
cision accuracy of Xacto meters! 


it handles open-top cans ranging in size 
from 1 pint to 9 quarts, in any multiple of 
pints or quarts. When desired, tempera- 
ture compensator is available. 


© From prime stocks direct to tank cars, tank trucks, drums, cans or 
blended storage ... all the way with Bowser precision Xactos . . 
saves time, labor and investment ... and their extremely modest 
cost will amaze you. May we send complete data? 


BOWSER, INC., 1301 Creighton Ave., Fort Wayne 2, Ind. 
used meter 
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Venezuela Maps Spot for Independent 


WASHINGTON—Venezuela is pol- 
ishing up details of a pioneering plan 
to salt its oil economy with a desir- 
able class of independent producers. 
If it works, the program should have 
an important efrect on the U. S. In- 
dependent marketer. 


The program hinges on a simple 
key factor—the setting aside of 
choice, selected tracts purely for de- 
velopment by independent produc- 
ers, tracts that are described as near 
proven areas as any area can be 
until a producing well is actually 
sunk. 

However, this key pdint is sur- 
rounded by a number of difficulties 
which yet remain to be worked ont. 


Publication of Venezuela's inten- 
tions has already resulted, NATIONAL 
PETROLEUM NEWS was informed, in 
heightened interest among domestic 
independent producers over the pos- 
sibilities of projecting their activities 
overseas. Venezuelan government 
sources said that some are already 
visiting the country to confer with 
officials there while others are writ- 
ing in for further information on 
maps, geological information, laws 
and other pertinent facts. 

The Independent U. S. marketer, 
particularly if he operates any dis- 
tance inland, may fail to see any di- 
rect connection between Venezuela's 
effort to sprinkle its oil development 
scene with independent producers and 
his own welfare. 

However, if there should ever be 
(as in World War II) a really inade- 
quate supply of crude in this coun- 
try—and we are told that in case of 
another war there will be a severe 
shortage—any development which 
helps to add to that supply is of di- 
rect interest to the Independent mar- 
keter. Venezuela hopes the move she 
is making will have such an effect. 


For one thing, in another war 
emergency, any supply of crude in 
Venezuela available for offshore fuel- 
ing of ships would mean more oil 
available in this country. For another, 
whether foreign crude is brought into 
the U. S. or not, if an abundant sup- 
ply is available to be brought in, it 
has a tendency to keep down higher 
prices within the U. S. 

That, in turn, means that the pe- 
troleum marketer has an easier job 
competing with natural gas and other 
fuels. If the price of crude goes too 
high, the marketer finds natural gas 
and other fuels eating into his vol- 
ume of business. 

It is also a natural tendency, when 
the over-all supply is low, for the 
supplier to take care of his own out- 
lets first, then his independent pur- 
chasers. 

Venezuela is seeking the type of 
independent who is neither very large 
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nor is a speculator looking for a 
“quick dollar” turnover. What it 
would like to do is duplicate the oil 
development structure as it exists in 
the U. S. But it realizes that is not 
possible because the market within 
Venezuela is not extensive enough 
and transportation facilities are not 
as great. So the South American 


country is trying to do the next best. 


thing. 

Its officials realize that special in- 
centives, in addition to setting aside 
the special tracts, will be necessary. 


Some of its laws restricting certain 
practices probably will have to be 
modified so the independents can 
meet the standards. Something will 
have to be worked out to assure the 
independents a market for their pro- 
duction or, at least, transportation 
to that market. Some safeguards 
must be erected against an independ- 
ent’s “selling out” to integrated com- 
panies. And even the term “independ- 
ent producer” must be given a suit- 
able definition. 

All-in-all, there is no doubt that 
the U. S. marketer has a stake, even 
if only an indirect one, in the final 
outcome of the program. 


Ellis Defends Wage-Hour Law ‘Violations’ by Jobbers 


WASHINGTON—Otis Ellis, coun- 
sel for the National Oil Jobbers 
Council, this week branded as a prod- 
uct of the “twilight zone” in which 
jobbers find themselves an annual re- 
port of the Wage and Hours Di- 
vision, Department of Labor,» which 
had harsh words to say about com- 
pliance with the law on the part of 
petroleum wholesale bulk. plant op- 
erators. 

The agency said that 56% of the 
operators investigated during 1951 
were found to be violating provisions 
of the Fair Labor Standards Act 
(Wage and Hours Law). 

Mr. Ellis declared that any such 
record arises from two facts: 

1. The “strained interpretation” of 
the Interstate Commerce clause by 
the department. 

2. An inability of the average busi- 
nessman to “keep up with the twist- 
ed machinations of the elastic minds” 
in the Wege and Hour Division. 


He said that straightening out the 
agency’s thinking on the meaning of 
Interstate Commerce would eliminate 
the trouble. Failing that, he said 
the only alternative is congressional 
enactment of two bills now pending 
to remove the employes of certain pe- 
troleum marketers from jurisdiction 
of the act. 


Wage-Hour Bills — One of these, 
S. 1703, seems doomed to burial with- 
out a hearing in a subcommittee of 
the Senate Labor and Public Welfare 
Committee. The other, H. R. 6320, 
has a better chance for a hearing in 
the House Education and Labor Com- 
mittee but the House this week is 
embroiled over the politically crucial 
issues of Universal Military Training, 
and little, if any, other business is 
even being thought about. 


Mr. Ellis said the measures would 
serve to take the petroleum marketer 
out of the “twilight zone” where he is 
in doubt over his status under the 
act. He said that in only a few of 
the cases cited by the agency was 


the jobber even aware that he was 
in violation. 
The division reported this break- 
down of violations: 
Number of establishments inves- 
tigated, 195. 
Number violating one or more 
provisions, 110 (56%). 
Violating minimum wage, 46 
(24%). 
Violating overtime, 94 (48%). 
Violating child labor, 5 (3%). 


Administrator W. R. McComb said 
that a total of $40,845 was paid in 
back wages to 297 employes as a re- 
sult of his agency’s activities, not in- 
cluding sums awarded by courts to 
workers who sued on their own for 
back pay and damages. 


Tire Majors Seek to Enjoin 
FTC Quantity Discount Rule 


WASHINGTON—Four tire com- 
panies filed separate suits in US. 
District Court for District of Colum- 
bia March 3 seeking injunctions to 
prevent the Federal Trade Commis- 
sion from enforcing its controversial 
order limiting quantity discounts on 
tires to one freight carload or less. 

Companies filing suits are Fire- 
stone, Goodrich, General Tire & Rub- 
ber Co. and Goodyear. Similar suits 
from other parties are expected. 

Although complaints covered many 
points and varied individually, these 
were main two points on which suits 
were filed: 

1. That FTC didn’t give com- 
panies a fair and proper hearing be- 
fore taking its action, and that pro- 
cedure FTC followed in gathering in- 
formation was contrary to law and to 
rights of tire companies involved. 

2. That FTC set a quantity limita- 
tion on a shipment basis when it had 
gathered all its data on annual vol- 
ume basis. 

FTC’s order, unless stopped by 
court order, will go into effect on 
April 7. 
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Unions Would Suffer Too, If Profits Declined 


One thing the oil labor union bosses absolutely re- 
fuse to recognize, either wilfully as is probably the case 
or because they simply are incapable of comprehension, 
is the imperativeness of the petroleum industry main- 
taining a high level of profits. 

The ability of the industry to make and to retain such 
earnings, while at the same time paying what are about 
the best wages paid to any workers anywhere in the 
world, is the keystone of its continuing success in expand- 
ing its operations in step with the constantly increas- 
ing requirements of the American public. How eloquent 
has been that success is well told by the Cleveland Plain 
Dealer in an editorial this week which both contributes 
to a better understanding of the profit system and, in- 
cidentally though effectively, suggests a possible motive 
for the current attacks on that system by the labor 
bosses. Says the Plain Dealer: 

“A recent survey of the oil industry revealed that 30 
companies have spent more than 25 billion dollars in 
the last 17 years to expand and modernize their pro- 
duction facilities and to develop new products . and 
methods. 

“Had they not done so it is quite possible this coun- 
try would be confronted by an oil shortage today. There 
were, in fact, predictions in the 1930s that such a short- 
age was not far distant. And with so much of our 
economy dependent on petroleum products it is scarcely 
necessary to point out the effect such a shortage would 
have had on employment and our standard of living. 

“It is pertinent, therefore, to inquire how the oil in- 
dustry financed its expansion. According to the survey, 
nearly 20 of the 25 billion dollars came from retained 
earnings or profits. Only 800 million was realized from 
the sale of stock. The rest presumably was borrowed 
in anticipation of profits. 

“So here is one example of how profits benefit the 
entire nation. Another is to be found in the steel in- 
dustry which, since 1946, has undertaken an expansion 
program which will increase the annual production ca- 
pacity from approximately 92,000,000 tons to 118,000,000 
by the end of this year at a cost of nearly 5 billion 
dollars. This program also is being financed almost en- 
tirely by profits already made or anticipated... . 

“It is the profit motive which is responsible in the 
first place for the establishment of productive enter- 
prises and which is a constant spur to expansion and re- 
duction in costs. 

“Everyone knows that one of the major aims of com- 
munism and socialism is to destroy the free enterprise 
system and with it the profit motive. 

“The efforts of Communists and Socialists to depict 
profits as evil and indecent are to be expected. But it 
is disheartening, to say the least, when some labor and 
church organizations join in the hue and cry against 
profits. 

“In a reoent news letter Dr. George S. Benson, presi- 
dent of Harding College, Searcy, Ark., reports that a 
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leading church has published a booklet which asserts 
that ‘the profit motive tends to excite the exploitive im- 
pulses, glorifies selfishness and rewards graft.’ 

“In its current issue the Cleveland Union Leader, a CIO 
publ‘cation, carries a headline which reads: ‘Profits Pile 
High While “Fat Cats” Cry.’ The article, under a New 
York dateline, starts out: ‘Dry them tears, brother, 
profits kept rolling in during 1951 despite the big jump 
in taxes that “big biz” had predicted would drive them 
straight to the poor house.’ 

“Then it lists some 69 corporations which reported 
higher net profits for 1951 than 1950. 

“The headline and first paragraph were plainly in- 
tended to convey the impression that there was something 
inimical to the interests of the CIO in the fact that these 
companies showed an improved profit position last year. 
On the contrary, it is fortunate for all labor, and the 
employees of these companies in particular, that their 
earnings were higher, because this means that they will 
be better able to put aside enough money for expansion, 
research and replacement of outmoded machinery and 
plant equipment. 

“As Dr. Benson pointed out, the enemies of the free 
enterprise system are engaged in a conspiracy to build up 
public resentment against the profit motive. That is the 
first step toward government ownership and operation of 
the means of production and distribution. 


“Let anyone who thinks he would be better off in an 
economy in which profits were abolished compare the 
standard of living and capacity for production in the 
United States with those in countries which have gov- 
ernment-regulated economies. Or let him try to imagine 
what life in this country would be like if profits were 
abolished entirely. A little sober reflection would con- 
vince him, we think, that he should be thankful for the 
profit motive instead of sneering at it.” 


Secretary Chapman Defends Oil Profits 


Another comment worthy of note in the current labor 
controversy is a statement made by none less than In- 
terior Secretary Chapman before the House Appropria- 
tions Committee and only just recently publicized by that 
committee at Washington. It is a compliment to the Sec- 
retary that he should have the courage to speak up 
as follows in defense of oil industry profits: 

“I want to say in fairness to the oil companies that 
they have done a wonderful job and an imaginative job. 
They have put a lot of initiative into their work and 
they have gambled a lot. Sure, they are making good 
profits. They are doing a good job and private industry 
is entitled to its return, especially when they put in the 
energy, money and effort necessary to success.” 

To which NPN can only say, Amen. 
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Supplier's Jobber—Policy Statements 
Hold No Hope for Independent-Hilts 


NEW YORK-—The jobber relation- 
ship policy statements voiced recent- 
ly by representatives of Socony-Vac- 
uum Oil Co. and Essd Standard Oil 
Co. (see NPN Feb. 20, p. 28 and Feb. 
27, p. 35) are characterized as “noth- 
ing new or revolutionary” by Harry 
B. Hilts, executive secretary, Atlantic 
Coast Oil Conference. 

“To a man who prefers being a 
distributor of branded products they 
might appear promising, but they 
hold no hope for the real Independent 
jobber,”” Mr. Hilts asserted, 

Mr. Hilts said statements merely 
point toward extension of suppliers’ 
attitude that has prevailed for years 

policy that “is diametrically op- 
posed to any expectation that the In- 
dependent jobber is going to receive 
a better deal.” 

At same time, Mr. Hilts, who has 
been consulting with Office of Price 
Stabilization on problem of margin 
relief, took issue with tone of speech 
by Orville D. Judd, vice president, 
Sinclair Refining Co. and former OPS 
petroleum chief (see p. 46). Regard- 
ing Mr. Judd’s statement that OPS 
probably will take “cool’’ attitude 
toward margin increases which boost 
consumer prices, Mr. Hilts said: 

“It looks as though he intended to 
paint the situation very black. I do 
not believe the prospect is that bad 
today. If that were true, it would 
lead to the extinction of the small 
businessman because he could expect 
absolutely no hardship relief from 
OPS.” 

Mr. Hilts said that Socony-Vacuum 
merely “is notifying jobbers that So- 
cony-Vacuum is extending to the Mid- 
west a policy that it has had in ef- 
fect since 1938 on the East Coast.” 

“That policy results in the Inde- 
pendent jobber being forced out of 
business or having to switch to a 
so-called distributorship of branded 
products,” he added. 

Independence Gone —- “When that 
happens, His independence is gone. He 
must buy at a set price and sell at a 
set price. If he is dissatisfied, he has 
no place to go—he is in a vise.” 

Mr. Hilts said there are two kinds 
of resellers—branded products dis- 
tributors and Independent jobbers, He 
declared that suppliers concentrate 
efforts on distributors and “ignore 
the Independent jobbers.” 

As a result, he added, day of Inde- 
pendent jobber handling gasoline “is 
just about as dead as the dodo bird.” 
He said that “all a jobber in the gaso- 
line field can do now under conditions 
brought about by economic pressures 
is through harassment if they are. to 
live” because supplier penetration of 





this field “is too far gone.” However, 
he noted that Independents can still, 
because of more efficient economic 
methods and‘ ability to shave prices, 
best major suppliers on station-for- 
station basis. 

However, Mr. Hilts continued, his 
big concern is whether Independents 
in fuel oil field are to meet same fate 
as those in gasoline reselling. 

“There is a difference between 
‘economic ability’ and ‘financial abili- 
ty,” Mr. Hilts said. “The Independent 
jobber, operating on a fraction of a 
cent net today because of economic 
pressures, proves that he has far 
more economic ability than integrated 
company marketing outlets. It goes 
without saying that the major sup- 
pliers have the financial ability to 
ride out the storm better than the In- 
dependent. 

“As a result of this fact, despite 
these recent so-called policy state- 
ments, the suppliers do not and ap- 
parently will not treat the Independ- 
ent jobber fairly. Many of them to- 
day are being forced out of business. 
The suppliers are still buying out 
these businesses, thus adding to their 
direct sales.” 

Digging Own Grave—‘“If this pres- 
ent trend continues, the suppliers are 
going to find that they have dug 
themselves a grave for free enter- 
prise and the government is going 
to inter the body.” 


Socony Says Policy Plan 
Applies to All Jobbers 


NEW YORK Socony-Vacuum’s 
distributor relations plan, including 
new statement of policy (see Feb. 20 
NPN, p. 28), “applies equally to dis- 
tributors and jobbers, except for a 
few relatively minor items that re- 
late directly to use of our brand 
names,” company has informed Harry 
Hilts, secretary, Empire State Petro- 
leum Assn. 

“We have a large number of dis- 
tributors and comparatively few job- 
bers, as these terms are defined by 
our company,” Herbert Willetts, So- 
cony’s domestic marketing director, 
said in letter to Hilts. “In fact, in 
our Central Region we have no job- 
bers at all. In giving an outline of 
our distributor relations plan in his 
talk at Des Moines, Mr. (H. H.) Ash- 
ton, whose responsibility covers the 
Central Region, naturally spoke of 
distributors. His only purpose in 
defining ‘distributors’ and ‘jobbers’ 
was to point out to his listeners that 
in using the word ‘distributors’ he 
was really talking about what most 
people in the central west call ‘job- 





bers.’ He then used ‘distributors’ in 
the remainder of his speech because 
Socony-Vacuum has no jobbers in his 
territory.” 


Ellis Hits Major Company 
For Double-Talk on Jobber 


WASHINGTON — Otis Ellis, gen- 
eral counsel of the National Oil Job- 
bers Council, is taking issue with 
one major company which “appears 
to be talking out of both sides of 
its mouth” in respect to jobber policy. 

A top representative of this com- 
pany refused to discuss jobber prob- 
lems last week with NOJC Chairman 
John Harper and Mr. Ellis, the latter 
asserted, which was “the first refusal 
we have ever received from any major 
company with whom conferences were 
sought.” 

In report to Chairman Harper and 
state association, Mr. Ellis said: 

“The refusal of this representative 
does not set well with the writer in 
view of the honest endeavor which 
has been made to settle industry prob- 
lems within the industry. We can 
only assume that the attitude adopted 
by this individual reflects the policy 
of his superior. 

“If such be the policy, it is hard to 
reconcile this policy with the speeches 
made by two other representatives of 
this same company before state job- 
ber associations within ten days 
preceding the time of refusal. Both 
of these speeches were excellent, 
straightforward talks, indicating, in 
substance, a recognition of jobber 
difficulties and a desire to eliminate 
them. 

“If it be the company’s policy 
to refrain from discussing matters 
with jobber representatives, then it 
would appear that they would be con- 
sistent and refrain from expounding 
their views before an organization of 
jobbers. 

“This is the same company, how- 
ever, that ignored an NOJC request 
for information at a time when 17 
out of 19 major companies responded. 
It is also the same company that is 
vigorously seeking to take 0.25c of 
the fuel oil margin received by job- 
bers in five of the Midwest States. 

“From my brief acquaintance with 
the president of this company, I am 
of the opinion that he would not con- 
done any such attitude.” 


Sinclair Buys Marketing 
Facilities of Independent 


SALT LAKE CITY—Sinclair Re- 
fining Co. has bought the marketing 
facilities of Dunn Oil Co., formerly 
a distributor of Phillips Petroleum 
Co. products. Purchase includes 15 
retail outlets, all motor vehicle equip- 
ment, a bulk plant, brick garage, 
warehouse and storage tanks for 393,- 
000 gals. of products. 
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The arguments 
are raging as to 
the importance 
and = significance 
of statements concerning supplier-job- 
ber relations made during the past 
two weeks by such important major 
company men as H. T. Ashton, gen- 
eral manager of Socony-Vacuum’s 
Central Region, E. H. Collins, Esso 
Standard’s director and general man- 
ager of marketing, and C. F. Mc- 
Goughran, vice president of Sinclair. 


There may be a natural and 
healthy division of opinion on what 
interpretation should be placed on 
these statements but one thing is cer- 
tain: they have stimulated thought 
and discussion and surely have 
brought the problems out of hiding 
and into the open where everyone 
has an opportunity to examine them 
and offer comment. 





One such comment was received 
this week from Hoyt R. Ogram, Chi- 
cago representative of Kanotex Re- 
fining Co. and one of the best known 
and most highly respected oil men in 
the Midwest. His views are note- 
worthy because they represent the 
thinking of many Independent refin- 
ers. Mr. Ogram says: . 


“Recent pronouncement by one of 
the large oil companies ‘after many 
months of high level thinking’ on 
their spelled out policy to ‘distribu- 
tors’ brings into focus the prime im- 
portance of the Independent oil refiner 
to the Independent oil business man 
—the oil jobber. The Independent 
oil refiner, having no distributors of 
his own, will still go on, as he has 
for years, lending his counsel, his 
sales programs and helps and his 
strength as a non-competitive source 
of supply to those sturdy souls who 
seek to direct their own business in 
their own efficient manner. 


“These oil jobbers have grown an- 
nually in numbers and strength. In- 
dependent oil jobbers are the main- 
stay in their own communities of the 
industry’s relations to the public. In- 
dividually, he is the civic minded, 
small Independent business man, who 
has the confidence of his customers 
in the products he sells under the 
name he has chosen for his own busi- 
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Supplier-Jobber Relations Statements 
Bring Many Problems Out of Hiding 


By Leonard Castle, Midwest Editor 


ness. HE is the oil industry in his 
town. 

“It is the Independent oil refiners 
who stand back of him, as a reliable 
source of supply (operated solely for 
him), through depression or war. 
They furnish him with programs .of 
education, or sales promotion cam- 
paigns, created without selfish inter- 
est in any particular brand. 

“No new pronouncement of this 
policy is necessary. It is engraved 
plainly and in understandable words 
on the tablets of experience. 

“The oil industry is a balanced in- 
dustry.” 

* ee. @ 

Our recent column quoting Frank 
V. Martinek, new chairman of the 
Oil Industry Information Committee's 
Great Lakes District, as calling upon 
more Independent jobbers to partici- 
pate in the 1952 program (See NPN, 
Jan. 16, p. 31) brought a sharp re- 
joinder from an eastern jobber, who 
prefers to remain anonymous. He 
writes: 

“I can readily understand that Mr. 


Martinek feels that the Independents 
must help or the 1952 program of 
the OIIC may fall short in accom- 
plishment. I concede that various 
segments of the industry have much 
at stake in the success or non-success 
of the OIIC’s program, but it seems 
to me that if, as Mr. Martinek states, 
OIC is NOT a major company pro- 
motion, then surely it needs more 
closely to concern itself with and un- 
derstand the distributor-jobber. 


‘Mr. Martinek should come to re- 
alize that the Independents all over 
the country—in my opinion, at least 
—will help if the integrated com- 
panies ever decide to co-operate with 
the distributor-jobber groups with re- 
spect to margins, as well as on other 
problems, 

“Co-operation is a two-way street 
If the Independent is to become con- 
vinced that he should participate in 
the OIIC program, that it is not just 
a major company affair, then the 
measure of co-operation extended to 
him must be more than lip service, 
attractive printed matter and a4 
pretty calendar at Christmas, Given 
a genuine indication of a desire to 
co-operate by the majors, one which 
begins at such grass roots problems 
as margins, the Independent will not 
be found lacking when the time 
comes for co-operation. But he must 
see that it works two ways—and thus 
far, he hasn’t seen that.” 





ATLANTIC COAST 





Anyone who 
loous at oil com- 
pany profits and 
wonders why all 
the attention to increased efficiency, 
why all the embarrassment in front 
of the stockholder, should look over 
a little booklet gotten out by Fred- 
erick G. Coqueron and Joseph E. 
Pogue of the Chase National Bank’s 
petroleum department. 

Called “Capital Formation in the 
Petroleum Industry,” the booklet 
points up in terms of 30 oil com- 
panies, during the 1934-50 period, a 
predicament which has been furrow- 
ing many brows in the industry for 
some time. 

Here is an industry whose “out- 


Study Shows ‘Excessive’ Oil Profits 
Are Too Low for Expenditure Drains 


By Raymond E. Bijorkback, Eastern Editor 


standing economic’ characteristic’ 
according to Messrs. Coqueron and 
Pogue, is the extent to *which its 
cash earnings are reinvested in the 
business—used as bootstraps. Its 
earnings are high, over-all. It’s still 
growing. And yet it is full of fore- 
boding about the way the bootstraps 
are being worn thinner and thinner 
by inflation, taxation and the grind- 
ing demands of growth. 


Also, it’s uncomfortable about the 
way it’s had to be stingy with the 
stockholder to spare the bootstraps— 
especially when the money which does 
get to the stockholder gets taxed 
again. 


It borrows more, or dips into cash 
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reserves, or uneasily refrains from 
doing one or both for the time being 
all the while straining harder to 
make increased efficiency compensate 
for more and more of the ground 
lost in plow-backs of profits. 
- Saal oa 


One executive was moved to re- 
mark on the situation to stockholders 
as far back as 1948, and matters have 
just grown worse since then, with 
application of the excess profits tax, 
coupled with continuing inflation. 

Profits, he pointed out, are stated 
in inflated dollars. They incluce 
“profit” on inventories, bought sub- 
stantially below replacement costs, 
which can't be used for anything 
except to carry inflated inventories. 
But you pay tax on the “profit” never- 
theless. 

The charge you make against 
profits for depreciation and depletion 
of properties, plant and~ equipment 
must be based on original costs—not 
(today’s) replacement costs. 

Thus, because the income tax laws 
don’t recognize replacement costs, a 
tremendous amount of tax is paid 
which is not derived from realistic 
earnings but, in fact, is paid out of 
capital. 

On the basis of their study of the 
30-company 17-year record, Mr. Co- 
queron and Mr. Pogue believe there’s 
no question but that profits are over- 
stated. 

The comptroller of one of the larger 
companies comes up with the follow- 
ing example, drawn from a repre- 
sentative part of his company’s op- 
erations including marketing: 

Based on Pres- 

Based ent Replace- 

on Books ment Costs 

Total Invested Capital $44,600,000 $76,500,000 
Income—After de- 

preciation and in- 

come taxes 

Investment Return 


Before income taxes 
After income taxes 


4,500,000 3,200,000 


17.0% 7.0% 
10.0% 4.1% 

“From this,” he says, “it can be 
seen that a company may report 
earnings of 10% on its investment 
because of inadequate depreciation 
and fictitious increases in inventory 
values. Based on today’s costs, how- 
ever, its earnings would be reduced 
to 4.1%, which obviously is too low 
for an enterprise which must assume 
both normal and abnormal business 
risks.” 

This same official illustrates the 
way earnings may be fictitiously re- 
ported as follows: 

“Let’s assume that a person has 
merchandise acquired in pre-war 
years at a cost of $1.00. He now sells 
it for $2.60 and reports a book profit 
of $1.60. At first blush, that certainly 
would appear to be an excessive 
profit. To stay in business, however, 
he must replace the merchandise and 
finds that the present replacement 
cost is $2.50, for which he has no 
cash available—so he winds up: 


Owning merchandise which costs ......$2.50 
Being the same merchandise that pre- 


aD 


viously cost $1.00 and now sells for 
$2.60 

Having paid Uncle Sam .............. -64 
Being income tax on the fictitious profit 
of $1.60, at 40% 

Qe. CS TRE vce ceccccsesccsccesess <6 
Being the amount that had to be bor- 
rowed to replace the merchandise sold, 
since only $1.96 was left after taxes 
were paid 
“The result—instead of making a 

profit as reported, all the individual 

has done is borrow 54c from the bank 
and turn it, together with another 
10c, over to Uncle Sam. On a realistic 


basis, if present replacement cost had 
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been used, the actual profit realized 
would have been 10c less the tax of 
40%, or a net of 6c.” 

This example may be a little over- 
drawn, but it helps illuminate an ob- 
servation by Mr. Coqueron and Mr. 
Pogue about reinvested earnings, ber- 
rowings and sale of equity capital: 

“All three sources require that the 
industry have good earnings, with- 
out which there would be a deficiency 
of funds to reinvest and also no basis 
for attracting outside capital.” 





Marketer Looks at Station of Future, 
Sees Larger, Complete Service Units 


By Frank Breese, Pacific Coast Editor 


Bert Devere 

president of the 

Pathfinder Pe- 

troleum Co., has 

been selling gasoline in the Los 

Angeles Basin for 32 years—since 

1920 when his parents brought him 

out here as a young fellow from East 
Orange, N. J. : 

He has seen the petroleum retail 
business grow from the small drive- 
in filling station his family opened 
on Sunset Blvd. to the high-volume 
multi-pumps he specializes in now. 
He’s been through Los Angeles’ boom 
growth in the '20s, the wild ‘gas’ price 
wars of the depression '30s and the 
amazing population increase cf the 
40s. Mr. Devere is a highly regard- 
ed marketer in these parts. 

The other day he talked to the 
Desk and Derrick Club girls about 
the evolution of gasoline re-selling. 
Winding up his talk, Mr. Devere did 
some ‘speculating on the future. This 
is what Mr. Devere said in sizing it 
up: 

“What about the station of the 
future? My crystal ball is not very 
clear, but in it I see— 

“Fewer but larger stations in the 
urban areas. 

“One day the pumps will disap- 
pear and one underground pump will 
dispense each grade to all filling 
hoses. 

“As long as we have liquid fuels, 
flexible hoses will be needed. 

“Pre-lubricated parts will eliminate 
lubritoriums. 

“Plastic bodies will not need to be 
painted or the finish may be in the 
metal body. 

“Tires will never blow out and 
seldom wear out. 

“Motors and magnetic brakes will 
last much longer. 

“At this point, servicing your car 
—except for fuel—will be a far more 
infrequent operation than it is to- 
day. 


“Then if atomic power replaces 





gasoline, it will be like feeding Dobbin 
a capsule once a month to keep him 
working 24 hours a day. 

“The station will be an all-glass 
building as big as a bowling alley. 
There will be parallel service lines 
where the alleys stand, and each will 
furnish one service. 

“Line 1—-your atomic capsule. 

“Line 2—-your annual motor check. 

“Line 3—your tires replaced. 

“Line 4—well, I can’t think of 
what goes here. But I’m sure some- 
thing new will have been added by 
then. 

“This is the picture, and I don’t 
like it because I can’t smell any gaso- 
line.” 

Union Oil waited for some time be- 
fore experimenting with multi-pump 
stations. It watched the self-serves 
come and grow. It watched its com- 
petitors among the majors undertake 
large-scale multi-pump programs. But 
Union has been very cautious about 
multi-pumps, even after it started ex- 
perimenting with them. Its first 
“multi’s” were opened last year. 

The company has decided to go 
ahead with a firm multipump station 
program. 

Here’s what Union had to say about 
that type of marketing in the annual 
report: 

“There is an increasing trend in the 
West toward multiple-island service 
stations (as distinguished from ‘self- 
servers’) and Union Oil has a num- 
ber in operation and under construc- 
tion. 

“During the past year, studies of 
the company’s experimental units of 
this type indicate such stations are 
of particular value in retailing of 
gasoline in areas of concentrated traf- 
fic. 

“While the company generally will 
standardize on its canopy-type units, 
when large volumes are involved, or 
a situation otherwise warrants, mul- 
tiple-island stations will be built.” 
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Kansas Jobbers Are Urged to Demand 
Top-Grade Supplier 


By LEONARD CASTLE 
NPN Midwest Editor 


WICHITA, Kans.—C. F. McGough- 
ran vice president of Sinclair Refin- 
ing Co., told the 37th annual con- 
vention of the Kansas Oil Men’s Assn. 
Feb, 25-26 that supplying companies 
should provide the very highest type 
of sales representative if the distrib- 
utor-supplier relationship is to pros- 
per. Jobbers should insist that sup- 
pliers provide this service, he said. 


Mr. McGoughran noted that “from 
time to time we hear much of dis- 
tributor unrest and we encounter a 
feeling of distrust with respect to the 
supplier and his intentions.” 

“I am assured in my own mind that 
this feeling stems in no small meas- 
ure from ineffective supplier represent- 
atives who contact the distributor,” 
he said. 

In a frank discussion of jobber- 
supplier relations, Mr. McGoughran 
revealed that at present Sinclair has 
488 distributors as against 1,326 di- 
rect operated bulk plants and then 
commented: 

“Our program contemplates very 
definitely a sizeable increase in our 
distributor representation and, except 
for the normal give and take of busi- 
ness, I believe that many other oil 
companies have much the same out- 
look. At any rate, we find it no easier 
to take on additional good distributors 
than it ever was.” 


Other speakers at the convention 
included Otis H. Ellis, Washington 
counsel for the National Oil Jobbers 
Council; C. C. Abercrombie, former 
president of the Kansas association; 
Clyde Latchem, Kansas state fire 
marshal; and W. R. Swortwood of 
the Internal Revenue Bureau. 


Resolutions Voted—The Kansas job- 
bers adopted a resolution strongly 
denouncing the practice of some sup- 
plying companies of selling com- 
mercial accounts at prices as low or 
lower than those at which jobbers are 
able to buy. 


“Such practices, the resolution said, 
“work a hardship on jobbers, are un- 
fair and unethical and are inimical to 
the best interests of the petroleum 
industry.” It further declared “there 
is no economic basis or justification 
for such marketing practices.” 


Another resolution urged congres- 
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Representatives 


sional enactment of Bill S. 1703 which 
would exempt jobbers under certain 
conditions from provisions of the 
federal wage-hour act. It pointed out 
“there is no basis in fact for petro- 
leum jobbers and dealers being con- 
strued to be engaged in interstate 
commerce.” 

A third resolution endorsed Bill S. 
2203 to provide for refund of federal 
taxes on petroleum products lost by 
flood, fire or other accident. 


Business Consultant Needed—Mr. 
McGoughran said that the supplier’s 
jobber representative should be a 
qualified business consultant in all 
phases of distributor operation. He 
should be a man schooled thoroughly 
not only in the field of marketing, 
but also in the operational or man- 
agement aspect of a distributor’s 
business, such as credit policies, truck 
routing, inventory control, stock 
losses and related matters. 


Further, Mr. McGoughran said, this 
representative should render impor- 
tant assistance in planning the dis- 
tributor’s marketing program. He 
should provide information, literature 
and educational material for the train- 





New Directors Named 


WICHITA, Kans. Six new 
directors of the Kansas Oil 
Men’s Assn. were elected at 
last week’s annual convention. 
They are: 

Charles Dungey, Dungey & 
Son, Winfield; B. G. Egbert, 
Egbert Service, Pratt; Von 
Friend, Von Friend Oil Co., 
Little River; Otha Hatfield, 
Jackson & Hatfield, Lawrence; 
Lyle Killion, Killion Service Sta- 
tions, Wichita; and R. H. Mc- 
Clellan, McClellan Oil Co., 
Anthony. 

Re-elected as directors were 
Cc. C. Abercrombie, Home Oil 
Co., Barnard, and B. E. George, 
Lyons Oil Co., Lyons. 

New officers were elected by 
the board of directors early in 
the year. They are: Ray Du- 
Ross, DuRoss-Erhard Oil Co., 
Wichita, president and Ed 
Funk, Funk Oil Co., Concordia, 
vice president. 











ing of distributor salesmen. He should 
help organize a calendar of activities 
for the distributor on a monthly basis 
extending from year to year. He should 
assist not only in the planning and 
programming of distributor’s dealer 
meetings, but should actually take 
part in conducting these meetings. 


“The supplier's representative 
should be forever alert to disclose 
wasteful or costly practices that gnaw 
constantly at profits,”” Mr. McGough- 
ran said. “After all, a sale or delivery 
that is unprofitable is just as un- 
businesslike for a distributor as it 
would be for his supplier.” 


Promotion Co-operation—_Mr. Mc- 
Goughran commented that suppliers 
generally do a fairly constructive job 
in their sales promotional activities in 
their direct marketing operations but 
that a similarly constructive job is 
not accomplished in the distributor 
field. Supplier and distributor must 
share the responsibility for this con- 
dition, he said. 


“Suppliers generally go to great 
lengths, and even greater expense, 
to provide promotional materials and 
advertising support for their prod- 
ucts,” he said. “Certainly these sup- 
pliers would never undertake the 
tremendous expense involved in this 
field if it were not productive of re- 
sults. Actually, if the campaign is 
justified in direct marketing opera- 
tions, it is even more justified in dis- 
tributor operations. I know of no 
field in which the distributor may 
improve the tone of his marketing 
operations more than in that of the 
very closest co-ordination with his 
supplier in the support of promotional 
ventures. 


Mr. McGoughran noted from that 
time the question is raised as to the 
permanency of the distributor, or 
jobber, in the oil industry, and fear 
is expressed that suppliers generally 
will one day put a squeeze on the dis- 
tributor. 


“I have tried to point out that the 
distributor performs a highly impor- 
tant function for the refiner, and I 
am satisfied that so long as he con- 
tinues to perform that function, and 
that so long as the overall cost of dis- 
tributor operation does not become 
disproportionate with respect to the 
refiner’s direct operation, and that 
so long as the distributor’s represent- 
ative is of a character consistent with 
that of his supplier, he is well as- 
sured of his place in the picture,” 
Mr. McGoughran declared. 


Meeting Flood Danger—Mr. Aber- 
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are _ to give you 


Sy EY ye yy 
Hey se Sede Lee Pa ay ee ae 





: That’ s why you're money ahead 
with the up-to-the-limit loads and 
down-to-earth operating cost of 
this seasons transport 
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A Dynamic strain-gauge tests, used by Heil since 
1946, accurately measure stresses in every part 


D Simple cross valves are manifolded to form an 
accessible, compact, lightweight unit of unsur- 











of the tank. Actual road and load conditions in 
punishing research prove the soundness of the 
Heil design. 


Reinforced, deep-dished heads and surge plates 
in Heil tanks are integrated with the perfectly 
formed shell to make lightweight tanks stronger 
than a 24-inch I-beam, 


Heil Transports are now available with either of 
two proven tandem-axle running gears — Heil- 
Hendrickson or Neway — the most satisfactory 
tandem-axle assemblies in use today. 





passed efficiency. Compare this Heil manifold 
with the cheaper gate-valve assemblies used on 
other tanks. 


Safety catwalk is an integral part of the tank— 
not an added member. Adds strength without 
weight. Entire top is non-slip tread. Flashing 
and “‘straight-thru” drain tubes keep tank sides 
and ends clean, 
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If imitation is the sincerest form of flattery, 
a Heil trailerized transport tank is the proud- 
est tank on the highway. 


Heil transports are built up to a standard 
— not down to a price, | There is no compro- 
mising with quality — fo leaning on laurels. 
That’s why there’s a lot of tomorrow in Heil 
trailerized tanks today — why their sustained 
earning power has made them the most want- 
ed transports — why you can divide their 
price tag by more years of dependable service and haul 
with Heil for less! 


Research at Heil never stops. The superb Heil trans- 
port of today is the sum of many superior details in 
design and method that result in a finer finished product 
and more years of dependable service. 


Manhole covers and fill-cops are light- 
weight, non-breakable, pressed steel. Ex- 
clusive triple-acting, spring-loaded vent 


Take welding, for example. It is possible to produce 
a presentable transport tank with one or two welding 
methods. But there are as many as ten different types 
of weldments used by Heil. Testing has shown there is 
always one right weld for each specialized requirement. 


Naturally it costs more to build a tank with Heil 
quality features. But if they are not in the tank you 
buy, you'll pay for them later anyway — in mainte- 
nance, repair, lost time. Heil tanks are usually the last 
ones in a fleet to be replaced — and even then bring 
bigher resale prices! 


That’s why three out of four buyers of Heil tanks 
have bought them before — and are buying them again. 
That’s why there is hardly a major oil company in the 
world not using Heil tanks to keep their petroleum 
hauling costs down to a minimum! 


Non-rocking fifth wheel, introduced by Heil 
in 1938, is safest, simplest unit in use to- 
day. Steadies the load — eliminates load 
concentration, and wearing parts. Normal 
sway and roll on curves is absorbed by 
tractor and trailer springs. 





relieves vacuum and excess pressure, pro- 
vides emergency venting in case of fire 
and prevents loss of load if tank overturns. 


THE HEIL co. 
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crombie, reporting on association ac- 
complishments during 1951, said that 
more than 100 bulk plants and serv- 
ice stations, a majority of them be- 
longing to jobbers, were damaged 
or destroyed by last July’s disastrous 
floods. 

Sixty-nine bulk plants were de- 
troyed by the flood, but only two of 
the plants caught fire, and the fire 
in both instances was contained with- 
in the property of the plants, he re- 
ported. 

“Yet, in spite of this fine record,” 
Mr. Abercrombie said, “some people 
demanded that either all bulk plants 
be moved out of town (and it would 
have probably cost a minimum of 
$3,000 apiece to move these plants)’ 
or that all the plants be diked. 

“Now the cost of diking with earth 
would amount to $800 for each plant. 
If you used reinforced concrete, the 
cost could go as high as $4,000 per 
plant. Now again your association in 
company with construction and safety 
men of the industry held a series of 
six meetings and worked out a group 
of suggestions that were printed and 
sent to all distributors in flooded areas 
as well as city officials outlining what 
should be done in the event of a flood. 
As a result to these meetings, all of 
you saved a considerable amount of 
money,” Mr. Abercrombie said. 


Wisconsin Jobbers Are Told to Expect 
No Handouts in Tough Oil Competition 


By FRANK A. HOLMAN 
NPN Staff Writer 


MILWAUKEE—Orville D. Judd, 
vice. president of Sinclair Refining 
Co., told Wisconsin jobbers last week 
that “complaining and crying won't 
solve your problems” and advised 
that “‘Tomorrow’s Jobber, to be suc- 
cessful, must work with his supplier 
more as a partner than as a competi- 
tor.” 

Speaking at the 26th annual con- 
vention of the Wisconsin Petroleum 
Assn, Feb. 26-27, Mr. Judd, who for- 
merly was chief of the Petroleum 
Branch, Office of Price Stabilization, 
also warned that “increased distribu- 
tor margins resulting in increased 
consumer cost will receive a cold re- 
ception” at OPS. 


Other convention speakers were 
Harold E. Stassen, candidate for the 
Republician presidential nomination; 
C. H. Arnold of Fargo, N. Dak., presi- 
dent of the Northwest Petroleum 
Assn.; George A. Bowie of Firestone 
Tire and Rubber Co.; and Maj. Gen. 
Alfred A. Kessler Jr., chief of serv- 
ice section, United States Air Force. 
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The Wisconsin 
resolutions: 


jobbers adopted 


1. Urging congressional enactment 
of §S.1703, pointing out that this 
measure “would materially aid the 
consuming public and the petroleum 
industry alike by exempting petro- 
leum marketers from certain provi- 
sions of the wage-hour law.” 


2. Endorsing the Butler bill provid- 
ing for refund of federal taxes on 
petroleum products lost by fire, flood 
or other catastrophe. 


3. Commending John Harper, chair- 
man of the National Oil Jobbers 
Council, and Otis Ellis, Washington 
counsel, “for their able efforts on be- 
half of the NOJC.” The resolution 
said that Mr. Harper and Mr. Ellis 
have “far exceeded all expectations” 
in voicing the views of Independent 
jobbers on a national level. 


Mr. Judd emphasized in his speech 
that he was expressing neither OPS 
nor Sinclair official views, but mere- 
ly giving his own opinion of the out- 
look for jobbers. He recalled his own 
experience as an Independent jobber 
and observed that major companies 
“did not attain their industry posi- 
tions by being soft touches.” 


A Rough Game—“This game is no 
child’s play—it cannot be run by re- 
mote control nor a hit and miss 
strategy,” Mr. Judd said. “This is 
a he-man’s game requiring ingenuity, 
guts and an ability to anticipate con- 
ditions. Ygqu must be faster on your 
feet, roll with the punches you can’t 
duck or be counted out.” 

He called for “mutual feeling of 
trust and the reality of frank deal- 
ing” in jobber-supplier relationships 
and noted that ill feeling can accomp- 
lish only one result—to “give aid 
and comfort to your competition.” 


Margins No Cure-All—As for mar- 
gin, Mr. Judd commented that “it 
wasn’t originally designed to be so 
excessive as to require jobbers to 
give selected hand-outs in order to 
reduce their take, but apparently 
some jobbers found such a course to 
be a proper procedure.” 


“You know certain distributors who 
are now giving away part of their 
margin while clamoring for more,” he 
said. “All too often increased mar- 
gin has resulted in decreased net or 
at least in no increase in net... 


“Naturally, the easiest solution to 
the problem is price adjustment which 
will provide larger margins. Price 
adjustments permitting increased 
margins must take one or two forms 
—either an increase in tank wagon 
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Yerly Is Re-Elected 


MILWAUKEE—All officers 
of the Wisconsin Petroleum 
Assn. were re-elected at last 
week’s annua] convention. They 
are: 


Everett Yerly, Citizens Inde- 
pendent Oil Co., La Crosse, 
president; Don Condon, Con- 
don Oil Co., Ripon, vice presi- 
dent; A. C. Breuch, Pennsyl- 
vania Oil Co., Madison, secre- 
tary-treasurer, and Kenneth C. 
King, Madison, executive secre- 
tary. 

One new director, George 
Douglas, Lake Region Oil Co., 
Antigo, was chosen. Other di- 
rectors were re-elected. 











and consumer prices or a reduction 
in tank car price, or both.” 

Mr. Judd asserted there is “an 
economic limit to the level consumer 
prices can attain” and that “no sup- 
plier . . . will long supply a product 
at a price he finds unprofitable nor 
one he believes less than he is right- 
fully entitled to,” although he 
stressed that he was not attempting 
to say whether either limit has yet 
been reached. 

Regarding price controls, Mr, Judd 
predicted that “the lid is going to 
be screwed on considerably tighter,” 
that “moves will be made to limit or 
prohibit automatic pass-through of 
increased costs’”’ and that “petitions 
for increased service charges to com- 
pensate for mounting labor costs will 
be weighed against profits before 
taxes to determine ability to absorb.” 

Although “certain thinking must be 
revised and certain business practices 
materially changed,” Mr. Judd ob- 
served: 

“I confidently believe Tomorrow's 
Jobber can effectively and profitably 
lick the difficulties ahead of him 
and that there is a legitimate place 
in the picture for his functions in the 
year ahead . I believe that To- 
morrow’s Jobber is going to jealous- 
ly guard his ‘commanding position’ 
and retain his important function 
in the industry.” 


Subsidies Criticized -- Mr. Arnold 
told the Wisconsin jobbers that “the 
elimination of marketing subsidies 
will eliminate 75% of the jobbers’ 
complaints about commercial account 
abuses, farmers buying at dealer 
tank wagon prices, price wars, etc. 
The result will be a greater respect 
for this industry by the people with- 
in it and the buying public itself— 
our customers.” 

He commented that halting of 
subsidizing marketing losses with 
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integrated profits would result in 
price wars being an exception rather 
than the rule in a buyers’ market 
as now exists in the Midwest. 


“Just how smart does one have 
to be to cut the price?” Mr. Arnold 
asked. “Let’s be honest with our- 
relves—isn’t it true that this is sim- 
ply a case of following the lines of 
least resistance—trying to get busi- 
ness without effort? Getting busi- 
ness without effort means eliminating 
the art of selling.” 


Mr. Arnold noted that considerable 
progress was made during the past 
year toward more harmonious jobber- 
supplier relations and gave consider- 
able credit to Mr. Harper and Mr. 
Ellis of the NOJC. 


“These men have voiced your 
sentiments—-they have been heard and 
through them, so have you, by all 
the brass of this industry. Yes, 
this industry is getting closer to- 
gether. There will be better under- 
standing because we are learning to 
know each other better at all levels. 

“I feel that the term, free enter- 
prise system, is taking on new mean- 
ing in this industry. 

“We need our supplier—our 
supplier needs us, and neither of us 


wants any more government in busi- 
ness. The Independent marketer is 
the Minute Man of this great 
industry and he must be recognized 
as such. Conditions have never 
been so right as they are right now 
to bring harmony in this. great 


industry,” Mr. Arnold declared 


Free Economy Attacked—Mr. Stas- 
sen, president of the University of 
Pennsylvania, told the Wisconsin 
jobbers that the oil industry's deple- 
tion allowance is essential. He 
mentioned depletion in connection 
with a general statement that “it 
is significant that the major import- 
ant economic pillars of a free econo- 
my are under attack.” 


Everett Yerly of La Crosse, who 
was re-elected president of the 
association, is Mr. Stassen’s Wiscon- 
sin state campaign manager and a 
candidate in the primary election as 
delegate to the GOP national con- 
vention. 


Mr. Stassen said: 

“Each group in our economy needs 
to understand the importance of 
the other. Each must guard the 
freedom of his fellow men as jeal- 
ously and effectively as he guards 
his own.” 
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Strike Threat Steps Up Demand for Products 


Fear of widespread strikes stepped up demand for re- 
fined products in most areas of the nation during the 
past week. Wholesale quantities available to spot buyers 
were sharply reduced in Gulf Coast and California mar- 
kets, and continued tight in the East. Despite heavier 
demand, supplies of most products still were freely avail- 
able in the Midwest. 

The strike threat was a factor in the appearance of 
lower quotations for Grade 26-70 natural gasoline in 
the Mid-Continent, trade sources said. Manufacturers 
generally reported quotations of 6.375c, FOB Group 3, 
and 5.875c, FOB Breckenridge, both prices off 0.5c; and 
one manufacturer reported the sale of one car at a 
still lower price of 5.875c, Group 3. This same manu- 
facturer quoted 5.375c, FOB Breckenridge. 


Mid-Continent sources said that Gulf Coast refiners 
were holding off on March purchases of natural gasoline 
“to' see how the strike winds blow.” While most manu- 
facturers said they were in “good balance,” reports were 
widespread that demand for natural gasoline had slipped 
considerably since the first of the year. 

In the Bast, Esso Standard Oil Co. reported increas- 
ing its dealer tank wagon price for Esso (regular-grade) 
gasoline to 14.6c (ex 5c state and federal taxes) state- 
wide in New Jersey, effective Feb. 29. The increase 
amounted to 3c per gal. in principal cities in the state. 

Esso’s new price in New Jersey is the so-called “nor- 
mal dealer” posting, and the company’s move restored 
its “pre-war” price of late last year. Last December, 
price cutting broke out, and at its worst carried dealer 
postings down to a low of 8.6c in Newark, Jersey City, 
Union City, Linden, Elizabeth, Camden, and a number 
of other large-consumption points. 

The last previous change in Esso’s dealer gasoline price 
in New Jersey was an increase to 11.6c (ex taxes) over 
most of the state on Feb. 20 (see Feb. 27 NPN, p. 39). 

Advance of 2.3c to 13.7c in regular-grade price to its 
gasoline dealers in Philadelphia, and increases ranging 
from 0.9c to 2.4c to dealers at other points in eastern 
Penna., were made by Atlantic Refining Co., effective 
March 3. The company’s dealer price for regular-grade 
also was increased to 13.7c (ex 7c state and federal taxes) 
at Wilmington, Del., up 1.3c. 


This latest increase together with an advance of 3.5c 
on Feb. 21 (see Feb. 27 NPN, p. 39) wiped out all prev- 
ious reductions made by Atlantic at Philadephia since 
the first of the year. Starting at 13.4c (ex 7c state 
and federal taxes) on Jan. 1, reductions in dealer tank 
wagon prices were: Jan. 10, 1c; Jan. 22, 1c; Jan. 29, 2c; 
and Feb. 5, 1.5c. 

Its prices to dealers and commercial consumers are the 
same in the areas affected in the recent move, Atlantic 
said. 

Strike threats stimulated the movement of refinery in- 
ventories to regular customers in all areas, according to 





reports. One result of this development was that spot 
buyers in some areas found fewer offerings to choose 
from. 

Fear of strikes in the Gulf cargo market made for 
reduced purchases for British account by Asiatic Petro- 
leum, the company told NPN. 

Recent purchases by Asiatic in the U. S. amounted to 
398,000 bbls., with all but one 60,000-bbl. cargo of gaso- 
line of this quantity for second quarter loading. Pur- 
chases for April-June lifting included 240,000 bbls. of 
kerosine, and 98,000 bbls. of West Coast heavy fuel. 
Asiatic made no new commitments outside the U. S. the 
past week. 

Total Asiatic purchases of crude and products for the 
first half of 1952 add up as follows (figures in bbls.): 
U. S., 14,970,337; Middle East, 5,066,704; and Caribbean, 
1,470,430. 

That light fuel oil supplies continued extremely tight 
in the Gulf Coast area was pointed up with the report 
of one major refiner that he was “dumping” blending 
naphthas (which he evaluated at 10.5 to llc per gal.) 
into No. 2 fuel (currently quoted at 8c a gal. for cargo 
lots) to increase his volume of heating oil. 

In addition, reports to NPN indicated that almost 1,000,- 
000 bbls. of heating oils are scheduled for tank car 
movement from the Mid-Continent to the Gulf during 
the next six months. While prices on these lots were 
not disclosed, and probably varied with points of inland 
Texas and Oklahoma origin, recent sales of kerosine and 
No. 2 fuel to the Gulf area, after unloading, were said 
to be “competitive with Gulf Coast cargo prices for the 
two products” (see Feb. 20 NPN, p. 45). 

While sales of this magnitude gave promise of reduced 
inventories in the interior, there continued plentiful sup- 
plies at all refinery points from North Texas to Chicago. 

For Group 3 basis shipments, trade sources said that 
light fuel oil quoted prices could be “shaded” by 0.75c 
per gal., and heavy fuel by 20c per bbl. 

In Chicago, the possibility of a strike at several large 
local plants boosted demand for heavy fuel. On the 
other hand, range oil was in surplus, and Chicago dis- 
tributors generally were said to be well stocked, some 
with eight or 10 tank cars standing loaded at their term- 
inal sidings. 

In Western Penna., No. 2 fuel was quoted 0.375c lower 
in the Pittsburgh district, with prices of refiners for tank 
car lots ranging upward from 10c. 

At New York and several points in New England, sales 
of No. 2 fuel under PAD’s voluntary supply plan were 
disclosed. Two 50,000-bbl. barge lots of No. 2 reportedly 
were sold at 9c at New York, the generally posted barge 
price. Aside from these quantities, open spot trading 
at East Coast points continued extremely quiet. 

Markets for crude oil and specialty products generally 
were unchanged. Bright stocks and cylinder oils still 
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Summary of Daily Gasoline Prices (Feb. 26 through March 3) 


Moter Gasoline 93 Oct. BR (Premium): 
N. Tex.(¥or shpt. to Tex.&N.M. dest’ns) 
W. Tex.(For shpt. to Tex.&N.M. dest’ns) 
B. Tex. (Truck Tnsp.) .......... eoee 
Cent, W. Tex. (Truck Tnsp. 


Moter Gasoline 90 Oct. R (Premium) : 
N, Tex.(For shpt. to Tex.&N.M. dest’ns) 
W. Tex.(For shpt.“to Tex.&N. = dest’ as) 
E, Tex, (Truck Tnsp.) . ° . 
Cent, W. Tex. (Truck Tnsp. MRE 


Motor Gasoline 88 Oct, R 
Oklahoma (Group 3) 
Midwestern (Group 3 
Tex.(For shpt. to Tex. aN. M. dest’ns) 
W. Tex. (For shpt. to oy &N.M. dest’ns) 
E, Tex. (Truck Tnsp. . 
Cent, W. Tex. (Truck. TNSP.). oe cess 


Motor Gasoline 86 Oct. R (Premium): 
N. Tex.(For shpt. to Tex.&N.M. dest’ns) 
W. Tex.(For shpt. to Tex.&N.M. dest’ns) 
BE. Tex. (Truck Tnsp.) ..... 


Motor Gasoline 84 Oct, R (Regular): 
N, Tex.( For shpt. to Tex.&N.M. dest’ns) 
W. Tex.(For shpt. to Tex.&N.M. dest’ns) 
E. Tex, (Truck Tnsp.) . ee cece 
Cent, W. Tex. (Truck Tnsp.)....00.0- 


Motor Gasoline 82 Oct. R (Regular): 
Oklahoma (Group 3) 
N. Tex.(For shpt. to Tex. EN. M. dest’ns) 
W. Tex.( For shpt. to Tex.&N.M. des 
E. Tex. (Truck Tnsp.) . 
Cent, W. Tex. (Truck Tnsp. 


Motor Gasoline 80 Oct. R raseniain 
Oklahoma (Group 3) eeccceees 
Midwestern (Group 3 basis) . coces 
N. Tex.(For shpt. to Tex.&N.M. “dest'ns) 
W. Tex.(For shpt. to Tex.&N.M. dest’ns) 


Motor Gasoline 60 Oct. M & below: 
Oklahoma (Group 3) . 
Midwestern (Group 3 basis).......... 
N. Tex.(For shpt. to Tex.&N.M. dest’ns) 
W. Tex.(For shpt. to a &N.M. dest’ns) 
E. Tex. (Truck Tnsp 
Cent, W. Tex. (Truck en De ccecscce 

Motor Gasoline 92 Oct. R (Premium): 
New York harbor 

New York harbor, 

Philadelphia 

Philadelphia, barges 

Baltimore 

Baltimore, 

Motor Gasoline 90 Oct. R (Premium): 

New York harbor 


ee eeeeeee 


Philadelphia, barges 
Baltimore 
Baltimore, barges 





Monday 
March 3 
13.2-13.25 


12.75(3) 
12.5-12.75 
11.75-12.75 
12 


11.125-11.75(2) 
Ad. ddv-1 1.75 
11.75-12.75 


12(2) 
11.75-12 
12 
11.75-12 
1242) 
11.5-11.75 


10.75-11.7 
10.75-11.25 
10.75-11.25 
11.25 


10.25-10.75 


(2) 10.75-11.25 
10.75-11 


10.5-11 
10.75 


10. 125-10.375(2) 


(2)10.125-10.5(3) 
10.75-11 


10.75-11(2) 


(299. 5-9.875 


13.85-14.35 
13.75-14.25 
15.15 

15.05 
12.9-13.25 
12.8-13 


Friday 
Feb. 29 


13.2-13.25 


12.75(3) 
12.5-12.75 
11.75-12.75 
12 


11.125-11.75(2) 
11.125-11.75 


11. _— 
12(2 
11.5- ia. 75 


10. 75-11. 


0.125-10.375(2) 


(2)10. 125-10.5(3) 
0.751 


1 
io: 75-11(2) 


(298. 5-9. 


13.85-15 
13.75-14.9 
15.15-15.2 


12.9-15(2) 
12.8 


13.85-14.35 
13.75-14.25 
15.15 


15.05 
12.9-13.25 
12.8-13 


"Feb 


11. 335-21 75(2) 
-125-11.75 


7. 

5-12.75 
ii 2) 
1175-12 
12 


11.75-12 
12(2) 
11.5-1L.75 


10.75-11.7 


0.125-10.375(2) 
(3) 


(2) io. a 5 


10.75-11 
10.75-11(2) 


(298. 5-9. 7% 


13.85-14.35 
13.75-14.25 
15.15 

15.05 
12.9-13.25 
12.8-13 


Wednesday 
Feb, 27 
13.2-13.25 
i2 


13 753) , 


12(2) 
11.5-11.75 


10.75-11.7 


10.25-10.75 

(2) 10.75-11.25 
10.75-11 
10.5-11 
10.75 


0.125-10. + Sn 
(2) 10. 125-10.5(3 


10.75-11 
10.75-11(2) 


(2)9.5-9.875 
9.375-9. fom) 

(2)9.75-10.8 
10.375-10.5(3) 
9.875-10.5 
9.5-10.5 


13.85-15 
13.75-14.9 
15.15-15.2 


15.05 
12.9-15(2) 
12.8 
13.85-14.35 
gt 75-14.25 
15. os 


12.9-13.25 
12.8-13 


i2 


12.75(3) 
12.5-12.75 
11.75-12.75 
12 


11,125-11.75¢2) 
11.125-11.75 
11.75-12.75 
12(2) 

il. 70-12 

12 


11.75-12 
12(2) 
11.5-11.75 


10.125-10.375(2) 


(2) 10. =; 10.5(3) 


10. 
10. 75- 11¢2) 


(2)9.5-9.875 


9.5-10.5 


13.85-15 
13.75-14.9 
15. 15-15.2 


15.05 
12.9-15(2) 
12.8 


13.85-14.35 
13.75-14.25 


Motor Gasoline 85 Oct. R (Regular): 
New York harbor 
New York harbor, barges 
Philadelphia 
Philadelphia, barges 
Baltimore 
Baltimore, 


Motor Gasoline: 
Western Penna., Bradford-Warren: 
90 Oct. R (Prem.) 
86 Oct. R (Regular) 
Western Penna., Oil City: 
90 Oct. R (Prem.) 13.75-13.9 
86 Oct. R (Regular) 12.75-12.9(2) 
Western Penna., Pittsburgh: 


OO Cat, BE CPG.) occ ccccscscccvvcic 
86 Oct. R (Regular) 


(3)12.85-13.6 
seed: f 3. 4 


12.75(2) 


13.9(2) 
12.9(2) 


the letter ‘‘M’’ 


(3)12.85-13.6 
said: 13.4 


13.9(2) 
12.9(2) 


NOTE: Research octane ratings, indicated by the letter ‘‘R’’, are minimum ratings. 


(3)12.85-13.6 (3)12.85-13.6 

(2)12-13.4 
13.7-13.9 
13.7-13.8 
11.9-13.5 
11.8-12 


(8)12.85-13.6 
2)12-13. 


13.75-14 


5- 
12.75(2) 5 


.T5- 1 14 
12.75(2) 1 2) 


13.75-13.9 13.75-13.9 13.75-13.9 
12.75-12.9(2) 12.75-12.9(2) 12.75-12.9(2) 


13.9(2) 13.9(2) 13.9(2) 
12.9(2) 12.9(2) 12.92) 


Motor method octane ratings, where used, are indicated by 





were closely held and hard to buy in Western Penna. and 
the Southwest. On the other hand, light neutrals, waxes, 
and finished petrolatums still were easily purchased, ac- 
cording to trade reports. 

Supplies of liquefied petroleum gases were readily 
available in the Mid-Continent at generally posted prices, 
with “one of two lots of propane offered lower” accord- 
ing to the reports of marketers (see page 59 for details). 


GULF COAST 
Offerings Shrink As Strikes Threaten 


Work stoppages as a nearby possibility caused a notice- 
able shrinkage of offerings in the Gulf cargo market 
during the past week. Prompt material other than gaso- 
line was extremely tight, trade sources said, and even 
gasoline was offered less freely than in the recent past. 
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Price quotations for cargo lots were reported unchanged 
and firm. 

An indication of the contraction of offerings was the 
reduction from about 2.5 million bbls. in recent weeks 
to approximately 400,000 bbls. the past week in export 
purchases made by Asiatic Petroleum Corp. for British 
account. Reports from other sources pointed to closely 
held supplies of both kerosine and No. 2 fuel, and ready 
buyers of heavy fuel when the material came out in gen- 
eral offerings. 

There continued to be only a few sellers of open spot 
quantities in the Southwest. A typical report of a ma- 
jor refiner still was that most of his output was ear- 
marked for his regular customers or destined for ship- 
ments to his own northeastern terminal points. 

The most difficult product to find was No. 2 fuel for 
prompt loading, and there also were signs that some ma- 
jor marketers were beginning to shop around for supply 
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Explanations of Price Tables 


The reader’s attention is directed to the fol- 
lowing explanations which apply to the Sum- 
mary of Daily Gasoline Prices appearing on page 
49 and the price tables appearing on pages 52-57 
of this issue. 

The letter “X” indicates a change in prices; if 
the change is on the low of the price range, the 
“X” is adjacent to the low; if the change is on 
the high of the price change, the “X” is adjacent 
to the high; a change from one flat price to a 
higher or lower flat price, or elimination of the 
low of a price range, is indicated with an “X” 
to the left of the new price; elimination of the 
high of a price range is indicated with an “X” 
to the right of new price. 

Parenthetical figures indicate number of com- 
panies quoting when two or more companies 
quoted the price shown. In the Gulf Coast Cargo 
table on p. 55 all prices reported are shown. 
In all other tables, only the lows and highs of 
the ranges of prices are shown; no attempt is 
made to show prices within the lows and the 
highs, and therefore no attempt is made to indi- 
cate the number of companies contacted for 
prices for each product. Nearly 200 primary sup- 
pliers (refiners and tanker terminal operators), 
plus an even larger number of other sources 
(jobbers, compounders, consumers, distributors, 
brokers, tank car marketers, etc.) are contacted 
for prices at regular intervals. 











arrangements to supplement their own production over 
the 1952-53 heating season. 

Kerosine also was tight, and one refiner picked up a‘ 
40,000-bbl. lot, probably all he could find for immediate 
shipment, as a hedge against a general refinery strike. 
Other buyers were willing to take on kerosine for lifting 
during any period over the balance of the year, trade 
sources declared. 

While the demand for bunker fuel was not so urgent 
as in the recent past, refiners still could move material 
readily, and at firm prices, according to reports. Sales 
of cargo lots of heavy fuel were reported at $1.75 per 
bbl. for ordinary bunker oil and at $1.85 and $1.90 for 
low sulfur. 

Consensus of several refiners was that the edge of de- 
mand for distillates and residual has not been blunted 
seriously since the middle of winter. However, there 
were many uncertainties on the horizon, including the 
possibility of general strikes on the Coast and the re- 
opening of the Abadan refinery in Iran. On the other 
side of the ledger, tanker rates were falling, which would 
tend to facilitate products demand in the months ahead. 


ATLANTIC COAST 
Offerings Sparse on All Products 


The East Coast supply position varied all the way from 
closely held to extremely tight in quiet trading at the 
turn of the month. Prices were firm and unchanged in 
all districts, according to the reports of terminal opera- 
tors. 

Highlights of marketing developments were a few 
“rush” calls for distillate fuel oils under the PAD-spon- 
sored voluntary supply plan. Otherwise, offerings con- 
tinued to be conspicuous by their absence in most dis- 
tricts. At New York Harbor, No. 2 fuel supplied by 
barge under the PAD plan was sold at 9c, the generally 
posted price. For a few other spot quantities, sales of 
No, 2 fuel were said to have been made at prices ranging 
up to 9.5c. 


Despite these few urgent calls for heating oils at New 
York and New England points, many suppliers reportedly 


were comfortably supplied with distillates. Weather 
for the month of February, according to one major’s ten- 
tative estimate, was about 19% warmer than normal— 
effecting a “saving” of very substantial quantities of 
heating oils. On the other, hand, some terminal operators 
in Boston by the end of the month disclosed that they 
had withdrawn both the February and March quantities 
of their suppliers’ “quotas.” 

Some reports pointed to continued tight supplies of 
heavy fuel; others, to the fact that several suppliers were 
taking on new No. 6 fuel customers, a departure from ex- 
perience of the recent past. Bunker oil reportedly was 
extremely tight at New York and Boston, and offered 
only occasionally in spot lots at Baltimore and points 
south. 

One Independent said he would take on new heavy fuel 
accounts “if they were attractive.” On the other hand, 
most Independents, with terminals at one or, at most, 
two deepwater points, refused to entertain inquiries from 
marine fuel customers because they did not represent 
continuing sales. Thus, a 6,000-bbl. order for ship’s bun- 
kers that was difficult to fill at Philadelphia did not nec- 
essarily mean that No. 6 fuel was in low supply generally. 

Gasoline, contrary to seasonal expectations, was rela- 


tively hard to find in spot barge lots, and no sales were 
reported. 


MIDWESTERN (Chicago-E. St. Louis Area) 
Strike Scare Boosts No. 6 Shipments 


Gasoline began to perk up with spring demand only a 
short way off, but it was No. 6 fuel that drew most of 
trade attention in Midwest last week as strike scare 
boosted shipments. One large spot sale of No. 6 was ais- 
closed by a tank car marketer. 

Light fuels still were described as “sloppy” in open 
market and available to the trade from marketers as 
much as 0.625c off the (published) lows. Refiners, how- 
ever, said contract jobbers, in some instances, were “over- 
ordering” and full cars of product were setting on sidings 
with bulk storage tanks full. 

Marketers disclosed sales of No. 6 fuel to consumers 
totaling 20,000 bbls. at $1.30, Group 3. Refiners reported 
quoting $1.50 for No. 6. 

Railroad buyers said they were buying Diese] tuel 
over March on basis of 8.75c, Group 3, down from 8 to 
9c prices which had been in effect since December 1950. 
Railroad price of $1.50 for No. 6 for March was un- 
changed from February, buyers said. Refiners’ prices 
for Diesel fuel ranged from 8.75 to 9.25c. 


CHICAGO DISTRICT 
Products Easy Despite Strike Threat 


Abundance of all fuels kept prices easy in Chicago 
District last week despite the fact that secondary sup-" 
pliers and consumers were ordering products for im- 
mediate shipment in event refinery workers’ strike closed 
off sources of supply. 


These opposed tendencies were most apparent in range 
oil and to lesser extent in No. 2 fuel. Trade sources said 
range oil was being “dumped” into open market and be- 
ing made available to “all comers” by some primary 
suppliers who had full river storage tanks and had other 
product scheduled to arrive by barge. 

While No. 2 fuel prices held steady, range oil quota- 
tions dropped 0.2c on the low in face of these offerings 
and ranged from 11 to 11.5c, FOB Chicago District. 
Barge quantity of range oil was offered on inter-primary 
basis at approximately 10.6c, Chicago District. 


Secondary storage in metropolitan Chicago area re- 
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portedly was “brim full” and in some instances jobbers 
and distributors had as many as a dozen full cars on 
their sidings on demurrage. 

Residual fuels remained easy even though strike scare 
brought in good volume of orders from consumers who 
were behind on their commitments all winter. 

Undercurrent of easiness in gasoline during the week 
was described by one supplier as result of open market 
prices “failing to drop” in line with recent 0.5c reduction 
in dealer and consumer tank wagon prices. Quotations 
of 12.1 to 12.5c for regular-grade gasoline were being 
“shaded” as much as 0.35c, trade sources said. 


CENTRAL MICHIGAN 
Zero Weather Stimulates Light Fuels 


Considerable interest was shown in light fuels last 
week in Central Michigan by both refiners and jobbers 
as nightly zero temperatures sent demand climbing to 
point where some refiners began scanning the open mar- 
ket as buyers. 

Gasoline began to show “first signs of spring,” accord- 
ing to refiners who said inventory gains were not equal 
to increased production under larger crude runs. One 
refiner in this category said he had boosted his refinery 
runs 100% in past 10 days. 

Residual fuel inventories mostly were on high side; 
however, some refiners said product was “in balance,” 
and they were neither buyers nor spot sellers. 

Refiner disclosed purchase of 250,000 gals. of prime 
white distillate at 11.25c, FOB Central Michigan, for 
shipment direct to his jobber trade. Quotations to the 
trade reported by other refiners for prime white ranged 
from 11.4 to 12c. Another refiner said he was offering 
2,500 bbls. of range oil at 11.25c, either on inter-refinery 
basis or to a broker for resale. Quotations for range oil 
ranged from 11.55 to 12.25c. 


WESTERN PENNA. 
Scale Wax Prices Down 0.25c per Lb. 


Prices of specialty products continued weak while 
lubricating oils were firm in Western Penna. the last 
week in February. Low quotations for scale wax were 
off 0.25c. Red petrolatum was quoted slightly higher at 
some refineries, following decline in prices for all grades 
of petrolatum the previous week. No. 2 fuel oil was 
offered 0.375c lower in the Pittsburgh district. 

Scale wax was quoted upward from 4.25c in tank cars. 
Interest in the product has improved but little over past 
few weeks, refiners said. While some refiners said they 
had been able to avoid excessive inventory build-up 
through steady shipments to regular customers, prices 
were reported “still soft.” Sellers reporting shipments 
of scale to contract buyers at 4.5c and higher indicated 
these prices failed to attract spot buyers. Material re- 
portedly was available inter-refinery at 4c. 

Seaboard prices for scale and fully-refined waxes also 
were weak and unsettled, trade sources said. Export 
demand for finished petrolatums continued slow, and do- 
mestic petrolatum market remained “depressed” with ac- 
cumulation of material. At same time, one refiner in- 
creased his refinery prices 0.125c for light amber, amber, 
and red grades, following a general reduction in his quo- 





Crude Oil Prices 


No changes were reported in crude oil prices 
during week ended March 1. For erie crude 
price schedule see p. 50-51 of Feb. 27 NP 








NPN Gasoline Index 


Cents Per Gal. 


Dealer T.W. Tank Car 
March 3 ‘ - 15 .03° 11.57 
Month Ago . 4 . ° 15 my 11.57 
Year Ago .. ; 15.4 11.63 


Dealer index is an average of dealer tank wagon prices 
ex tax in 50 cities. 

Tank car index is weighted average of following wholesale 
markets for regular-grade gasoline, FOB refineries or ter- 
minals: Okla., Midwest, W. Penna., Calif.. N. Y. Harbor 
Philadelphia, Jacksonville, Boston and Gulf Coast 

* Previous figures revised to read as follows: Feb. 11 
15.02; Feb. 18, 14.99; Feb. 25, 15.08. 
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tations a week earlier. Sale of 150 tons of amber for ex- 
port had given him “needed relief,” refiner declared. 

Jobber demand for lubricating oils continued slow, ex- 
port inquiries for lubes at low ebb, and demand for 
pranded motor oils was in seasonal slump, majority of 
refiners indicated. At same time, potential inter-refinery 
and foreign demand for bright stock remained large, 
and most motor oil manufacturers still were short of 
heavy base stocks. There were no indications of easing 
in bright or cylinder stocks. 

While majority of refiners reported their light product 
supplies in balance, some unevenness was indicated, Some 
Oil City district refiners still were short of distillate 
fuels. Supplies were somewhat excessive in the Pitts- 
burgh district, with weather warmer than normal over 
current season, and natural gas supplies more abundant 
than in former years. Prices for No, 2 fuel were 0.375c 
lower, ranging upward from 10c. 


MID-CONTINENT 
Strike Threat Brings Product Swapping 


Swapping of products between strike-threatened com- 
panies was about the only trading activity reported in 
the Mid-Continent during the last week of February. 
Northern demand for fuel oils continued light, refiners 
said, and both burning oils and heavy fuel remained 
available to resellers at “big discounts.” No price changes 
or open market sales were disclosed. 

Crude runs still were too high for current northern 
demand, several trade sources declared. 

Some improvement was reported in northern demand 
for burning oils, due primarily to buyers seeking to get 
products moving before any threatened strikes ma- 
terialized, but this increase in demand was negligible, 
refiners said. In Oklahoma, burning oils were offered 
to resellers at 0.75c “under published prices,’ FOB 
Group 3 basis, for resale. 

Heavy fuel still remained a problem to many refiners. 
Conditions in Oklahoma, however, were more severe than 
in other Mid-Continent areas, it was said. No. 6 was of- 
fered to Oklahoma resellers at $1.30, Group 3 basis, for 
resale, but most buyers continued to show little interest 
in residual “at any price.” 

While fuel oil market continued to drag, there was 
some increase in local gasoline shipments due to mild 
weather. Most refiners, however, said northern demand 
continued light. 

Solvent bright stock continued relatively light, most 
other Mid-Continent lubricating oils were “fairly easy,’ 
reports indicated. At same time, solvent bright has 
“eased some,” trade sources declared. Offerings against 
inquiries were more numerous and resellers’ offering of 
2,000 bbls. was disclosed during week. Solvent neutral, 
200-210 vis., quoted upward from 24.5c FOB Tulsa, was 
reported available at the Gulf at 24.5 to 25c. 

Mexico was reported in market for following oils for 
tank car delivery: 26,800 bbls. solvent bright stock; 
11,900 bbls. 300 vis. solvent neutral; 950 bbls. conventional 
bright. 
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Prices at Refineries and Terminals and by Tank Wagon 


PRICES IN EFFECT MARCH 3 


Prices herewith are reproduced from Platt’s OILGRAM Daily Oil 
Price Service, associated with National Petroleum News, whose rep- 
resentatives in all NPN-OILGRAM offices devote their time exclusively 
to reporting oi] industry prices everywhere. 


Prices shown in tables are sales prices or quotations or general offers 
or posted prices by refiners, by pipeline terminal operators, and by 
tanker terminal operators; for current sales and shipments; for the busi- 
ness day or period stated; except Tank Wagon prices, prices are for 
bulk lots such as tank car, truck transport, barge; prices applying to 
barges or cargoes or truck transport lots only, so designated; FOB re- 
fineries or terminals; in cents per gal., except per bbl. where § sign is 
shown; wax and petrolatums in cents per pound; ex all fees and taxes; 
for crude oil and its products lawfully produced and transported; re- 
ported as received by OILGRAM and National Petroleum News but not 





guaranteed; for subscribers’ private use only and not for resale or 
distribution or publication. During period of short supply, some sellers 
and at times all sellers, withhold quotations to new customers or the 
posting of firm prices but give OILGRAM the prices they otherwise 
would quote to the trade in general and which they confine to their 
reguiar customers only, and such prices appear in the price tables. 
Octane ratings are ASTM; Research Method ratings, indicated by letter 
R, are minimum ratings; Motor Method ratings are indicated by letter 
M. For further details of price conditions apply to any NPN—OILGRAM 
office or see back of any OJILGRAM Price Service invoice. 


For complete price service delivered daily from nearest OJILGRAM 
publishing office, New York, Cleveland and Houston, address Platt’s 
Price Service, Inc., 1213 West 3rd St., Cleveland 13, Ohio. Annual 
subscription rate in U. S.: $150 per year, payable in advance. 
























GASOLINE ARK. (For shipment to Ark, & La.) CALIFORNIA 
88 Oct. R Prem, ......... 11.75 Los Angeles dist.: 
OKLAHOMA (Group 3) 86 Oct. R Prem, ......... . 90 Oct. R Prem. ....... 13.3-16.5 
93 Oct, R Prem. ...... eee esos 80 Oct. R Reg. ..c.cseees 10.75 80 Oct. R Reg. ........ 12~-14(2) 
90 Oct. R Prem. ...... Lae <i 60 Oct. M & below ....... 9.625 
88 Oct, R Prem, ......... 11,125-11.75(2) San Fran. dist.: 
= oe 4 — ste eeeees cece RAWuAS (For Kansas destinations only) 90 Oct, R Prem. 16.25-17 
. Bae Ses ewesse 10-71 R Prem. ......... 80 Oct. R Reg. 14.25-14.5 
he a teeeereees Bet oon Rf. oo: 11.5-11.8 
80 Oct, Ma below 22.2... (3)9-5-0.875 ae eee go ang a gee a Re 
MID ERN basis 80 Oct. R Reg. .......... 10.4-11.625 : --sylaath ca : 
ae earrip ’ Lee 60 Oct. M & below ....... 9.4-10.875 80 Oct. R Reg. ........ 14.25-14.5 
90 Oct. pe 
88 Oct. 11.125-11.75 WESTERN PENNA. 
“ — cece Bradford-Warren 
% Oct. gene s2s-idsem 90 Oct. R Prem. : Sane: 13.714 LUBRICATING OILS 
Oct. ) . . 
se bus “tila cain se ee a = : Oil City: WESTERN PENNA, 
N. . ‘or ip io Tex, est’ns. 90 Oct. R Prem, 13.75-13.9 Pri fo ales made, or offers reliably 
= = . - eeag eae ; 13. ~—— am 86 Oct. R Reg. 12.75~12.9(2) nueeand, 2 jobbers & compounders only. 
~ = gt  -——peeeepeth 11.75-12.75 Pittsburgh: Viscous Neutrals—No. 3 col. Vis. at 70° F. 200 
86 Oct. R Prem. ......... 11.75-12 90 Oct. R Prem. 13.9(2) Vis, (180 at 100°) 420-425 fi. 
We ga hit omeng : 86 Oct. R Reg. 12.9(2) 
O0-On: OE OE. pasties 10.75-11.7 POO RN Be Ne ne 31.5 
82 Oct. R Reg. ........-. (2)10.75-11.25 WEA. UiLddorseesnss acc 30.5 
kh 2. eae 10.75~11 CENTRAL MICHIGAN 15 a aca kede wh on ebaeusen 29.5 
60 Oct. M & below ....... (2)9.75-10.8 (FOB Central Michigan refineries) 25 (2)28-31 
y ° 
W. TEX. (For shpt, to Tex, & N.M. dest’ns.) 90 Oct. R_Prem. sees -13.75-14.75 eo "via, (243 ‘at 100°) 400-405 4. 20.5 
93 Oct. R Prem. ......... 86 Oct, R Prem. 13,25-13.75 om ek 29.5 
90 Oct. R Prem, ......... 12.5-12.75 oe eS 12.75-13.5 1B 0% =. 
88 Oct. R Prem, ......... 12(2) 82 Oct. R Reg. ... eee 12.25(2) 25 (2)27-30 
86 Oct. R Prem. ......... 12(2) Str. run gasoline, excl. ps. , 
$e Oct. EE wih vicina 10.75-11.25 Detroit shpt. (4)10.5-12.125 Bright Stocks 
80 Get. R Ree. weeecsoons 10.75-11(2) OHIO—Quotations of 8.0. Ohio for delivery to SOG-A8S wis, at 200°, 560-088 S., Na. 8 cst 
60 Oct. M & below ....... 10.375-10.5(3) Ohio points: a 4 3 Bbstebicetegion cep 74 
B, TEX. (Truck Tranept.) 83 Oct, R Reg. ...... 14.0 RUE ith shinai nchy scien (2)30-33 
93 Oct. R 12 
90 Oct. R 11.75-12.75 senote i . < 
88 Oct. R 11.75-12 
rv — 4 onttanae Ple™)¢ UNITED REFINING COMPANY, WARREN, PENNSYLVANIA >C2™0 
82 Oct. R 10.5-11 ) 
80 Oct. R aes 
60 Oct. M 9.875-10.5 
CENT. W. TEX. (Truck ‘Transpt.) CONFIDENCE THAT IS 
93 Oct. R Prem, ......... ( 
90 Oct. R Prem. ......... 12 
6S Get B Prem cc i BUILT ON QUALITY 
Ob. eke MOMs 00-00 cn00s 11.25 
Ge QU, Be Be cccesceces 10.75 
80 Oct. R Reg. .......... Fi 
Se Se DEW 0 90-00 9.5-10.5 ® Put your brand on a UNITED product with full I 
£e confidence that you are marketing the world’s i 
REPUBLIC OIL REFINING CO. finest motor oil made from 100°; Pure Pennsyl- ) 
Refiners of vania Grade Crude. Quality forms the keystone of 
and R Petroleum : : : 
Marketers 7 wor the world-wide reputation UNITED lubricants 
Main Offices: Refinery, have won during the past fifty years. Your brand 
Pittsburgh, Pa. Texas City, Texas can have no better sales appeal than this CONFI- 
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MEMBER P. G. C. O. A. PERMIT No. 24 


DENCE built on QUALITY. 


100% PURE PENNSYLVANIA OIL 





REFINING ' COMPANY 
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Oil PRICE SECTION 








Cylinder Stocks 


600 s.r. filterb’]) .......... 25(3) 
. J Sen 27(3) 
= Re yee 2013) 
630 fi 30(2) 


MIDOCONTINENT LUBES 


FOB Tulsa basis. Bright Stocks, vis. at 210° 
Neutrals, vis. at 100°, 0-10 p.p. 


Neutral Oils—Conventional 
© 





Pale Oils 

60-85 vis. 2 14.5-15.5 
86-110 vis. 2 14.5-15.5 
150 vis. 3 15.5-16.5 
180 vis. veces as eeees 16-17.5 
200 vis. Bo ctvene 16.5-17.5 
250 vis. 3 17-18 
280 vis. 3 17.5-18.5 
300 vis. 3 18-1 





PATENT CHEMICALS 


Paterson 4, New Jersey 











LUBRICATING OILS 


for 
Tank Car 
Buyers 


UNIFORM 
HIGH QUALITY 


DEEP ROCK OIL CORPORATION 









©. Box 105) os Life B 
Tulsa 2, Okiadhoma 


INDUSTRIAL - 


FUEL OIL 


SPECIALISTS 


WATER TRUCK 


ros oll CORPORATION 


OFFICE: 624 So 
TERMINAL 


RAIL 


Michigan Ave., Chicago 
33rd and California Ave 
Phone -WA bash 2 





Refinery & Terminal Prices (Continued) 


PRICES IN EFFECT MARCH 3 


Bright Steck—Conventional 


200 vis. D: 

ey Ss ereree 32 
150-160 vis. D: 

0-10 p.p 29(2) 

PP MEE. sss cossenbek 28.5-29 
120 vis. D 

0-10 p.p 28(2) 
Bright Stock—Solvent 
150-160 vis. 0-10 p.p., 95 v.i. (2)34-34.5 


Neutral Oils—Solvent 


170-180 vis., 98 v.i. T 24.25-25.5(2) 
200-210 vis., 90-95 v.i. 24.5-26.5 
SP WOR, BE Gh. ccc ce dvieds 25.5-28 
Cylinder Stocks 

600 s.r., olive green ...... 23 


KEROSINE, GAS 


OKLAHOMA (Group 3) 


ig ee ee ee €3)9-9.5 
42-44 ww. (4)9-9.5(2) 
Range oil Teer (2)9-9.25 
58 & above D.I. Diesel ... (2)8.75~9.25(2) 
 * & eeRPeqene (5)8.75-9.25 
ef eer (5)8.125-8.5(3) 
No. 3 fuel 7.875-8.125 
No. 6 fuel (5)$1.50-1.60 
MIDWESTERN (Group 3 basis) 

EE WE bes once ncesosée (2)9-9.25 
42-44 w.w. (4)9-9.5 
Range oil esevebece oces 
58 & above D. ve Diesel ves 8.75~-9.25 
No, 1 fuel ee +» (4)8.75-9 

No, 2 fuel .. (4)8.125-8.375(2) 
No, 6 fuel ‘ $1.50(4) 
N. TEX. eet amt. to dover & N.M. dest’ns.) 
41-43 w.w. .... 8.75-9.5(2) 
42-44 w.w. ; 9-9.25 

58 & above D. I. Diesel aed 8.25-9.25 
 & erry oe 8-8.375 
No. 6 fuel (3)$1.50-1.85 
W. TEX. rarcdcegeth to Tex. & N.M. shone 
41-43 w.w. ... . 8.75 
42-44 w.w. . aes 9. — 5 
58 & above D.I. Diesel ... 

ek, BBD cosa ccccenvedec 8.75-9.25 
No. 2 fuel 8.5—9.25 
No. 6 fuel $1.50-1.80 
E. TEX. (Truck trnspt.) 

GEED GG, ce ccvccccccccece 9-9.25(2) 
42-44 ww. . 64 9(3) 

58 & above D.I. Diesel ... 8.25-9.25 
Ss BBE ocd vccene veccss 9.125 
Be De GD sc wecccpeocesecs 

No. 6 fuel $1 60-1.85 
CENT. W. TEX. (Truck trnspt.) 

SEED GRD. 2 0c ccccnsseeece 9-9.5 

58 & above D.I. Diesel 8.75-9.25 
Se. RD GE «sc ccsseoces 8.5 
BOD, BD GO ec cccccccssecese 9.25 
BU, B BRD occcccccccesocs &-9 

BU, ©. BOGE coe cccccccevess e° 

BRB. 6 GO occ ccceccccccd’ $1.75-2.00 
KANSAS (For Kansas enly) 
42-44 w.w. eveenewe (2)9.2-10.5 
52 & below Diesel ........ 9.1-9.625 
58 & above Diese] ........ 9.1-9.875 
Sk: it doe 9.0-<b 00.0 rename (2)9-10.25 
BO BD BD. ese ce ctcceceses 8.3-9.875 
Sa. 1S ME: w0n.c0cesenvan da sees 
BO, BGO. oc ccccccccneey ee $2.00-2.40 
No, 6 fuel ............... €2)$1.60-2.00(2) 





New York 





Marketer of Petroleum Products 


NEW ENGLAND PETROLEUM CORPORATION 








MARCH 5, 1952 


SOUTH TEXAS LUBES 


(Vis. at 100° F, FOB 8S, Tex., refineries for 
domestic and/or export shipment.) 





PALE OILS: 
Vis. Color 
100 1%- ctl (2) 12-12.5(4) 
200 2-3 0004 caeccecoe (2)13-13.5(4) 
BIO BB . cccccccccccscce 14(6) 
ae ns 15(6) 
TD BO ccc ccccccovesces 16(6) 
BBOD BA ccccccccvcsscocs (2)17-17.6(8) 
2000 4 ....... ceccceneces (2) 18-19(4) 
RED OILS: 
Vis. Color 
100 5-6 12-12.5(4) 
SID BD cccve cvccctcsses (2) 13-13.5(4) 
SOD BO ccc ccccccccccees 14(6) 
BOD BB acdwccccsccccces 15(6) 
750 5-6 16(6) 
1200 5-6 (2)17-17.5(4) 
2000 5-6 (2) 18-1914) 
ARK. (For shipment to Ark. & La.) 
42-44 w.w. dace . . 9.25 
Tractor fuel : ° 9.5 
Diesel fuel 52 & below - 8.875 
Diesel fuel 58 & above .. 9.25 
Dee; BO «<6 aaweetes eevee 8.375 
He. BS BO . cccccececccece 8 
No. 4 fuel $2.20 
No, 5 fuel $2.00 
No, 6 fuel $1.85 
WESTERN PENNA. 
Bradford-Warren: 
Kerosime ... 6.6 cece ceence 11(4) 
No. 1 fuel eve6 
No. 2 fuel 10.25-10.75 
No. 3 fuel evcccces 10.25 
36-40 gravity fuel coeroeee 10 
Ol City: 
Kerogine «2... ce ccceceeces (2)11-11.25 
By BBO ccccsascesvodes 10.75(8) 
No, 2 fuel 10.5(4) 
BO. BD GOR: occevcocecensec 10.5 
36-40 gravity fuel ........ 10.5 
Pittsburgh: 
Kerosine . 10. 75—1ix 
No, 1 fuel 10. 75x 
No, 2 fuel x10-10.375x 
BOO, DB GO on cvcs cocccccces 


36-40 gravity fuel x10 10.25% 


CENTRAL MICHIGAN 
(FOB Central Michigan refineries.) 


11.55-12.25 
11.55-12.55 
11.4-12(2) 
(3)10.75-11.3 
10.75-11.06 
(2)8.6-9.7 
8 





OHTIO—Quotations of 8.0. Ohio for delivery to 


Ohio points: 

Kerosine ....scecsseeccees 11.9 
No, 1 —_ 9 ceecesces ° iL7 
Wo. B BO cvcceccosseccece 10.7 
Diesel (Light & Med.) .... 11.7 
CALIFORNIA 

San Joaquin Valley: 

GOED GiWy c cascspocencess 12.6-13 
Heavy fuel (PS 400) ..... $1.95-2.06 
Light fuel (PS 300) ...... $2.25(2) 
Diesel fuel (PS 200) ...... 10.4-11.5 
Stove dist. (PS 100) ..... 11.9-13 
Los Angeles 

40-43 W.W. ...... es (2)12-12.5 
Héavy fuel (PS 400) $1.76-2.00 





Light fuel (PS 300) ...... . 
Diesel fuel (PS 200) ...... 8. 


Stove dist. (PS 100) ..... 9-12.9 
San Francisco: 

40-43 WLW. onc ecw cwnnes 12.5-13 
Heavy fuel (PS 400) .. $1.95-2.05 
Light fuel (PS 300) .. $2.25(2) 
Diesel fuel (PS 200) ... 10.4-11.5 
Stove dist. (PS 100) ...... 11.9-13 





OllL PRICE SECTION 





Refinery & Terminal Prices (Continued) 
PRICES IN EFFECT MARCH 3 


CHICAGO DISTRICT PRICES 


Prices to jobbers & distributors in tank car 
and/or truck transport lots FOB refineries, 
pipe line terminals and inland waterway barge 
terminals. 


Motor Gasoline 
90 Oct. R Prem. 


SS Oct. R Prem ; 12.95 13.5 
S84 Oct. R Reg. 
82 Oct. R Reg. 12.1-12.5 
Light Fuel Oils 
Range oil 11-11.52) 
No. 2 fuel 10.05-10.625 
Heavy Fuel Oils 
No. 5, low sulfur .. 7.9 
No, 5, high sulfur . x7.55-8.5 
No. 6, low sulfur ...... 7.1(3: 
No. 6, high sulfur x6.55-6.75 
WESTERN PENNA. (T.C., in Bulk) 
White Crude Scale: 
122-124 A.m.p «4.25—4.T5x 
124-126 A.m.p x4.25—4.75x 
SEABOARD 


Melting points are AMP, 3° higher than 
EMP. Prices are for carload lots; domestic 
prices are FOB refinery; scale in bags or 
bbis.; fully refined, slabs leose. Export prices 
are FAS; scale in bags or bblis., fully refined 
in bags or cartons, 


Crude Scale N. ¥. Domestic N. Y. Export 
124-126 white 6(2) 6(2) 
Fully Refined 

123-5 7.45 

a eee 7.45(3) 7. 40-8. 15(3) 
128-30 ..... 7.45(3) 7.40-8.15(3) 
130-32 ..... geew 7.5-8.25 
em ee 7.55(3) 7.5-8.25(2) 
. 5 eee 7.55(3) 7.65-8.4 
138-40 ..... 7.55(3) 8-8.75 
SPE .0 0 66s 8.3(2) 8.25-9(3) 
SESS: . cvcss 9.55 11.2 


NAPHTHAS & SOLVENTS 


(FOB Group 3) 


Stoddard solvent ......... 11.375(3) 
Cleaners naphtha ......... 11.875(2) 
V.M.&P. naphtha ......... 11.875(4) 
Mineral spirits ........... 10.875(4) 
Rubber solvent ........... 11.875(3) 


Lacquer diluent 


peccuctcas (2)12.125-12.625(2 
Benzo) diluent aa 


oe sccccvcsls (2)13.125~13.625 


WESTERN PENNA. 

Ol City: 

Stoddard solvent .......... 14 
Pittsburgh: 

Stoddard solvent .......... 15(3) 


OH1O—Quotations of 8.0. Ohio for delivery to 
Ohio points: 


VBE. WagMtne ..ovccccecccecs 17. 
Mineral spirits & stoddard solvent 16.0 
Se PEED ocxses chuwecs sees 14.875 
FE, TEXAS (Truck Trnspt.) 
Stoddard solvent .......... 17.25 
CENT. W. TEX, (Track Trnspt.) 
Stoddard solvent ......... 10.5 
KANSAS (For Kans. Dest’n, only) 
Stoddard solvent ......... 11.8 
ATLANTIC COAST 
V.M.&P. Mineral 
Naphtha Spirits 
New York 
Harbor ..... 17(4) 16(5) 
Philadelphia . .(3)16.5-17 (4) 15.5-16 
Baltimore ..... meme 15.513) 
OM c.ssccee 19.844) 16.5(5) 
Providence .... ned 16.5(4) 


54 








Prices are of refiners, 


ATLANTIC & GULF COASTS 


FOB their refineries & tanker terminals and of tanker terminal operators, 


FOB their terminals. Ships’ bunkers prices are exclusive of lighterage. 





92 Oct. R 90 Oct. BR 85 Oct. R 83 Oct. K Kerosine 
District Prem. Gasoline Prem. . Gasoline Reg. Gaseline No, 1 Fuel 
N. Y. Harbor 13.85-15 13.85-14.35 (3)12.85-13.6 ecee (18) 10.1-10.2(2) 
do barges. 13.75-14.9 13.75-14.25 (2)12-13.4 eee 10(19) 
Albany ..... 14.2-15.2(3) 14.2-15.2 (3)12.7-13.7(5) 12.7-13.7(2) 10.4(9) 
Baltimore 12.9-15(2) 12.9-13.25 11.9-13.5 11.9-13.5 10.3(10) 
do barges. 12.8 12.8-13 11,8-12 ccee 10.2(4) 
Baton Rouge. éae¥ eces 11.1 9.7 
do barges. cece eces esos 11 sees 
Boston ..... 14.95-15.7 14.95-15.2(2) 13.7(7) 12.7-13.7 10.3(14) 
Charleston .. 13.3-14.475 ord — = 10.4(5) 
Corpus Christi 12.5-13.5 J < eeee 
Houston + 12.25-13.3 12.25-13.3 11.25-11.3 11.25-11.5 9.25-10.25 
do barges. 12.25-13.3 (2)12-12.25 11.25-11.3 11.25-11.5 9-9.25 
Jacksonville . 13.6(4) 13.3-13.6(2) 12.6(7) 12.3-12.6 11.1 
Miami ...... vote 13.6 12.6 sees 11.1(3) 
Mobile ...... 13.4(3) 13.4 12.4(2) 12.4 10.4(4) 
New Haven . 15(3) 15 13.5(2) 13.5(2) 10.3(9) 
New Orleans. 12.6 12 11.6 11.25-11.3 9.7-10.15 
do barges. 12.6 12 11.6 11.2-11.25 9.7-9.95 
Norfolk ° 12.9-14.6 12.9-13.2 11.9-12.3 11.9-12.6 10.5(7) 
Pensacola ... 13.4 3.4 12.4 osee 10.4(2) 
Philadelphia . 15.15-15.2 15.15 13.7-13.9 13.7 10.2(10) 
do barges. 15.05 15.05 13.7-13.8 13.6 10.1(10) 
Pt. Everglades 13.6(3) 13.6 12.6(4) ones 11.1(5) 
Portiand 15.05-15.3(3) 15.05-15.3 13.8(3) 13.8 10.4(9) 
Providence .. 14.95-15.2(3) 14.95-15.2 13.7(4) 13.7 10.3(9) 
Savannah 13.6(3) 13.32) 12.3-12.6(4) 12.3-12.6 11.1(7) 
TE acces 13.4(3) 13.3-13.4 12.4(4) 12.3-12.4 10.9(7) 
Wilmington, 
N, C. cove 13.05-14.55(2) 13.05-13.2 12.05-12.55 12.05-12.55 10.5(7) 
Diesel Ou Light Diesel 
Gas House No.5 Fuel No.5 Fuel Shore Plants Ships’ Bunkers 
No. 2 Fuel Gas OU (0-10 p.t.) (15-60 p.t.) (50 cet., 55 d.1.) (45 cet., 45 4.1.) 
N. Y. Harb. (19)9.1-9.2 9.2-9.6 (12)$3.23-3.56 $2.87 (6)9.5-9.6(2) $3.90(5) 
do barges. (17)9-9.25 9.5 (12)3.20-3.46 2.94 oees oeee 
Albany ..... 9.4(12) 9.8 3.75 oss 9.8(4) eeee 
Baltimore ... 9.2(10) 9.3 3.23(3) 2.87 9.6(5) 3.90(4) 
do barges. 9.1(5) ecee 3.2013) 2.84 cose ease 
Baton Rouge. 8.4 8.8 coe ty 8.8 3.49 
do bar ° osee osee esos i ce08 bee 
Boston sacl 9.3(14) 9.7 esos 3.2616) 9.7(5) 3.94(3) 
Charleston 9.4(5) ocoe eeo0e 2.78¢2) 9.5/2) 3.90(2) 
Houston ° 8.625-9 cece wone a (2)8.9-9 3.49(6) 
do barges .(2)8-8.5 newe 2.35 ee + ee aaa 
Jacksonville . 10.1(8) ees owes eee 17.906) 4.242(5) 
aeecece 0.1 noes énec eee 10.102) 4.242(3) 
Mobile ..... 9.5(2) véoe osee eee 9.5 esos 
New Haven . 9.3(10) “660 3.365 oe 9.705) pees 
New Orleans. 8. * 8.7(3) otes see ° &.7-9.1(2) 3.49(3) 
do a osce esee cos eres caee 
Norfolk -(5)9. 2 9.4 9.6 3.18 2.82(2) 9.9(4) 3.90(3) 
Pensacola .. TT. ctos ons 9.5 nese 
Philadelphia . 92110) 9.3 3.10-3.25(3) 3.10(6) 9.6(8) 3.90.5° 
do barges . 9.1(9) ceeoe cee eos soce eves 
Pt. Everglades 10.1(4) eoee 10.1(5) 4.24214) 
Portiand .... 9.4(9) 9.8 eeee ees 9.8(4) 4.03 
Providence .. 9.3(9) 9.7 3.24 3.24(2) 9.7(4) 3.94-4.07 
Savannah ... 10.1(7) coos ecee 2.76(2) 10.1(5) ~-«*2(5) 
Mpa ..... 10(5) é eses ° 10(6) 4.20(5) 
Wilmington, 
ig. yea 9.4(7) 9.4 9.5(2) 3.90(3) 
No. 6 Fuel No. 6 Fuel Bunker © Heavy 
Neo. 6 Fuel No Sulfur No. 6 Fuel Max. 1% Fuel Diesel 
No Sulfur Guarantee Max. 1% Sulfur Ships’ Ships 
Guarantee Barges Sulfur Barges Bunkers Bunkers 
N.Y.Harb. — 50 $2.45(13) $2.55-2.63(2) $2.55-2.60(3) $2.45(11) $3.57(3) 
Albany .... ceoe ccee cece eeee eee 
Baltimore .. 2.48(6) 2.45(4) 2.60 2.60 2.45(4) 3.57 
Baton Rouge 1.88 1.85 esos éoee 1.85(2) 3.24 
Boston ..... 2.51(9) 2.51(5) ooce ee 2.51(5) ee 
Charleston y = 2.31(3) eens esse 2.31(3) oes 
Corpus Christi 1.85 cose ose 1,85(3) 3.15 
Houston . wL $6-1. 90 1.85(7) ones eons 1,85(11) 3.24(5) 
— . 2.31(6) 2.28(6) see eves 2.28(6) eee 
coooe = 2.22(2) ease ecoe 2.22(3) see 
Mobue cosee 1.93 1.90 coos ecee 1.90 eos 
New Haven 2.47(3) 2.47 seed ave 2.47(2) “ 
New Orleans 1.88(3) 1.85(3) see osee 1.85(4) 3.24(2) 
Norfolk .... 2.43(3) 2.40(4) osoe sowe 2.40(4) coe 
Pensacola ... acne 2.10 » Kee atte 2.10 ses 
Philadelphia . 2.48(8) 2.45(8) 2.63(4) 2.60(4) 2.45(7) 3.57(2) 
Pt. Everglades 2.25(2) 2.22(2) ceve wees 2.22(3) eee 
Portland ... 2.54(2) 2.51 oe9 ase 51 . 
Providence .. 2.47(5) 2.47(2) 2.65 2.62 2.47(3) . 
Savannah 2.34(5) 2.3114) peas é¥ae 2.31(5) . 
Tampa ..... 2.19(5) 2.16(4) ee 2.16(5) oe 
sat ag ap ° 


 asduneh octane ratings, 


octane ratings, where used, are indicated by the letter ‘‘M’’. 


indicated by 





the letter “ 


are minimum ratings. Motor Method 
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Oil PRICE SECTION 





Refinery & Terminal Prices (Continued) 
PRICES IN EFFECT MARCH 3 
GULF COAST—CARGOES, DOMESTIC & EXPORT, ALL PORTS MEXICAN BUNKER PRICES 


Cargo prices are FOB ship at U. S. Gulf, minimum of 20,000 bbis., and are by refiners only to U. S. DOLLARS PER BBL, OF 159 LITERS 
other refiners, export agents, or tanker terminal operators. The figure in parentheses after each 
Price indicates the of companies quoting that price. 
—. —— (MIL-F-65572) 

e ° T 

Grade 100/130 te iatiocics adden baiednth c vouwes . 

GEE? GND 6 6cdddarcsccs ons e 7 Minatitlan 
Motor Gasoline 

92 Oct. R (Premium) 12-12 .25(2) Guaymas 

, ee cea Ty cae Manzanillo p 

Salina Cruz ....... 





11(3)-11.5 
10. — 25(2) 
10.5— 

70-72 Oct. Soe cacrcccccececeeseossccs 10-10-25-10.75 


Kerosine & Light Fuels LPG PRICES 


sage kerosine (Of refiners, FOB refineries, in cents per gal., 
=e, Fu tank cars or transport trucks) 
Diesel & Gas 


Ouls Com- Com- Indus- 
43-47 Diesel index .125-8. mercial dustrial mercial trial 
48-52 Diesel index : : . District Propane Propane Butane Butane 
See Sean inden satgry: ’ N. ¥, Harbor 7-7.5  7-7.5 ée 
Heavy Fuels—Cargoes Philadelphia . 7(2) 7(2) 
No. 5 Fuel, 0-10 p.t. $2.35(2)-$2.50 Baltimore sas oe 
Bunker C Fuel ... .. §1.75(2)-$1.85(3)-$1.90 Hastings 
Research octane ratings, ” indicated by the’ letter “R’’, are minimum ratings. Motor Method Toledo .... 
octane ratings where used, are indicated by the letter “mM, 








Posted Export Prices of Socony-Vacuum Overseas Supply Co. for Sale in Cargo Lots. 
(Prices are per bbl. of 42 U. 8. gals., exclusive of local port or other governmental charges, 29 YEARS OF RELIABLE 
Sales taxes, etc., if any; FOB point indicated, for gravities shown; 2c per bbi. differential per 
degree of gravity applies for gravities below and above those shown.) OlL PRICE REPORTING 
Type of Price Effective 
Crude ry ib or nom pie * eu This, in just o few words, Is the story of 
x ura, rabia ‘ ov. 1, , : 
181 Umm Said, ‘Qatar ’ Nov. 1. 1951 Platt’s OILGRAM Price Service. Zs 
41 idon, n ' April 1, 1951 Since 1923, it has been recogniz 
Iraq-Kirkuk $2.41 Tripoli, Lebanon lS April 1, 1951 
Iraq-Basrah $1.67 Fao, Iraq Dec. 24, 1951 throughout the industry as the foremost 
daily oil price reporting agency. It hos 
constantly been top management's major 
AVIATION GASOLINE PRICES source of oil price information, and with 
(Prices are for tank cars, barge or truck transport lots; aviation gasolines meet specification good reason. 
MIL-F-5572, unless otherwise noted. ) . « « OILGRAM has the largest staff of 
District Grade 100/130 Grade 91/96 Grade 80 oll price experts employed by any olf 
MOE, Be Wevctevsecs asiesesads 15.6-16.2 price reporting agency. 
Portland, Me, -. . + « OUGRAM is the most complete, 
ladelp TET most ehensive price eport 
Baltimore, Ma. These cb osccsdsssewssees ‘ . ‘ — . oveliatle 
Norfolk, Va. d . : to the oil man, 
Charleston, 8. 


“4 . « « + OILGRAM has the complete con 
onan. Be. a § : + , fidence of its subscribers. More than 
ninety out of every one hundred oi! men 
who once subscribe renew their subscrip 
tions year ofter yeor. 


Buffalo Detroit If you are dependent upon daily oil prices 
90 Oct, 4 Crem.) 16(2) Sea ane = in your marketing operation, you should 
| Spas eemaetanestmegee oath ees seve be an OILGRAM Price Service subscriber. 
cove 10.35-10.95 10.25 We invite you to accept o week's Trial 
or mabe 11.35-11.7  10.75-11. ments. Ther 
10.5¢4) Rite 10:35-10.95  iot0-i Subscription with ovr compli 4 
rt? . 8.65(4) 8.25(2) is no obligation on your part whatsoever. 
9.53(2) d 8.4(4) 8(3) A letter of request on your compony 
letterhead is all that Is required. 
PETROLATUMS PACIFIC COAST Write today to: 
WEerER PENNA, (In Ships’ Bunkers, Diesel Fuel Bunker C Fuel 
(Bois. 1 : Fe, 
“i ee s les8-) of Deep Tank Lots) (P.8. 200)  (P.S. 400) Platt’s 


Lily White ‘ (3)6.875 


~Hg . 3 . ¢ San Pedro, Calif. $3.44(5) $1.70(5) GRAM 
Cream White : (3)6.5- 25 San Francisco .. 3.65(4) $1.75(4) Oil 
Light Amber . 5.125- 


Amber . 4.875-5. 25 ee a ae tes ry ote Seabees Price Service 
Red “4. 75-512) . Wash. .. -86(4) $2.00(4) 
1213 W. 3rd St., Cleveland 13, Obie 











“NATURAL GASOLINE 


‘Group 3 & Breckenridge prices are to biend- 

ers on freight basis shown below. Shipments 

may originate in any Mid-Continent manufac- 
* 0 TT iL R 


Recs. ON ELLs turing district.) 


‘0B GROUP PETROLEUM CORPORATION 
ote Oils ener ere Teme | NO EPENDENT MARKETER! 


Maine to South rolin 
90, ab ery 14 VOR BRECKENRIDGE ma 0 South Carolina 
sh ST., NEW YORK CITY 16, N.Y Grade 26-70 . ...¥5.375-5 75x (Quotations) 630 FIFTH AVENUE. NEW YORK 2 w.Y 


MARCH 5, 1952 








OIL PRICE SECTION 


+ effect March 3, 1952, as posted by principal marketing companies at 

Tank Wagon Prices their headquarters offices, but subject to later correction. 
Inspection fees per gal., included in both gasoline and kerosine prices, 
unless otherwise specified, are as follows: 

Ala. 1/40c on gasoline; Ark. 1/20c; Fla. 1/8c; Ill, 3/100c; Ind. 

2/25¢; Kans, 1/100c; La. 1/32c; Minn. 5/200c; Mo. 1/25c; Neb. 2/100c; 
Nev. 1/20¢; N. C, 1/4c; N, D. 1/20c; Okla. '2/25e; 8. C, 1/8; 8. D. 
1/40c; Tenn. 2/5c; and Wisc. 3/100c. 





Prices for gasoline do not include tazes; they do, however, include 
inspection fees as shown in next column. Gasoline taxes, shown in 
separate column, include 2c federal, and state tazes; also city and 
county taxes as indicated in footnotes. Kerosine tank wagon prices 
also do not include taxes; kerosine taxes where levied are indicated in 












f Di ts, if any, are shown in footnotes. These prices in Kerosine inspection fees only: Ala. 1/2c; Iowa 1/50c; Mich. 1/5c. 
ATLANTIC Atiantie CALIFORNIA = |. CHEVRON ESSO Esso 
White Flash (Regular) Av. 80/87 Gaso- (Regular Grade) 
REFINING egae Sate Hew 8 STANDARD T.T. 7.7. line STANDARD Kero- 
No. 1 No. 2 400 Gals. 2 over Taxes Dir. Cons. sine 
Dir. = Fuel Fuel San Fran., Cal. ... 14.5 18.0 6.5 : T.W. T.W. Taxes T.W. 
T.W. T.W. Taxes T.W. T.W. Los Angeles ...... 14.0 17.5 65 Atlantic City, N. J. x14.6 14.6 5.0 13.2 
Allentown, Pa..x14.3 x14.3 7.0 14.0 ‘12.8 PUOURG “oh: .cenccue 20.8 19.2 6.5 Newark ........... x14.6 14.6 5.0 3a 
Altoona ...... 15.6 15.6 7.0 14.55 13.15 Phoenix, Ariz. .... 17.2 20.7 7.0 Baltimore, Md. .... 14.5 14.5 oP aw 
EN hnete<> as 15.7 15.7 7.0 14.55. 13.15 Reno, Nev. ....... 17.0 20.5 7.5 Cumberland ....... eee ee ee 
Greensburg ... 15.6 15.6 7.0 14.55 13.15 Portland, Ore. .... 15.0 18.5 8.0 Washington, D. C.. 149 14.9 rr oy 
Harrisburg ... 14.3 14.3 7.0 14.0 12.8 Seattle, Wash. .... 15.0 18.5 8.5 Daavem, Va. ...-. Ee Tee 2. Sas 
Philadelphia ..x13.7 «13.7 7.0 13.4 12.2 Memeees . .. cdacees 17.& 21.3 8.5 Petersburg .......- 15.0. 15.0 8. - 
Pittsburgh .... 15.6 15.6 7.0 14.55 13.15 Tacoma .......... 15.0 18.5 8.5 NOFfOlK ---+e-+s0s- ee: cee oe 
Reading ...... x14.3 x14.3 7.0 14.0 12.8 Boise, Idaho ...... 17.7 23.2 8.0 Richmond ......... 4.5 14.5 oe a. 
Scranton ..... 14.3 143 7.0 4143 13.1 Salt Lake, U. .... 15.4 19.4 7.0 Roanoke .......««+ 16.3 16.3 .0 = 
Wilkes Barre.. 14.3 14.3 7.0 14.3 13.1 Honolulu, T.H. ... 15.3 18.8 8.5 Charleston, W. Va.. 16.1 16.1 y = 
Williamsport .. 15.0 15.0 7.0 14.3 13.1 Fairbanks, Alaska. 27.1 30.6 4.0 Fairmont .......-. 16.1 16.1 0 =. 
WOR ccccdeses 144.3 143 7.0 13.7 12.5 Ei tn Raine 16.3 19.8 4.0 Parkersburg ...... 16.0 16.0 7.0 4. 
Wilmington, Wheeling .......-. 16.0 16.0 7.0 144 
Del. .......-213.7* 213.7 7.0 13.4 12.3 Standard Charlotte, N.C. ... 15.4 15.4 9.0 13.9 
Bridgpt., Conn. 14.8 14.8 6.0 se a Kerosine Diesel Standard Hickory .......++.- 15.8 15.8 9.0 141 
Hartford ..... 11.4 13.4 6.0 12.8 T.T. FurnaceOli Stove oll BR, AMT... c'sercee 16.0 160 9.0 144 
New Haven ... 14.8 14.8 6.0 12.3 40/199 7.T. T.T. Raleigh .......++++ 16.0 16.0 90 146 
Boston, Mass. . 14.9 14.9 6.3 12.6 gals. (400 gals. or more) Salisbury ......... 15.3 15.3 9.0 13.7 
Fall River .... 14.9 14.9 6.3 ae (ex all taxes) Charleston, 8.C. .. 145 1445 9.0 ... 
Springfield .... 15.6 15.6 6.3 13.3 San Fran.. Cal 18.5 10.9 12.4 Columbia ......-.-. 15.9 15.9 9.0 ees 
Worcester .... 15.1 15.1 6.3 12.8 Los Angeles a 18.0 10.4 11.9 Spartanburg ...... 14.9 14.9 9.0 ces 
Prov., R. I... 14.9 14.9 60 ... 12.5 Seine ce 19:8 Se 4 New Orleans, La. . 13.3 13.3 11.0 128 
Camden, N. J.. 11.6 13.6 5.0 13.2 12.2 Susans Astin 21:2 13:9 354 — ae ae aoe. ee 
Newark .. .11.6 13.6 5.0 13.1 12.1 ene. Sev. 21:1 13:8 15:3 15.1 15.1 11.0 13.7 
Albany, N. Y.. 14.7 14.7 6.0 13.5 12.2 Portland Ore ae 20.5 115 = 13.8 13.8 11.0 13.1 
Binghamton .. 15.8 15.8 6.0 14.7 13.3 Seattle, Wash... 205 11.5 eee 154 154 11.0 13.5 
Buffalo ....... 15.5 15.5 60 14.8 13.6 Geen bone Oe 11.6 sat 139 139 110 131 
Elmira ....... 15.8 158 60 148 13.4 Tacoma tists 20'5 11.5 . 15.3 15.3 9.0 13.7 
Rochester 15.5 155 60 14.8 13.4 Boise, Idaho va 28.8 153 6's 15.0 15.0 9.0 13.5 
Syracuse ..... 15.4 —. $3 og be Salt Lake, eye 16.5 13.0 13.5 = 2 oe 4 
Watertown .... 16.6 16. ‘ 0 * sigs . . . . 5 . 
Baltimore, M4. 14.5 14.5 7.0 ... 122 fren Tr. ‘Alas . 2s 11.7 . Little Rock, Ark... 15.9 159 85 148 
Richmond, Va. 14.5 14.5 8.0 14.0 12.6 Soret 21.8 ones wee " Naphthas-T.W. & Steel Bis. 
Charlotte, N.C. 15.4 15.4 9.0 13.9 12.6 ey Att ‘ ‘ en Fah Min. Spirits V.M.&P. 
Jacksonville, Taxes: Newark, N. J. 
Fla, ...-++++ 15.2 15.2 9.0 Boise—Sc gas tax applies to motor fuel 3,600 gals, & over... 17.0 18.5 
only; avgas taxes are 2c federal, 2.5¢ state. Steel bbis. ......... 23.0 2.5 
Mineral Spirits V.M.&P. Salt Lake—7c gas tax applies to motor Baltimore, Md. 
T.W. T.W. fuel only; avgas taxes are 2c federal, 4c —— = & over... =. 
Philadelphia, Pa. ... 16.5 18.0 state. eel bbls, ....-..+++ . 
Pittsburgh .......... 20.0 21.0 Honolulu—8.5¢ gas tax applies to motor fuel Washington, D. C - 
only; avgas taxes are 2c federal, 4c terri- 100-499 gals. ....... ed 
Heavy Fuel Otls—T.W. torial. Standard Diesel/furnace oil price is 500-3,599 gals. ..... : 
No. 5 No. 6 ex ic territorial liquid fuels tax. T.T. vf bmg & over 16 : 
prices are ex Hawaiian gross income tax of a eee en ent pas 
Philadelphia, Pa. ....... 8.48 6.90 1% to resellers, 25% to consumers. FUEL OILS—T.W. 
Notes: No.1 No.2 No.4 No.6 
Kerosine—Thru Penna, & Del., add 2c Notes: Atlantic City, N.J. 13.2 12.2 
gal, for t.w, deliveries of less than 25 gals. Gasoline—For other deliveries of Chevron Newark, N. J. .-. 13.1 12.1 $3.754 $3.006 
at one time. Camden—aAdd ic for deliveries of (Regular) and Chevron Aviation 80/87, add to Baltimore, Md. .. 13.1 12.2 3.69 2.94 
100-299 gals., 2c for less than 100 gals. 400-gals.-and-over price 1.0c for 40-199 gals. ; Washington, D. C. 13.5 12.6 3.85 2.89 
Mineral Spirits prices also apply to Stod- 0.5¢ for 200-399 gals., except for deliveries to Norfolk, Va i ae ee 
dard Solvent. Marine trade in Alaska (excluding Chevron BIRVEED oc ccccce ces 23.8 . ° 
Effective dates: x March 3; * Correct price , Aviation 80/87) where 0.5c differential applies Petersburg ...... 14.3 12.9 ° ‘ 
eff. Feb. 6 was 12.4 “to 40-399 gal. delivery; for less than 40 gals. Richmond ....... 26.0 38.6 6s . 
add 4.0c gal., except at Honolulu add 4.5¢ for Rap a a Ee ee 13.7 r 
less than 40’ gals, to Marine trade and less Charlotte, N. C 13.9 12.6 ° 
= a to fey ete Prises for Hickory ..... pose BO% EBS ° 
’ evron ation a t e City ap- DD wewtvecce 14.6 13.5 ° ° 
CONT’L ‘N.. 3. Prices are Continental’s ply to all quantities in excess of 40 Charleston, 8. C.. .. or Goce 
OlL orice yy Prices for Chevron Supreme (Premium) are Columbia ........ ....  * oer 
prices may vary from 2.0c gal. higher than Chevron (Regular) for Spartanburg ..... .... 4 


because of local conditions.) 
Conoeo Demand 


N-tane (3rd Gaso- Kero- 
(regular) Grade) line sine 
Tank 





quantity delivered, except at Salt Lake which 
is 1.5¢ gal. higher. For less than 40 gals. de- 
liveries, add 4.5c gal. to 400-gals.-and-over 
price, except at Honolulu, add 5.0c gal. for 


4 12. 
Taxes: Louisiana kerosine prices” ao not. in- 
clude ic state tax. 
Notes: 


Kerosine No. 1 — Atlantic City prices are 





Wagon Taxes T.W. less than 40 gals. (Marine) and less than 100 for deliveries of 300 gals. or more; add 1c for 
Denver, Colo. ... 14.8 13.8 8.0 14.7 gals. (Shoreside). Add to Chevron Aviation 100-299 gals. 2c for less than 100 gals. 
Grand June. .... 17.2 16.2 8.0 17.1 80/87 quantity delivered prices, 2.0c for 91/98, No. 6—Washington price is for min. delivery 
epee 15.6 14.6 8.0 15.5 5.0c for 100/130, and 8.0c for 115/145. of 1,050 gals.; for min, delivery of 2,500 gals. 
Casper, Wyo. ... 15.7 14.7 8.0 15.0 Kerosine—T.T, prices, except at Salt Lake price is $2.83 per Dbl. 
Cheyenne ....... 15.7 14.7 8.0 15.6 City, apply to deliveries of 40-199 gals. For x Effective Feb. 29. 
Billings, Mont, .. 17.0 eves 8.0 16.5 other deliveries: less than 40 gale., add 4c; 
a Oe eee 18.0 oeee 8.0 18.2 200-399 gals., deduct 3c; 400 . & over, 
Great Falls ..... 17-0 .... 8.0 18.2 deduct 4c; tank car-truck trailer, deduct 5.5¢.  MPERIAL {Prices are per imperial gal. ; to 
Helena ......... 17.5  .... 8.0 18.2 Salt Lake City posted tank truck price is for arrive at price per U. 8. gal., 
Salt Lake U. ... 16.6 .... 7.0 16.5 minimum 40 gal. detiveries, OlL oneen ae 
=o Falls, Ida.. 19.1 18.1 8.0 19.2 Standard Diesel/Furnace Of1 &@ 8 aan ——— 
Rosen” : N. = P =? A 3 ae a Stove Oil—T.T. prices are for deliveries of 400 Dealer Gasoline sine 
Santa Fe ....... BA. 3. 68 ms Se es saeeie on deliveries: 40-199 T.W. Taxes .W. 
Muskogee, Okla.. 13.7 12.7 8.5 12.9 , ae” et See Ces: ee St. John’s, Nfld, .. 25.1° 14.0 25.1 
Oklahoma City .. 13.5 12.5 8.5 13.1 ® - ' Halifax, N. 8. .... 21.6 15.0 23.6 
TU ccecéecesa Seem 12.5 8.5 12.5 St. John, N. B. 21.6 13.0 23.6 
: Charlottetown,P.E.I. 23.6 13.0 25.6 
Gasoline tax column includes these city taxes: HUMBLE _——_ py Kay jas = or aH 
Albuquerque & Roswell, 0.5c; Santa Fe, ic; Ol Gaso- Kerosine Hamilton, Ont. .... 22.6 11.0 2.6 
Cheyenne, 1c; Casper, ic. Regular line Tank Re- ME. oes 4 : . 
° T.W. Retail Taxes Wagon tail Winnipeg, Man. ... 23.0 9.0 27.0 
Discounts: Dallas, Tex.. 14.0 19.0 6.0 12.8 17.0 peejaom, Man. HH a 
Salt Lake City and Twin Falls gasoline Ft. Worth .. 14.0 19.0 6.0 12.8 17.0 Regina, Sask... 21.5 (10.0 23.5 
Seon 500 pale BO eee i enn ot lems = Houston .... 14.0 19.0° 6.0 13.8 17:0 Calgary ae 21:3 10:0 23.3 
400 gais. Pn eg mg San Antonio. 14.0 19.0 6.0 12.8 17.0 Edmonton, Al .. 20.0 10.0 22.0 
Notes: Vancouver, 22.0 10.0 24.0 


TW. prices are to consumers and dealers. 


T.W. prices are to all classes of dealers 
consumers. 


E 








, m Cc, 
(*) Price is for ‘Esso Extra (Premium). 
Taxes: Gasoline taxes are provincial taxes. 
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Oil PRICE SECTION 
Tank Wagon Prices (Continued) 





SOCONY VACUUM 


Grade Grade Mobiigas ( a" Grade) 
30 91 Cons. Dir. Dir. Mobil pe 
T.W. T.W. To. TSK. Ff. Ty. T.c. Yard 


- 
2 


New York City: 
Manh, 


10. 


we: 


Jamestown 

Mt. Vernon 
Plattsburg 

Rochester 
SED bp cncetess.ce 
Bridgeport, Conn, Se 
pee 
Hartford 

New Haven 


: Om: COmN: Maane 
1 NO! HOR mAO meow 


: en) We NNSA DOe: @w- 


Boston, Mass. 
Concord, N. H. 
Lancaster 
Manchester 
Portsmouth 
Providence, R. 
Burlington, Vt. 
Rutland hdc ecee eves bese 
Tank Wagon Prices Buffalo 
PFS er bent 18.5 
V.M.&P. Naphtha ... 20.5 18.5 
Taxes: N.Y.C. prices do not include 3% city sales tax applicable to price of gasoline (ex tax). 
Discounts: 

Mobil Kerosine—Mt. Vernon T.W. less 0.5¢ for deliveries of 300 gals or more. 

Mobilfuel Diesel—All points, 0.5¢ for T.W. deliveries of 800 gals. or more. 
a Vernon T.W, less 0.5¢ for deliveries of 300 gals. or more. 

Syracuse V.M.&P. price is in steel barrels. Jamestown T.C. prices are delivered prices; all other T.C. prices are FOB bulk terminals. 


OHIO STANDARD 


Wim bona: toto rer: mH. 
1 mbes tee: Come: we: - 


Usorwaovaro: 


22.8 


SOSSSOOMWSOSOSSOOOOSOOOOSOOOSOSO 
RO DR HOON ML tem OH OME OA 
SHUR wawaNben: Se BAIOOwNH eee 


RO DRM COND, to DRO Om MOA 


Naphthas & Solvents—Cons. T.W. 
Sehio Sohioe ° D.C. V.M.&P. Sohio 
Gasoline Avia. s h- Naph- Varno- 
Taxes 91 t lene 


Akron 
Canton 
Cincinnati 
Cleveland 
Columbus 
Dayton 
Lima 


& 


20. 


ee 
Portsmouth ........ 
Toledo ° ¢ : 
Youngstown .9° .9* .o 
Zanesville .... 6.0 22. 26. 20.0 21. 13.9° 13.9° 12.9° 
Taxes: Hangar operators can purchase aviation EF a less 4 per of. State Road aa by supporting purchase with State Tax Exemption Form 
A-10 to supplier. 
Discounts: Sohio Aviation—on contract to hangar operators and resellers, 2c off consumer t.w. 
Kerosine, Nos. 1 & 2—Prices with asterisk (*) are for t.w. or drum deliveries of 100 gals. or more; less than 100 gals., 0.5c higher. Prices at 
other points are for t.w. or drum deliveries of 50 gals. or more; less than 50 gals., 0.5¢ higher. 
Naphthas—To contract consumers off t.w. prices (except Lucas County) 300 to 999 gals., 0.5¢; 1000 to 2499 gals., 0.75c; 2500 to 4999 gals., 1c; 
5000 or more gals., 1.5c. Lucas County: less than 50 gals., tank wagon price, 50 to 249 gals., 0.5c; 250 to 499 gals., 1c; 500 gals. or over 1.5c. 
Notes: Renown (third- ~grade) gasoline prices are same as-X-Tane unless otherwise noted. 8.8. prices are at company-operated stations. 


INDIANA STANDARD 
Tank wagon prices listed below were obtained by NPN correspondents who visited Standard of 
Indiana bulk plants where the company’s prices are publicly posted. Kentucky 
<a ee 


1-99 100 gals. 100-174 175-849 850 gals. 
gals. & over gals. gals. & over 


20. 
20. 


0 
0 
.0 
.0 
.0 
0 
0 
0 
0 
0 
0 
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Chicago, Ill. ... 
South Bend, Ind. 
Detroit, Mich. 
Mpls.-St. Paul . 
Des Moines, Ia.. 
St. Louis, Mo. 
Wichita, Kans, . 
Omaha, Neb. 
Fargo, N. D. 
Huron, 8. D. 
Milwaukee, Wisc." . 15. 6 
. 


Fuel oe mi. 


Covington, Ky. 
Lexington 
Louisville 


te 
om. 
wo 


Vicksburg 
Birmingham, Ala. 
Mobile 
Montgomery 
Atlanta, Ga. 


AIANNIAPABAS 
eecoocoscousco 
oe. 
Peavehe: 
SVaeONar: aw: 
tne 
Seoevaenwmwmnmoorrocveveo 





eeoseooooooooooooo 
eoaearuunawe 


. 
— 


eesesereesss 


Gasoline tax column includes these city & 
county taxes: Mobile, 2c city; Birmingham, ic 
county; Montgomery, ic city & lc county; Pen- 
sacola, lc city. Other taxes not included in 
prices: Georgia, kerosine, ic; Montgomery, 
kerosine lc; Mississippi, kerosine 0.5c. 


750 > ‘ 
Taxes: St. Louis, Mo., gasoline tax includes 1 
city tax. Des Moines, Ta., kerosine and furnac: 
oil prices do not include 4c state tax. State =A 
sales, occupation, consumer & use taxes to be San Antonio .... 
added where applicable. Dest Arthur .... Notes: 

* «“Temporary’’ price. 

x Correct for Feb. 25 also; shown incorrectly ae of consumers with mit Consumer t.w. prices are same as net dealer 
in Feb. 27 NPN. 50 gals. prices. 
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Pennsylvania Oil Other Than Lubes at Refineries Dealer and Service Station Prices for Regular-Grade 





























(Compited by National Petroleum Assn. from report of all region Gasoline in 50 Representative Cities*** 
refiners. Figures in bbis.) _ ' » 
men St, Sete FEBRUARY 1, 1952 \ 
1951 1951 —_————— Cents Per Gallon ———_____—__ 
1. Naphthas & Gasoline Dealer’s Indicated Gasoline Tax Service 
(1) Straight run, unblended and/or unleaded, Net Price Dealer (Inc. 2¢ Station 
for sale as motor fuel ciphe tein thukswends 2,633 2,814 City (Ex Tax) Margin? federal tax) (Inc. Tax> 
(2) Naphtha and gasoline, for sale for blending Average United States .. 15.14 4.90 7.32 27.36 @ 
or further refining or held at refinery for Portland, Me. ..... -» 15.00 3.90 8.00 26.90 | 
further distillation, reforming, a or i Manchester, N. H. ...... 15.30 3.60 7.00 5.90 | 
ME, aedicapesieany sesecss 198,873 192,609 Burlington, Vt. ......... 15.60 5.20 7.00 7.80 
(3) Below 65 octane, not included in (1) or Boston, Mass. .......... 14.90 5.30 6.30 26.50 | 
(2) above .. teens + tttses  seeees Providence, R. I. ....... 14.90 5.10 6.00 26.00 | 
(4) 65 octane and above ..... .ees 323,962 246,786 Hartford, Conn, ........ 11.75 3.15 6.00 20.90 | 
2. Salable naphthas other than motor ‘fuel ‘mate- > Sl eee 15.50 5.50 6.00 27.00 } 
rial (does not include refinery process — 9,398 7,315 New York, N. Y. ...... 14.70 6.80 6.00 27.50 i | 
3. Kerosine .. ae 104,689 112,686 Newark, N. J. ........-. 14.60 0.30 5.00 19.90 
4. 36/40 gas oil (include ‘furnace WESC os Gods ins 52,278 58,018 Philadelphia, Pa. ee 9.40 3.50 7.00 19.90 / 
5. Fuel Oil (not reported above) . ee 61,206 60,304 Dover, Del. ..... Se ae 5.70 7.00 27.10 
6. Oils held as cracking vam charging “stocks .. 235,745 284,707 Baltimore, RS Seay 14.50 5.50 7.00 27.00 i | 
7. Non viscous neutral .. : . wee 15,822 13,888 Washington, D. C. ...... 14.90 4.70 6.00 25.60 | 
8. Wax distillate .. , Swew cSewetneedrechc cee 80,651 88,406 Charleston, W. Va. ..... 16.10 7.10 7.00 30.20 
9. Crude petroleum . ie wriba p eyeaere ape 25,303 26,117 Norfolk, Va. ........... 14.10 6.10 8.00 28 20 
10. Wax (Ibs. ) . 8,194,822 9,620,855 Charlotte, N.C. ........ 15.40 2.50 9.00 26.90 
Charleston, 8. C.-....... 14.50 6.00 9.00 29.50 
Atlanta, Ga. ........... 15.90 5.60 8.00 29.50 
Jacksonville, Fla. ...... 15.20 5.30 9.00 29.50 
Birmingham, Ala. ...... 15.70 5.60 9.00 *30.30 : 
v : P ¢ ‘ ‘i Vicksburg, Miss. ........ 15.20 6.70 9.00 30.90 i] 
Pennsylvania Lubricating Oils at Refineries Memphis, Tenn. ........ 15.00 5.50 9.00 29.50 i} 
(Complied by National Petroleum Assn. from reports of companies re Youngtown, Ohio’ ..... ines 430 8.00 25.80 
eg Pennsylvania Grade crude sures in bbis. of 42 » gals.) South Bend, Ind. ....... 16.50 5.00 6.00 27.50 i] 
Total In- Total In- er 4.46 6.00 25.96 | 
Pro- ventory Pro- ventory Detroit, Mich. .......... 13.40 5.16 6.50 25.06 ' 
duction Dec. 31, duction Nov. 30, Milwaukee, Wisc. ..... - 16.10 5.30 6.00 27.40 : 
Dec., 1951 1951 Nov., 1951 1951 Twin Cities, Minn, ...... 15.50 5.00 7.00 27.50 f 
1. Raw long residuum . ee was'een secsee 8 8 Eeeese eveees eof = b. +i AL onties a red ta aan H 
2. 600 steam refined stock .... 212,931 83,291 231,276 96,777 ian: ae Co == yo 4 == i 
3. Other steam refined stock ... 51,155 41,031 31,801 36,711 De: , AR Pl hak Sl Brad t 1 r . 
Ss Moines, Iowa ...... 15.40 4.90 6.00 26.30 
° eee ee oe St. Louis, Mo. .......... 15.20 4.70 5.00 *24.90 
5. Bright stock ... 166,462 182,924 172,378 176,912 ae oe rr He a4 
6. Viscous neutral, below 180 vis. Little Rock, Ark. ....... 15.90 5.60 8.50 30.00 
but not below 142 vis. @ 100 116,053 110,928 114,399 108,266 N » 4 De telah be I , ' % 
- ‘ ew Orleans, La. ..... 13.30 5.80 11.00 30.10 
yar? gn a ieatinaallindie oe ag geese me Houston, Tex. .......... 14.00 5.00 6.00 25.00 
Pre ane Y $0 WV as . . — i Albuquerque, N. M. ..... 16.00 5.50 8.50 **30.00 
Denver, Colo, .......... 14.80 5.20 8.00 28.00 
Casper, WO. ..6escseeee 16.00 6.90 8.00 *30.50 
A DG BUM Sc dees codes 16.00 4.50 8.00 28.50 
TUGSe,-- BOGS fice csieves 17.70 2.00 8.00 jap 
. * Salt Lake City, Utah ..1t15.40 5.10 7.00 7.50 
District 5 Demand Reno, Nev. i oe 17.00 5.00 7.50 29.50 
(California, Oregon, Washington, Arizona and Nevada) Phoenix, Ariz. . nese eeee 17.20 4.60 7.00 28.80 
sand , San Francisco, Calif. .... 14.50 4.80 6.50 25.80 
CS ae ee oe ee ee ieee, Se Portland, Ore. ........-. 15.00 5.50 8.00 28.50 
Dec., Nov., Dee., Spokane, Wash, ........ 17.80 5.00 8.50 31.30 
1951 1951 1950 centipllamestien 
Gasoline and Naphtha .................. 392 422 384 * Includes city tax of 1c per gal. 
Liquefied Petroleum Gases ......... ice 38 31 25 ** Includes city tax of 0.5c¢ per gal. 
Kerosine and Kerosine Distillates ....... 8 5 6 *** API figures as reported by The Texas Co. i 
Lubricating Oils and Distillates ......... 18 15 17 t Editor’s Note: Where there are price wars these indicated margins 
Stove Oil and Diesel Oi] ................ 204 177 159 do not necessarily show what the dealer is actually realizing per gallon 
Fuel Oi] .. retest alae om. & 424 400 352 of gasoline sold. Special allowances temporarily are being granted to 
Asphalt and oN ae Ae hceatiaan Rl ys ite 17 29 22 some dealers hit by the subnormal retail prices. 
tt Applies to deliveries of 400 gals. and over. 
Production of Natural Gasoline Net Stocks of Pennsylvania Crude Oil | 
(Bu of Mines figures in bblis., 000 omitted) (Compiled by National Petroleum Assn, Figures in bbls.) / 
Dee., Nev., et es tS Te 
1951 1951 . ‘i ss 
Bast Coast ....... AS WOBMOTIER~ cos occ c ccc ce caas 227,501 284,656 274,317 
W. New York 6 “a bed ini, aks me Trane aes Pipe Line and tank farm .... 1,206,203 1,309,230 1,387,998 
tates... Bee eae s ene 23 22 WE: fang vleccune votes 1,433,704 1,593,886 1,662,315 
West ie Meoahwoaks éiesabe ha p 459 518 1 
Ohio ... Veule 0ck 00% cong wadw as 5 6 | 
eo ee, 250 Midwestern Lubricating Oils cia 
CO ES nr ; aro} Ae 2 2 (Compiled by Western Petroleum Refiners Assn, from figures of 14 
— eeseeees esebeseess ese ae ; a . = reporting companies; figures in bbls. of 42 gals.) 
a RS ee Se eee EA EES ,629 . ’ 
UMN - 8 be ca ceaieuy eves stk ibabeaeee tes: ae 9,628 eannceinee: eae 
BCD... . csaigen obs i RR) Sets ee 2,351 2,268 " 
z Total Solvent Total Solvent Paraf Re- 
East Texas ........... Ceccppsacdes we gba 986 996 Bright Bright Viscous Viscous fin fined Biended 
ooony ~ Tage teeters Sete ce sen poiogae a —— Stock Stock Neutrals Neutrals Olls Stock Oils 
RE POSE re cae 2,988 2' 866 Production .... 360,338 286,171 591,233 506,635 147,683 12,117 595,542 
ED La cirieshaleoeee wes Sat enetees 208 189 Shipments: 
ERT SRI rae ay ee 1,980 1,986 Domestic ... 265,314 225,600 510,485 428,185 119,290 18,350 528,549 
DDS AS RS SL aa te AS o 174 805 Export ...... 41,489 21,930 13,706 13,681 348 165 56,982 
A er wae bu esé's eeenin’e 1,206 1,181 TOTAL ... 306,803 247,530 524,191 441,866 119,638 18,515 585,531 
NN See oe FAS deere ke oes 100 102 Inventory 
New Mexico ............ ener betwen 497 471 Des, B12 ...c0ss 355,401 ~~ 785,893 660,257 159,020 44,418 384,640 
CED pe cecowccsesasecedesssdnceverbunces ° ° Days Supply*.. 32 40 40 
DP nota i«npwedes Gadenw es a pene alee ° bd DECEMBER 1950 
PEN, “Soccwectseetiseeess S ocbeeaivetbevs.c 29 2 27 Production .... 318,210 235,229 613,333 526,093 150,125 28,928 566,148 
WED wv asscvers Pe RY Arr reer ne et Pere ° ° Shipments: 
he ane odd 0btnds oe tanbane teeth os es 0 *241 *238 Domestic .... 242,439 180,408 515,304 428,554 129,367 ne 
SL +6 Cameo dn ob eb lnctsws rans vst sd eee 2,701 2,492 Export ...... 19,066 13,478 17,231 16,765 714 25,623 
TOTAL ... 261,505 193,886 532,535 445,319 130, 061 18, B72 562,734 
OE - sp da nd.0 bbe 6680 de ce vece sobwdesupees 18,925 18,146 Inventory 
TOG BUCOGGD 6 ok ccc ccc cdccsccccisitesess 610 605 Des. BE .cesces 295,988 230,252 604,153 485,749 124,074 48,949 274,963 
enonaictanienpmnn Days Supply*.. 31 31 32 30 
* Colorado, Nebraska and Utah gasoline products included with Wy- —_——_———_ 


oming. * Thirteen companies. 
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DISPLAYED: Advertisements set in special type or with border— 
$13.50 per column inch. 
UNDISPLAYED: “For Sale” M.. —-- 48 to Buy”, “Help Wanted", 
“Business portunitie: aneous classifica: - 
tions set in type this size without border-30 cents a word. Minimum 
charge $7.50 per insertion. 


CLASSIFIED 





“Positions Wanted'’"—15 cents a word. Minimum charge $3 per insertion 
Box number counts 2 words. Copy must reach us by Wednesday 
preceding date of issue. 


All classified advertisements are payable in advance. 
No agency commission or cash discounts on classified advertisements 





For Sale 


FOR SALE: 1947 WC20 White with 4250 gal- 
lon 3 compartment Fruehauf, 3” throughout. 
Both perfect. Price $2750.00. BRUCE E. 
HACKETT CO., 621 West 58th St., Kansas 
City, Mo., Hiland 1385. 





MULTI PUMP BULK STATION 
FOR SALE 


Heating Oil, Gasoline, and Real Estate 
Location: New England 
Volume over 600,000 galléns at retail. 
Bulk plant—48,000 storage, garage and 
warehouse 60x80, fireproof; 300 foot 
frontage main highway. Controlling in- 
terest in corporation—$34,000. 

X 613 





For Sale 


FOR SALE: 1947 Dodge, 2 ton, 1320 gallon, 
5 compartment tank, power take-off, pump, 
hose and meter. $1485.00. PENN ECONOMY 
OIL CO., Bedford, Pa. 


FOR SALE: 
trailer 


One Heil 
capacity 5040 


1941 tank, 7 compt. 
gallons with 1944 
Brockway Tractor Model #154W, 1000 x 20 
tires, in perfect condition. Price $3950.00. May 
be seen at UNITED PETROLEUM PRODUCTS, 
710 Rhode Island Ave., N.E., Washington, 
D. C, or call DuPont 2327. 


OIL DISTRIBUTING BUSINESS, South Cen- 
tral U. 8S. on Highway 67, major products, 
most all new equipment. Bulk plant, ware- 
house, service station, trucks. ‘51 gallonage— 
720,000. Plenty room for expansion, $35,000.00 
will handle. Reason for selling, iliness of 
owner. Records open to responsible persons. 
BOX 620. 


Position Open 


CONTROL CHEMIST WANTED. One with 
knowledge of lubricating greases, oils and com 
pounds preferred. Good working conditions 
pension plan and opportunity for advancement 
Our employees are aware of this advertisement 
BOX 626. 


For Sale 


FOUR NEW 4000 
underwriter label, 
Location—Georgia. 
625. 


gallon underground tanks 
and openings for two pumps 
Reasonable Reply BOX 


FOR SALE: 1946 Chevy COE, 2 ton 
with 1500 gallon 6 compartment streamlined 
late model Columbian tank, pump and Brodie 
meter. Price $2350.00. BRUCE FE. HACKETT 


CO., 621 West S8th St., Kansas City, Mo., 
Hiland 1385. 


perfect 





An advertisement in NPN‘s Classified 
Section will bring you quick, effective 
results at low cost. 

NATIONAL PETROLEUM NEWS 
1213 West Third St. 
Cleveland 13, Ohio 

WRITE TODAY 








FOR SALE 


5000 gallon one compt. tank, late model. 
2070. 

$000 gallon three compt. tank, late model. 
$2270. 


5000 gallon tandem axle. $3170. 
Above tank less rubber 


BOX 624 








AVAILABLE AFTER MARCH 15 
50—Model A-38 National Gas Pumps 
Due to remodeling, these pumps will be 
sold at $125.00 each, 

PERFECT POWER OORP. 
747 S. State St. Chicago 19, ll. 














Mid-Continent LP-Gas Offerings Rise 


NEW YORK-—Supplies of liquefied petroleum gases 
were readily available in Mid-Continent at generally 
posted prices, with “one or two lots of propane offered 
below,” according to reports of marketers Feb. 27. 

“It’s a little early for price declines,” one producer de- 
clared, adding that quotations in other years have eased 
in late March or early April. 

Prices of principal producers were reported unchanged 
—Ac for propane, 4.5c for butane-propane mix, and 5c 
for butane, FOB Group 3. A few quantities of pro- 
pane reportedly were available for early spot shipment at 
3.75c. 


Price Ceilings Rise Along N.Y. Canal 


WASHINGTON — Office of Price Stabilization has 
granted ceiling price increases ranging from 0.1c to 0.4c 
per gal. at various distribution points along Hudson River 
and New York Barge Canal on kerosine, distillate heating 
oils, Diesel fuels and gas enrichment oils in Supplementary 
Regulation 6 to Ceiling Price Regulation 17. 

Order effective March 8 was issued to allow higher 
transportation cost pass-through. 


Following increases are allowed at these New York 
points—in addition to increases of 0.2c a gal. at Burling- 
ton and St. Albans, Vt.: 


; 
By 


Terminal Points 
Binghamton 
Johnson City 
Willow Point 
Buffalo ... 
Tonawanda 
North Tonawanda 
Kenmore 
Batavia 
Elmira 

Big Flats .. 
Watkins Gien 
Geneva ..... 
Ithaca 
Cortland 
Olean 
Wellsville 
Rochester 
Pittsford 
Wayland 
Gates 

Chili 

Palmyra . 
Waterloo ... 
Brockton 
Weedsport 
Clyde 
Syracuse 
Brewerton 


Terminal Points 
Baldwinsville 
Cold Springs 
Liverpool .. 
Three Rivers 
Amsterdam 
Fonda ‘ 
Fultonville 

Fort Plain 
Little Falls 
Fort Edward 
Fort Ann. 
Dunham's Basin 
Northumberiand 
Ogdensburg 
Clayton 
Plattsburg . 
Rome .. 
Sackets Harbor 
Schenectady 
Scotia 

Cohoes .... 
Utica 

Marcy 
Westport 
Whitehall . 
Montcalm Landing 
Port Henry 
Crown Point 


2 


29 
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Summary of River Barge Commercial Shipments from Gulf Coast—December 1951 


(Figures in bbls. 
Crude Oil Gasoli K i 





From gee to: 
DIST. eee ee ee OF ced iae 43,309 
ey ae via 193,825 
193,825 


18,167 
442,139 


114,515 


96,489 
689,326 


DIST. 3 
TOTAL RIVER BARGES 1,394,774 


MARCH 5, 1952 


From data prepared by Department of Interior, Oil & Gas Division) 


Heating Oil 


7,665 
315,252 


Gas Oil Fuel Ol 
249,269 


213,935 


Lubes 
46,642 
33,234 


Total 

és aa 366,340 

35,006 1,233,391 

1,198,737 
34,654 
114,515 


35,006 213,935 


183,169 
3,021,275 
24,072 
2,887,560 
100,643 
324,287 


377,499 


210,792 
179,158 
31,634 


1,647,132 


785,755 


911,208 6,936,276 
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Next month 
will see the start 
of acampaign for 
oil filter and re- 
placement cartridge business, prin- 
cipally the latter, by one of the filter 
manufacturers, Purolator. Some oil 
companies handling the Purolator 
brand will alsOé put special promo- 
tion behind filter cartridges during 
April, and will urge dealers to go 
after cartridge replacement business 
at the same time. 


Although outwardly this is a drive 
on behalf of one make of filter, it is 
in fact a free-for-all program which 
is bound to benefit everybody who 
makes or sells filters. For several 
good reasons, non-participants should 
consider what it can do for them: 

First, oil companies or oil jobbers 
handling competing makes of filters 
can expect some gain in filter cart- 
ridge sales as a byproduct of this 
program. It is a strange thing about 
a campaign of this kind, that oil mar- 
keters in areas where one or more 
competitors are boosting filter ele- 
ment replacements, will enjoy an au- 
tomatic gain in filter business regard- 
less of the make they carry. 


Second, competing filter manufac- 
turers stand to gain for the same 
reasons. If they will, they can re- 
call that the effort last year to pro- 
mote a “filter change month” (July 
last year—April this year) was hung 
on a barrage of consumer advertis- 
ing urging the need for frequent fil- 
ter element replacement. Not just a 
Purolator element, but any filter ele- 
ment. The big problem was then, and 
still is, to get the car owner and the 
dealer to remember to change the 
filter cartridge. 


Third, there is reason to hope that 
last year’s campaign did some good. 
Substantiated by surveys, the Puro- 
lator people believe that the dollar 
volume of filter cartridge business at 
all service stations has now risen to 
the point where it tops spark plugs 
as the leader in the accessory line. 

How much better the results could 
be if everyone climbed on the band- 
wagon! What is to stop other filter 
manufacturers from cashing in on a 
much larger scale on the momentum 
being built up in back of this filter 
cartridge drive? More important, the 
filter campaign is a ready made op- 
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Oil Companies Should Back Drive 
To Promote Lube Filter Demand 


By Frank Sturtevant, TBA Editor 


portunity for all oil marketers to 
give filter cartridge replacements a 
prominent place in their spring 
changeover promotion. 

Too often, in the daily conduct of 
business, it becomes a fixed habit to 
think and talk about competition in 
terms of the other fellow in the same 
line of business. The filter manufac- 
turer looks upon other filter makers 
as his rivals; the oil marketer looks 
upon the competing gasoline brands 
in his area as his chief rivals; and 
the individual service station thinks 
of the X brand station on the oppo- 
site corner as his principal compet- 
itor. 

In the case of oil filters, as with 
many other TBA items, that habit of 
thought is a big mistake. The condi- 
tion of the market for filter cart- 
ridges is exactly the reverse of the 
gasoline market. In the case of gaso- 
line all of the advertising and sell- 
ing effort is aimed at taking an ex- 
isting gallonage away from a com- 
petitor. The market for filter cart- 
ridges, on the other hand, is capable 
of immense expansion. An almost lim- 
itless demand lies dormant, waiting 
for some positive action at the serv- 
ice station to bring all that new busi- 
ness to life. 


In varying degree the same can be 
said of spark plugs, motor oil, chassis 
and other lube operations. There is 
more than enough business for every- 
one. If a needed cartridge replace- 
ment goes unsold at one station, as 
too often happens, it is generally a 
piece of business that is gone for- 
ever. But if every service station 
dealer got busy and installed twice 
as many filter cartridges as in the 
past the performance would still fall 
short of providing every car owner 
with the protection his car should 
have. 


The real competition of course, is 
not the other fellow at all. It is rather 
the many other demands on the car 
owner’s time, attention and purse. If 
the car owner acted in line with his 
own best interests he would give his 
automobile the very best of care. Oil 
companies recognize this fact, but so 
far the oil industry as a whole has 
done but little to carry a reminder 
message to the customer. This job 
should not be left entirely to the TBA 
manufacturer. It deserves a larger 


place in the oil company consumer 
advertising program, and the April 
filter change drive is a good example 
of the need. 


+ * * 


A call for lifting the ban on white 
sidewall tires appeared in a public 
statement issued by H. E. Humphreys, 
Jr., president of the United States 
Rubber Co. on Feb. 12. He called 
attention to the fact that white side- 
wall tires are coming into this coun- 
try from foreign sources and are be- 
ing sold at excessive prices by a few 
dealers “to the disadvantage of the 
majority of dealers and the domestic 
manufacturers.” 

While he did not specify the source 
of the foreign tires, it is generally 
supposed that most of them come 
from Canada. There they are made by 
Canadian subsidiaries of American 
companies, under brand names fam- 
iliar to American buyers, The dealers 
who sell them do not state that they 
are imported, but content themselves 
with simply advertising white side- 
wall tires of whatever brands they 
happen to have. The uninformed pub- 
lic takes them for products of domes- 
tic tire makers, and assumes that the 
dealers doing the advertising have 
some special influence which enables 
them to get white sidewalls when 
others cannot, 

A lot of this kind of advertising 
has appeared in daily papers and in 
some automotive journals circulating 
to car dealers within the early months 
of this year. Timed to coincide rough- 
ly with announcements of second line 
tires, many car owners take it for 
granted that all rubber restrictions 
are off. 

Mr. Humphreys makes the point 
that most white sidewalls today are 
used on the smaller, less expensive 
cars, and not on the luxury cars as 
is generally believed. By price classi- 
fication, here are his figures: 


Chevrolet, Ford, 


Plymouth, etc. ‘vice 
Dodge, 

Mercury, Pontiac, etc....... 30% 
Buick, Chrysler, etc. .... 27% 
Cadillac, Lincoln, etc. ... 15% 


He said that the rubber industry 
is experiencing a persistent demand 
for white sidewalls from car owners 
and tire and automobile dealers. There 
are about nine million automobiles 
equipped with white sidewalls now on 
the road. These owners, he pointed 
out, stand to lose some of their in- 
vestment in car appearance if they 
are compelled to replace their white 
sidewalls with all-black tires. 

If white sidewall manufacture is 
resumed, Mr. Humphreys went on, 
the tire industry would need only 
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A U.S.Royal Basis for Business — 


Your Market is Really Yours ! 


As our advertising tells millions of people every day, “U. S. 
Royals are sold only by the U. S. Royal Dealer’. He has 
limitless opportunity—free from manufacturer competition 
—to develop his own market in his own way. That’s one 
reason why his profit picture is the brightest in the business. 





UNITED STATES RUBBER COMPANY 


MARCH 5, 195: 
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500 tons of additional natural rubber 
per month, or 1.4% of current total 
consumption. He further points out 
that there is now enough rubber in 
the strategic stockpile to fight a five 
year war; that imports are at a high 
level; and that synthetic is being 
produced faster than it can be con- 
sumed, with some of the surplus be- 
ing exported to other countries. 


> * * 


The 80 ampere hour battery is not 
going to leave the TBA scene after 
all. The prohibition on the manu- 
facture of the short life batteries 
was slated to take effect becinning 
the first of March, but National 
Production Authority cancelled it a 
few days before its effective date. 

Like the return of the cecond line 
tire this is just another effect of 
generally improving supply condi- 
tions. For a change, TBA depart- 
ments will be able to give their deal- 
ers all of the tires and batteries they 
can sell. The biggest job will be to 
sell them. 


New ‘White’ Tire Promoted 


General Tire’s introductory cam- 
paign for its so-called “Whiteway” 
tire, is scheduled to break April 1 
in newspapers. national magazines 
and on radio-TV. This is the tire 
first announced by General last 
November. 

While General has never offici- 
ally said co, it is understood in the 
trade that this is not a true white 
sidewall tire, the manufacture of 
which is prohibited under present 
regulations. Inrtead, a white coat- 
ing is applied to the walls in a series 
of nine concentric grooves, al‘er- 
nating with a series of raised, black 
buffer rings designed to prevent 
the white coating from being ccuffed 
off against curbs, 

A special early feature of the adver- 
tising campaign wil: be a one-hour 
telecast of the Fifth Avenue Easter 
parade, precumably as an appropriate 
spot to plug the new tire’s appearance 
value. 


Accent on Quality 


Although Seiberling has already 
introduced its second-line tire, its 
advertising and selling emphasis this 
year will be on product quality and 
sefety rather than price. Increased 
horsepower of modern cars, higher 
driving speeds sustained over longer 
distances, together with lower air 
precsures, all demand better-built 
tires, Seiberling asserts. A part 
of its program will emphasize tire 
care, and among other things every 
Seiberling salesman will carry with 
him a master air gauge to double- 
check the accuracy of dealer gauges. 


Automatic Lubricator Marketed 





R. M. Hollingshead Corp. has ac- 
quired the exclusive saies rights for 
an automatic lubricator designed for 
injecting atomized “Whiz Motor 
Rythm” into combustion chambers. 
It is known as the White lubricator, 
and is made by White Automotive 
Products, Inc., North Providence, 
R. I. lk consists of a quart size glass 
jar with a metering device on top. 
Hollingshead is offering a special in- 
troductory consumer package which 
includes a free quart of Motor Rythm 
with every unit purchase. 


Booklet Describes Car Care 


In addition to educating its dealers, 
Standard of Ohio is doing something 
about educating the customer to ask 
for those services which he shou.d 
be getting from service stations. Trey 
are do:ng this by means of a book- 
let entitled “Your Car—how long do 
you want it to live?” Since the 
booklets are being handed out at 
service stations, they constitute a 
complete sales talk for almost every- 
thing the average station operator 
has to sell. 

Besides motor oil and lubrication, 
the booklet covers oil and air filters, 
cooling system, spark plugs, fuel 
lines, battery, front wheel bearings, 
tires, washing, waxing and polishing. 
A short discussion under each topic 
is followed by specific service recom- 
mendations. For example, after ex- 
plaining the causes of cooling sys- 
tem troubles, the owner is advised 
to have the fan belt tension checked 
occasionally; to have spongy, cracked 
or worn radiator hose replaced at 
once; to use a corrosion preventive, 
and so on. 


Other TBA services come in for 


mention in a collection of 25 tips on 
car care. There is a general admoni- 
tion which reads: “Take good care 
of your car. Follow the instructions 
in this booklet. Little car services 
become big repair bills when neg- 
lected.” 


Oil Filter Line Introduced 


A new line of oil filters under the 
trade name of “Buffalo Kralinator” 
is being offered by Buffalo Pressed 
Steel Co., of Youngstown, Ohio, a 
manufacturer of mufflers and tail 
pipes. New head of the company is 
Arthur T. Haugh, a founder and first 
president of the National Standard 
Parts Assn., and formerly connected 
with a number of radio and automo- 
tive parts concerns. 


Ordering Station Supplies 


Revival this winter of the custom 
of cigning up dealer orders for tires to 
be shipped now and billed in the 
spring, usually referred to in the 
trade as “spring dating” found many 
oil and rubber sa'es per~onnel, to say 
nothing of a lot of service station 
opera‘ors, with but little or no famili- 
arity with the spring dating idea and 
how it works out in practice. To 
some dealers the notion of an advance 
commitment, (now that there are 
p'enty of tires) seemed a little 
strange, at first glance. 


If things settle back into what we 
like to think of as normal, there will 
need to be a lot of re-education applied 
to this phase of TBA marketing 
before another seacon rolls around. 





Along a similar line, Sun Oil Co., 
in a recent issue of its dealer publica- 
tion, took a page to explain to 
dealers why it is better to “bunch” 
orders for canned oil, grease, and 
TBA merchandice. They point out 
four advantages: 


1. By ordering in large quantities 
the dealer gets all of the special 
quantity discounts. 

2. The dealer saves time by order- 
ing his entire monthly requirements 
at one time, on one order form. It 
cuts out emergency phone calls for 
special trips to the warehouse for 
urgently wanted items. 

3. Fewer deliveries to the station 
means less interruption to normal 
station operations, and less time 
devoted to checking in new stock 
and arranging it. 

4. From a sales standpoint, ample 
stocks guard agaist lost sales and 
profits. 


Sun suggests that many success- 
ful dealers get good results from a 
stock control system which sets up 
minimum and maximum quantities. 
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THE GREAT ALL-NEW 








CUSHION wy, TIRE 
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modern-design Aerolux Tire featuring exclusive Flexo- 
matic Action. Result of a new bead tie-in construction 
method, Flexomatic Action increases the sidewall flexline 
by a full 35% .. . provides safer, softer, cooler running 
plus plenty of extra miles. For bigger profits from 
faster sales, put your name on the line . . . the one and 
only quality Pennsylvania Tire line. 
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*}] MADE BY THE MAKERS 
OF THE FAMED 


| Sileit Vacuum Cup Tine 










Pennsylvania is first again, this time with the great new, 


Another “Safety” First by 


PENNSYLVANIA 


prorite 
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mgreR, GALED! 


Pennsylvania Rubber Company, 
Mansfield, Ohio 


Please send me full facts on the new Aerolux Tire with 
Flexomatic Action. 


Name ae 5 





Address 








PENNSYLVANIA RUBBER COMPANY 


Mansfield Wy) Ohio 
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Battery-happy customers 


| A 

FLEXIBLE, rubber- {c! 

mounted posts ab- \ \ “NONSPILL” safety vents 
sorb shock, prevent | prevent acid spilling over 
battery ee = — —~ —protect adjacent vehicle 
and snapping o . rts. 

terminals. si 














HIGH - POROSITY sepa- 
rators permit quick 
release of power. 


PEBBLED SURFACE 
and staggered con- 
struction of inter- 
locking V-shaped 
grid bars hold 
superactive oxides 
in place — assure 
longer life. 
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i 
| 
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HH 


sas : CHEMICALLY SET 
If it’s engineered and made shahs: “iainaie coats 


by Globe Union— it's RIGHT ¥ Power, prolong bat- 


FROM THE 4h Ki f_ tery performance. 





Builders of quality batteries 
for original equipment and for 
mass merchandising under the 
trade names of GLOBE-UNION 
and leading private brands. 


GLOBE-UNION INC. MILWAUKEE 1, WISCONSIN 


Battery Production Plants At: ATLANTA, GA. © BOSTON, MASS. ® CINCINNATI, O. © DALLAS, TEXAS © EMPORIA, KANS. © HASTINGS-ON-HUDSON, 
N. ¥. © LOS ANGELES, CALIF. © MEMPHIS, TENN. © MINERAL RIDGE, O. © OREGON CITY, ORE. © PHILADELPHIA, PA. © REIDSVILLE, N. C. 
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TBA Volume at Service Stations 


Study Shows Dealers Get Half of Total Market; 
Statistics List Sales Per Car, Demand by Items 


By NPN Staff Writer 


The average service station pump- 
ing 10.000 gals. of rasoline a month, 
or 120,000 gals. a year, also is making 
TBA sales at the rate of $44.75 per 
1,000 gals. according to a special study 
of the service TBA market prepared 
by the Goodyear Tire & Rubber Co., 
Akron. Included in the study is a 
percentage table showing the relative 
volume done in each principal class of 
of TBA merchandice. 

The average figure of $44.75 of 
TBA sales for each 1,000 gals. of 

, gasoline is about half of what motor- 
ists spend for TBA requirements, 
according to Goodyear estimates. 
Various competitors of service sta- 
tions get the other half of the bus- 
iness. 


Annua! Sales—In a year the aver- 
age 10,000 gal.-a-month _ service 
station is selling these totals: 


Tires and tubes $2,980 
Batteries 905 
Accessories 1,485 

Total $5,370 


The profit from merchandise sales 
alone, on an average estimated mar- 
gin of 30%, and with proper merchan- 
dising of used tires and batteries taken 
in trade, chould bring the operator 
of this average service station a profit 
of $1,611. Added to this is the 
profit from TBA service jobs, such 
as battery charging, tire repairing, 
etc., for which no calculation is made. 

The annual profit on TBA merchan- 

se could be $10,664.40 at a 10,000 
gal. station, or $888.70 a month, 
according to the estimate, since 
motorists actually spend $88.87 on 
TBA needs for each 1,000 gals. of 
gasoline concumed. The Goodyear 
analysis reports that some service 
stations actually do reach the higher 
total. But out of the $88.87 of TBA 
business per 1,000 gals. of gasoline, 
average service stations get about one 
half. 


Table 1 
Popularity of Tires 
% of 
Size Total 
6.00-16 .. 32.0% 
6.70-15 19.2 
7.10-15 12.8 
6.50-16 8.0 
7.60-15 8.2 
6.50-15 3.2 
8.20-15 3.4 
6.70-16 2.2 
7.00-15 2.2 
6.40-15 2.8 
Misc. 6.0 
Table 2 
Popularity of Batteries 
% of Total 
Resolute 
(2nd Line 
Group Goodyear Battery) 
1 44.7% 54.6% 
i. eakssmh > <vred 11.2 7.9 
ie -ebearetsnces -ae 17.2 
ee re 9.6 
My dremekectoun Seen 10.7 
Misc. 6.4 eee 


The latter figure is useful for deter- 
mining how much a service sta‘ion 
dealer has in the way of a TBA 
market potential, based on the num- 
ber of cuctomers who are regular 
gasoline patrons. 

Nationwide Sales—The total annual 
U. S. market for TBA _ goods is 
estimated as follows: 


Tires $1,139,010,480 
Batteries 364,183,900 
Acceszcories 746,617,650 

Total $2,249,812,030 


Popularity tables of TBA merchan- 
dise are shown in the estimate. based 
on the flow of merchandise through 
rervice stations (see Tables 1, 2 and 
3). 

The percentages in the accescory 
table do not total 100. There is a 
group of common accessory items 
which are not separately listed includ- 
ing tire valves and caps, ignition 
cables, thermostats, shock absorbers, 
fuel pumps, jacks, sun _ glasses, 
defroster, tire chains, and so on. 

It should be especially noted that 
antifreeze which is considered as a 


Table 3 
Popularity of Accessories 

% of 

Total 
Filters—elements ...... 13.1 
Spark plugs ........ 10.6 
Polishes & Waxes ..... 8.4 
WOME COVERS ccccdccecs Je 7.2 
Wiper and accessories 6.8 
Radiator chemicals .. vir 6.6 
BRR WERS -0 oc sade. cdec cede ies 6.5 
Auto lamps-bulbs ...... ad ‘ 5.2 
Battery cables ............. ban 3.8 
Radiator-gasoline caps .. ‘ " 3.3 
GUGEE, dnthane <rsece , , 3.3 
Radiator hose ......... sé 3.2 
Flashlights .......... + afew 2.9 
WUGGP GRRE 6 sno nnedcde te covensecs 2.3 
Bead IRE .4 6 0. vv dc b6 0% coworcee 2.0 
Fiashi'ght batteries ...........6.65, 1.8 
CRORE BO oo bs 60.0606 0 od decccs 1.8 
Exhaust extensions .. swbiede 1.7 
DESOU 0 b0 ct ap cab bs ceca cedctensce 1.0 
Friction tape ..........+..+. TT 0.9 
OD | 0 ah oe ce ¥b-4o 4 C82 ce 0.8 
AMRD TUBOB 6.06 cc cess se cccsccess 0.6 


companies, but is separated from 
TBA sales by others, is not included 
in this market study. Antifreeze 
is universally sold in service stations, 
and ucually ranks well above any of 
the accessories in dollar volume. 

To cerve as a guide to the seasonal 
flow of merchandise, Goodyear’s 
study alco includes a table showing 
volume by quarters of tires and 
batteries, together with some cug- 
gections regarding items in particular 
demand in each quarter (Table 4). 

TBA Catalog—tThe survey of the 
service station TBA market was 
made by Goodyear as a part of a 
recommended TBA program includ- 
ing the uce of such selling aids as 
a cpecial TBA catalog designed as 
a hand-out to car owners and covering 
enly tires, batteries and be-t-selling 
accesories; battery charging and 
disp!ay racks; a monthly publication 
of merchandising suggestions; a 
variety of point-of-sale material; and 
product-date and price manuals. 

Three suggested inventories of 
TBA merchandise have been worked 





f TBA merchandise by most oil out, one for stations of less than 
Sales Per Car—In terms of annual = J 
expenditures for TBA per car per 
year, as dis‘inguished from expend- Table 4 
congagt ~1 nae — Bh se gg Seasonal Buying Habits 
: ; re own estima’! as Suis. Wadena at IE 
Sows: Jan., Feb., March...... 17.0% 17.8% gee chains, defrosters, thermostats, heater 
' lights 
Tires and tubes ... $25.38 April, May, June ...... 29.2 21.5 Cleaners’ polish ~— pplies, dress-up items, 
t . gril : b feelers. 
Batteries ‘ elec July, Aug., Sept. ...... 33.3 31.7 Treva hema, on paaees, “aseers, “horns, auto 
Accessories .. 22.69 commans, jacks, tire pumps. 
Total $57.75 Oct., NMov., Dee. ....... 20.5 29.0 pa plugs, wiper arms and biades, antifreeze, 


radiator chemicals, oil filters. 
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--- your rights as a dealer are respected 


Here at Cooper we refuse to meddle in dealer affairs. 
There is no outside interference from your supplier. 


Take the matter of markets .. . 


There are no company-owned stores, no multiple dealer 
distribution to interfere with your profits and progress. 
The market covered by your Cooper franchise is yours 
alone—gives you plenty of room to grow. 


In short: We make it our job to build tire values that 
sell easier, bring customers back again and again to buy. 
We tend to our own knittin’. . . respect your rights as a 
Cooper dealer. 


Cooper 


Tire & Rubber Company 
Factories at Findlay, Ohio 


TIRES * TUBES * BATTERIES * ACCESSORIES * REPAIR MATERIALS 


This guarantee of freedom from supplier interference 
pays off in increased sales for you—long and happy 
dealer relations for us. Dealers go ahead . . . when they 
go Cooper. Write for complete details today. 
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10,000 gals. of gasoline per month; 
another for 10,000 to 15,000-gal. sta- 
tions; and a third for stations doing 
over 15,000 gals.a month. Referred 
to as Package No. 1, No. 2 and No. 
3, the dea.er cost respectively is 
estimated at $989, $1,762 and $2,859. 
Details of the recommended quantities 
of each type and size of TBA item for 
each of the three packages are 
contained in brochure called the 
“Goodyear TBA Plan.” 


‘Safety’ Accessory List 


It may be no news to TBA men 
that there are many small accesso- 
ries which contribute to the safe op- 
eration of an automobile, but a com- 
pilation of forgotten items recom- 
mended for cuutrolied materials al- 
lotments may be worth some study. 
The following list is the work of 
an industry advisory committee 
which has asked that these items be 
given preferred treatment, because 
they are vital to health, safety and 
public welfare: 

Controls and equipment for han- 
dicapped persons; d‘rectional signals; 
clearance lamps (trucks , bus and 


trailer); reflex reflectors; stop sig- 
na!s; flare pots and flares; tractor 
sanders (truck and bus); tire chains, 
straps and links; fender flaps (truck 
and bus); windshield scrapers and 
squeegees; windshield defrosters, fans, 
frost shields and washers; windshield 
glare shields; inside and outside wind- 
shield visors; rear view mirrors; wir- 
ing junction and fuse blocks; lamps 
—back-up lights, spotlights (except 
portable), emergency, load compart- 
ment, right-hand tail lamps, fog 
lamps for trucks and buses; auxili- 
ary fuel tanks; fire extinguishers and 
brackets; air cleaners (heavy-duty 
oil bath type); oil filters. 

Also, radiator overflow condens- 
ers; motor heaters; heaters, venti- 
lators, blowers and air tubes; guards 
—bumper, grille, fender and truck; 
fifth wheel (truck to trailer coupl- 
ing); frame extension for trucks; 
overload or helper springs; hand 
brake signal; cigaret lighter and ash 
receiver; traffic light viewer; door 
arm rest; pedal extension; no-roll 
device (“hill holder”); insect screen; 
electrical connectors for trailers; win- 
ter fronts, and other safety devices 
required by law. 





Good TBA Supply Forecast for 1952 


LOS ANGELES—A buyer’s market 
in TBA this year was forecast by 
three principal speakers Feb. 29 at 
the first annual meeting of the West 
Coast Division of Oil Industry TBA 
Group. 

Dent W. Sanford, vice president of 
Goodyear Tire & Rubber Co. of Cal- 
ifornia, declared the industry can 
again produce all the tires that ca- 
pacities will allow as a result of 
ample availability of rubber supplies 
(following a government announce- 
ment Feb. 23 that importing of rub- 
ber would be turned back to private 
industry), removal of the 90% limi- 
tation on replacements and lifting of 
the limitations on second-line tires. 

“We have definitely emerged from 
a seller’s market to a buyer’s mar- 
ket,” said Mr. Sanford. “It is time for 
a return to salesmanship, and really 
professional salesmanship.” 

More Tires, Batteries—A 1952 tire 
replacement market of 4£,000,000— 
34% over 1951's 34,300,000 tires—has 
been predicted by industry forecast- 
ers, stated Mr. Sanford. 

E. M. Slonaker, vice president in 
charge of sales, Willard Storage Bat- 
tery Co. of California, speaking on 
the battery outlook, said he expected 
the government would allow manu- 
facturers sufficient lead to produce 
enough batteries to meet the 1952 re- 
placement demand. 


Willard’s market research depart- 
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ment calculated 1952 battery replace- 
ments at 26,000,000 for an estimated 
national vehicle registration of 52,- 
600,000—_the bigge:t market in his- 
tory—reported Mr. Slonaker. 

“The problem will not be procure- 
ment, but will be one of sales,” Mr. 
Slonaker said. 

Going After Business—William K. 
Abeles, sales manager, national ac- 
counts, Purolator Products, Inc., de- 
clared that one-stop service is the 
merchandising trend today in market- 
ing gasoline and oil. This requires 
good station facilities (wider line of 
merchandise and effective displays), 
dealer-training in both product and 
selling and all-out advertising support 
for dealers through powerful TBA 
advertising by suppliers and oil com- 
panies. 

“We have entered into perhaps one 
of the most sharply competitive per- 
iods that our business has known in 
the last 10 years,” Mr. Abeles said. 





Meeting Review Coming 


A detailed report on the first 
annual meeting Feb. 29 of the 
West Coast Division of the Oil 
Industry TBA Group will ap- 
pear in the TBA Section of 
NPN’s April 2 issue. 











Anti-Skid Wire on Market 


The Sivon Machine & Manufac- 
turing Co. of Painesville, Ohio, has 
put on the market a new type of 
anti-skid wire for incorporating into 
tire treads. The manufacturer claims 
that its tire wire can be embedded 
into both new tires and retreads, and 
says that one of the large rubber 
companies now uses it in its line of 
aircraft tires. 


Rear-Mirror Shields 


“Vision-Aide” is the trade name 
of a new stainless steel shield for 
pacsenger and truck side mirrors. 
The manufacturer, Allen Products 
Corp., of Detroit, claims that the 
shields protect the mirrors from 
deposits of rain, ice and snow, elimi- 
nate sun glare and reduce annoyance 
from lights of following cars. They 
snap into place over the mirror 
frame. 


New Trade Association 


A new trade association has been 
formed called the Automotive Main- 
tenance Chemical Indu:tr.es, with 
headquarters at 412 Fifth St., N.W., 
Washington 1, D.C. Frank M. Speak- 
er is executive manager; other officers 
are: president, R. E. Wait, Jr., Casite 
Div., Hastings Manufacturing Co.; 
chairman of the board of directors, 
S. V. Hirschman, Petroleum Solvents 
Corp.; directors, O. C. Holaday, Ram- 
sey Corp.; J. H. Cattall, Warner-Pat- 
terson Co.; W. S. Coles, Shaler Co.; 
H. J. Enders, Permatex Co. 
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Pictured at left is Frank Couch’s 
f . Carter station in Denver, Colo. 


Couch points out weak 
point in tire to lubrication 
customer. 


Checking air pressure often X 
leads to Miller tire and 
tube sales. 






*k 
HERE’S HOW CARTER 
DEALER BUILDS TBA SALES 


® Carter Oil Company distributes Miller tires and accessories to 
dealers in eight Rocky Mountain states. They go all out for TBA 
sales and profits with Miller’s nationally accepted line of quality 
tires and tubes. Carter and its dealers like the Miller franchise 
because it fits their TBA merchandising plans. Dealers benefit 
from Miller’s protected territory, specially tailored point-of-sale 
displays, tools, training helps and seasonal promotions. 


Here, Miller tread de- 
sign helps sell itself. 


Shown here is the station of Frank Couch, typical Carter dealer, 
8330 East Colfax, Denver, Colorado. Couch follows the practice 
of checking cars for TBA sales—and cashing in with the fast- 
selling Miller line that builds repeat sales. 


The Miller franchise is geared to oil companies and their dealers 
marketing TBA. For complete details, write Dept. NM-3, Miller 
Rubber Company, Akron, Ohio. 


*Carter Oil Company, outstanding Miller distributor, has division offices in 
Denver, Colorado and Billings, Montana. 


MILLER 


Geaned to-the fébad TIRES 
a Division of The 8.F. Goodrich omar | LARGE-COMPANY resources < 
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What Stations Could Sell in 1952 


Study Shows $600 Million Jump over Last Year 
In Potential Market for TBA, Lubes and Services 


By NPN Staff Writer 


There is the equivalent of 10c per 
gal. extra gross profit from combined 
TBA, motor oil and lubrication busi- 
ness potentially available from the 
nation’s fleet of 40,865,000 passen- 
ger cars in 1952, according to the 
latest annual estimate prepared by 
the retail department of Shell Oil Co. 
No service station ever sold this 
much, or ever will. But the potential 
is so large that it assures service sta- 
tion operators of an unlimited source 
of extra business, for those who want 
to make the effort to get it. 

This extra business potential, over 
and above gasoline, has a dollar valu- 
ation of $5,309,353,897, according to 
the Shell estimate. This is. almost 
$600 million more than Shell’s esti- 
mate of 1951 potential (see table in 
next column). 

Around $2 billion of this year’s po- 
tential comes from two principal 
items in the TBA line—tires and 
batteries. The tire and battery re- 
placement demand can be forecast 
within reasonable limits, so it is safe 
to say that the passenger car own- 
ers of the country will buy -the full 
estimated quantities of these items 
from someone. Service stations will 
get only what they go after. Competi- 
tors will get the rest. 

In the accessory, services, motor 
oil and lubes categories, competitors 
such as car dealers and accessory 
stores will also get some business, but 
a proportionately lesser share over- 
all. Some unknown portion of the 
estimated potential will never ripen 
into business: at all, because service 
stations will not get around to point- 
ing out to car owners anywhere near 
all of their needs. 


Motorist Loses Money — The fact 
that so much of the market remains 
untouched does not mean that the car 
owner will thereby spend less money 
on operating his car. He will in fact 
spend more, but he will spend it in 
places other than the service station. 
He will buy more expensive replace- 
ment parts, he will have more wrecks, 
and he will pay more for doctor bills, 
all for the lack of the full use of the 
many inexpensive protective services 
available at his service station, 

In the end the motorist will pay 
more for his new car, through the re- 
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Comparison of TBA Potentials 


National Potentials 
(Retail Dollars) 

Products and Services 1951 1952 
Motor Oils and 

Lubricants 
Lubrication Services 
Other Regular 

Services Sesece 
Tires and Tubes ... 
Batteries 
Automotive 

Accessories soda 
Other Merchandise 


$673,968,750 $679,666,680 
953,595,175 1,203,575,907 


329,923,750 467,945,040 
932,156,000 1,179,706,000 
oe ere 414,750,000 466,000,000 


895,759,757 
513,500,000 


903,810,270 
408,650, 000 


Grand Total ..... .$4,713,653,432 $5,309,353,897 





duced trade-in value of his old one. 
All motorists pay some share of this 
extra cost, since the general level of 
the market price of used cars is in- 
fluenced by the standard of care be- 
stowed by the average motorist on 
the average car. Or put another way, 
the more money service stations 
make on TBA, motor oi] and lubes, 
the more valuable their customers’ 
cars become. 


Value of Statistics—-The advantage 
to oil marketers in assembling fig- 
ures like these on the market poten- 
tial for TBA and other non-gasoline 
sales, is that they give a definite out- 





line to what is otherwise a shadowy 
picture. Practically all sales promo- 
tion, sales training, dealer education 
and similar efforts, by whatever name 
known, emphasize repeatedly that the 
service station operator has unlimi- 
ted opportunities to increase his busi- 
ness, just by taking care of all of the 
non-gasoline needs of his regular cus- 
tomers. 

Pointing out to the dealer the na- 
ture of his market is done by oil men 
in many ingenious ways. ‘Specific ex- 
amples are often used of the profit in 
some special class of goods or ser- 
vices, such as radiator chemicals, for 
example. Or the customer satisfac- 
tion resulting from the sale of a new 
set of spark plugs may be mentioned 
And often the general need of the 
dealer to sell his whole line just for 
the sake of the fatter profits may be 
emphasized, Here is a different ap- 
proach, This summary gives a meas- 
urement of the national market ex- 
pressed in billion dollar figures, At 
the same time it measures the pos- 
sibilities in dollars per 1,000 gals. of 
gasoline, and expresses this as pos- 
sible gross profit in cents per gal. 


Dealers Can Benefit——Oil company 





SEASONAL DISPLAY—One of Shell Oil Co. of Canada’s active TBA merchants sets 
up a display of agricultural specialties like this one several times a year 
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TBA men can think of many ways to 
present this story to dealers. Every 
service station dealer knows that an 
extra gross profit of 10c per gal. 
from non-gasoline sales is something 
like twice his gasoline margin. The 
dealer knows that his own volume of 
TBA, motor oil and lube business 
doesn’t bring anything like that return. 
And he knows that he is never going 
to get all of that business, because 
he will always have competition from 
car dealers and accessory stores. 
For all of these reasons a dealer 


may be skeptical of an evaluation of 
his own particular market in such 
high terms. But it can be pointed 
out to him that the customer who 
buys his gasoline can’t use it without 
wearing out his car. Every gallon 
of gasoline he sells generates a need 
for every one of the non-gasoline 
goods and service his station stands 
ready to provide. 

And the dealer has this further ad- 
vantage: for the time a car is parked 
by his pump island for gasoline, he 
has the prospect all to himself. For 











as long as that contact lasts, there 
is no competition. 


Therefore, regardless of competi- 
tion, a dealer’s non-gasoline profits 
are only limited by the miles his cus- 
tomers drive. To whatever extent he 
wants to cultivate his market by 
pointing out to car owners their ob- 
vious TBA, motor oil and lubes re- 
quirements, he can participate in that 
possible 10c a gal. extra gross profit. 


No one can say the market isn’t 
there. 





Estimate of 1952 Station Sales Potential for TBA, Lubes and Services 


SHELL OIL COMPANY—RETAIL DEPARTMENT 


This is an estimate of POTENTIAL and because all of this business will NOT go through Service Stations, it should not 
be construed as an estimate of actual Service Station sales. 


BASIC FACTORS: In 1952, it is estimated there will be 40,865,000 passenger cars in use, consuming an average of 660 
gallons of gasoline each. This equals 404,563,500,000 miles of travel (15 miles per gallon). 
NATIONAL POTENTIALS—SERVICES AND MERCHANDISE AVAILABLE AT SERVICE STATIONS 


POTENTIAL PER 


EN- 1000 GAL. GASOLINE 
AVERAGE SALE TOTAL TIAL Gross Cents 
AND % CONSUMPTION FACTOR NATIONAL PER Sales Gross Profit 
COMMODITY MILEAGE INTERVAL CARS Amount Mileage Interval POTENTIA CAR Amount Profit Amount Gal 


Motor Oils and Lubricants: 











Oil Changes and Additions. 6 qts. ($2.10) each 1000 Mi. 100% $2.10 each 1500 Mi. §$ 566,388,900 §$ 13.86 § .... eof. Becca 
Gear Oils (Conventional) .. 5 pts. ($1.75) each 5000 Mi. 80 1.40 each 5000 Mi. 113,277,780 2.77 a ses as «snd 
T ee See GS ENED > Sic dbh a eetewe bb tice een se uwe GCOtce re veceEResccedctctse 679,666,680 16.63 25.20 50 12.60 
Lubrication Services: 
Chassis Lubrication ....... 1.50 each 1000Mi. 100 1.50 each 1000 Mi 606,845,250 14.85 
Wheel Bearings (Front) .. 1.50 each 10000 Mi. 100 1.50 each 10000 Mi 60,684,450 1.48 
Speedometer Cables .... 1.00 each 15000 Mi. 100 1.00 each 15000 Mi 26,970,900 .66 
Crankcase Ventilator ..... -75 each 4000 Mi. 75 56 each 4000 Mi 56,638,850 1.39 
Air Cleaner .... eee -50 each 2000 Mi. 100 -50 each 2000 Mi 101,140,850 2,48 
Parking Brake Cables" dace .50 each 20000 Mi. 70 35 each 20000 Mi 7,079,840 17 
Master Cylinder ......-.... .5O each 2000 Mi. 100 50 each 2000 Mi 101,140,850 2.47 
Shocks—Refill ............ 2.00 each 5000 Mi. 10 .20 each 5000 Mi 16,182,540 .40 
Covered Springs .......... 1.50 each 5000 Mi. 35 -53 each 5000 Mi 42,883,730 1.05 
Shocks—Replace = 2.00 each 10000 Mi. 90 1.80 each 10000 Mi 73,821,340 1.78 
Vacuum Cylinder ... 3.50 each 15000 Mi 5 -17 each 15000 Mi 4,585,050 -12 
Univ, Joints (Disassemble) . 7.00 each 20000 Mi 30 2.10 each 20000 Mi 42,479,010 1.04 
Hudson Wet Clutch ...... 1.50 each 5000 Mi 2 -03 each 5000 Mi 2,427,380 .06 
Automatic Transmission 
(BQ BAO) §s 06 dd boc wediees 7.50 each 25000 Mi. 20 1.50 each 25000 Mi 24,273,750 -59 
Electro Hydraulic Mechanism 2.50 each 10000 Mi. 5 -13. each 10000 Mi 5,057,037 -12 aaan 
Oil Filter Service .... 50 each 5000 Mi. 80 40 each 5000 Mi. 32,365,080 -79 bas af eae 
NN MN Ee ee ng i tka asg sd hciy Cocos aenenaawsls 1,203,575,907 29.45 44.62 90 40.16 
Other Regular Services: 
Battery Recharging ....... 1.00 each 15000 Mi. 85 85 each 15000 Mi 22,925,260 .56 
a) rey 1.50 each 2000 Mi. 100 1.50 each 2000 Mi 303,422,550 1.42 
Tire/Tube Repairs, 
Switching, - Saeneavee 1.75 each 5000 Mi. 100 1.75 each 5000 Mi 141,597,230 3.47 o+6s ~ Pa 
Total Ot nay iremagasead NNN Ta 6.o.5 xe wha edeGd eek ert detects centewereégceVvéwbs eescanee 467,945,040 11.45 17.35 95 16.48 
Tires—P; pl ts estimated at 45,500,000 Units @ GRB.20 GO o0.ccccnccceces 1,051,050,000 25.72 38.97 25 9.74 
Tubeo—Passenger Replacements estimated at 34,400,000 Units @ $ 3.74 each ............... 128,656,000 3.15 4.77 25 1.19 
Batteries—Pa ger R ts estimated at 23,300,000 Units @ $20.00 each ........... 466,000,000 11.40 17.27 30 5.18 
Accessories (22 Necessities) : 
a aa 15.00 each 25000 Mi. 80 12.00 each 25000 Mi 194,190,480 -75 
eS 7.50 each 23000 Mi. 90 6.75 each 23000 Mi 118,730,540 2.90 
CO PO evessecsivirs 5.25 each 15000 Mi. 100 5.25 each 15000 Mi 141,597,230 3.47 
Lamp Bulbs ............. .15 each 9000 Mi. 100 -7%5 each 9000 33,713,630 -83 
WL ND Cots vévceseceee 1.50 each 5000 Mi. 100 1.50 each 5000 Mi 121,369,050 2.97 
. 2 eae 2.50 each 20000 Mi. 90 2.50 each 20000 M 50,570,250 1.24 
Polishes—Waxes ......... 1.00 each 15000 Mi. 100 1.00 each 15000 Mi. 26,970,900 -66 
Radiator Chemicals ...... 1.25 each 15000 Mi. 100 1.25 each 15000 Mi 33,713,630 .83 
Battery Cables ........... 2.90 each 45000 Mi. 100 2.90 each 45000 Mi 26,071,870 64 
We MED  bacudccns sais 1.00 éach 23000 Mi. 100 1.00 each 23000 Mi 17,589,710 43 
Wiper Blades ............. .75 each 12000 Mi. 100 -7% each 12000 Mi 25,285,220 62 
er oa 1.00 each 30000 Mi. 100 1.00 each 30000 Mi 13,485,450 33 
Fan Belts ...... 1.50 each 30000 Mi. 100 1.50 each 30000 Mi 20,228,170 49 : 
Radiator Hose ........... 1.25 each 15000 Mi. 100 1.25 each 15000 Mi 33,713,630 83 ” 
Hose Clamps ............. .30 , each 15000 Mi. 100 .30 each 15000 Mi 8,091,270 20 “ 
Radiator Caps .35 each 23000 Mi. 75 -26 each 23000 Mi 4,573,320 10 ee 
Polish Cloths ...........:. .30 each 30000 Mi. 100 30 =each Mi 13,485,450 33 wr 
Ey ee .60 each 45000 Mi. 75 45 each 45000 Mi 4,045,640 10 , 
Friction Tape ............ 15 each 15000 Mi. 100 -15 each 15000 Mi 4,045,640 10 v3 
CN. cndwda scvicutsaseeker 10 20000 Mi. 100 -10 each 20000 Mi 2,022,820 -05 te 
WUMONIOE 50 00 ose ves occas 75 each 30000 Mi. 75 -54 each 30000 Mi 7,282,140 18 ; th 
Flashlight Batteries ...... each 20000 Mi 75 -15 each 20000 Mi 3,034,230 -07 koe bp 
SD isi phssvsueheenan Werks Hb edgines cons én6 one olen Oe Sbeebedsiin’ 903,810,270 22.12 33.52 30 10.06 
Other Merchandise: 
Thermostats, Heater Hose, 
Anti-Freeze, Tire Chains, 
Radios, Spot Lights, Fog 
Lights, Floor Mats, Sun 
Glasses, Bumper Guards}............. Average of $10.00 per car per year 
Horns, Seat Cushions, De- 
frosters, Replacement Parts, 
Small Electrical Appliances, 
Home Specialties, etc. 
ee Se ND aks it dak 5 ocd wld ae dna db cakecaashew ss be Shsehe’ > Ggsaed 408,650,000 10.00 15.15 30 4.55 46 


(Avg.) 
PPTTPiCTity Te TI TTEP TET TET LL Ter eee -+++ $5,309,353,897 $129.92 $196.86 51% $99.96 10.00c 
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TWICE AS MANY 
Twice AS EASILY 


Cause eves 


MOKE 


FUMBLING 


on the 'shield...or on the shelf 


Drivers like the new Trico Soft-Rubber Blades because 
they give the cleanest wipe ever seen. 
YOU'LL like them — 


— because they fit ALL FOUR types of wiper arms 
without adaptors. No more fumbling on the ’shield ! 


~ 
(tte 


GI03F 


— and because Trico’s new metal Stock Organizer 
_ Cabinet puts the right blade or arm at your finger 
. tips. No more fumbling on the shelf! 


million television screens are telling car drivers 
wm, That’s why sales are breaking all records. 
ill help you cash in. Phone him! 


i 21 METAL STOCK 
) ‘Chi Mt, = {| ORGANIZER 
—_. Seeder is. ie Fags a es ' Cabinet D-102 
ATION, BU for Shelf or 
= TE anes eae EER Counter 


FAS ye Bates Po 
- 


ra. 
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for YOU! 


It’s the tread specifically designed to give the 
extra safety all drivers demand at a price more 
drivers are prepared to pay. 

But that’s only part of a great selling story: 
this new dependable “Safety Sipe” is backed by 
the resources and research of one of America’s 
greatest tire makers. It’s pre-tested for peak 
performance. Above all, it carries one of the 
strongest, most convincing guarantees ever 
offered ...a guarantee that, of itself, builds 
confidence and goodwill. 

Here’s the tire tailor-made for the petroleum 
marketer interested in broadening service, 
increasing traffic, volume and profits. For 
the full, profitable story, write today to: The 


Armstrong-Norwalk Rubber Corp., Norwalk, 
Conn. 


GUARANTEED ...TO BUILD BUSINESS 


_ PROTECTS AGAINST ALL ROAD 
ae —_— HAZARDS! 





Plants at Norwalk and West Haven, Conn., Natchez, tes. enbiliicotesded and Des Moines, lowa 
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More Sales and Greater Efficiency 
Result from Planned Employe Training 


People turn out more and better 
work and are happy at it, when they 
know how to do their jobs well, said 
E. R. Chappell, manager, training di- 
vision, Esso Standard Oil Co., New 
York, in a talk before the Oil Indus- 
try TBA convention in St. Louis, 
Dec. 3-4. 


Esso Standard no longer believes 
there is any choice about whether the 
company should or should not train 
its employes, he said. Since the com- 
pany’s progress, and the results of 
its year to year operations, depend 
for the most part on the knowledge 
and skill of all of its employes, man- 
agement has adopted the policy that 
it cannot afford not to train employes. 


When an oil company thinks of 
the possible cost of a training pro- 
gram, it should at the same time 
ask itself how much it is costing not 
to train, said Mr. Chappell. For ex- 
ample, Esso Standard estimates that 
in some cases it may invest as much 
as $150,000 in salary alone in a single 
individual over a span of years cover- 
ing his employment with the company. 


From many trials, Esso has found 
that when a man learns about his 
job solely from reading a manual, 
that he forgets too much, and on the 
average will do more things wrong 
than right. The company has also 
learned that when a new employe 


goes through a breaking-in process. 


by working with an old employe, he 
picks up many wrong ways along 
with right ways of doing the job. 


The theory has therefore been dis- 
carded that the company can just let 
each employe learn by himself, if 
given enough time. Esso concluded 
that the company must take the in- 
itiative in getting across to each 
man all of the knowledge he needs 


















































to do his job well. To accomplish 
these ends Esso established its train- 
ing division in 1946, and is beginning 
this year to provide training service 
for Esso Standard’s parent corpora- 
tion, Standard Oil Co. (N. J.) ona 
world wide basis. 


Training is not a cure-all and can- 
not solve some problems, Mr. Chap- 
pell continued. For example, in the 
service station field, he pointed out 
that a man may not try to sell a 
customer even when there is an ob- 
vious and demonstrated need, Or the 
employe may back away at the first 
sign of sales resistance. If he lacks 
the will to sell—if his interest is not 
aroused—something must be done to 
arouse interest, perhaps by way of an 
incentive plan. 


But if a man is afraid to sell be- 
cause he lacks knowledge, such as 
knowledge of a product, or how to 
install it, then training is the right 
cure, said Mr. Chappell. Or, to cite 
another example, he said that an at- 
titude of discontent arising from poor 
supervision can be cured by training. 


Training should in all cases be the 
responsibility of oil company man- 
agement, said Mr. Chappell. “Yell, 
and keep on yelling,” he advised his 
listeners, “until you get action on 
training needs.” 


In a final word of advice Mr. Chap- 
pell noted that assembling a collec- 
tion of training aids is not the first 
step in a training program. The plan 
has to be laid out first, its objectives 
outlined, and its scope determined. 
Then it is time to see what training 
aids will be of some help. Next thing 
is to avoid calling a training program 
a school. Better results follow, he 
said, if everything is done on an in- 
formal basis. For example, he men- 
tioned Esso’s training center at Eliza- 
beth, N. J., which he said is always 
spoken of as a “conference center.” 

Mr. Chappell ended his talk with 


an invitation to his audience to visit 
the Elizabeth center at any time. 











ESSO TRAINING DIVISION conducts 

research, develops plans, materials and 

visual aids, helps field units with train- 
ing problems 
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SALES EFFORT LET-DOWN shows up 
in the records sooner or later. Perhaps 
training can overcome it 








SAL ESwEN 











TBA SALES are the responsibility of 
TBA men, so why shouldn’s TBA men 
have a responsibility for TBA training? 

















WHATEVER THE TRAINING OB- 
JECTIVE, it can be quickly reached -f 
all concerned participate. 








SPOILED MATERIALS, damaged equip- 

ment, injuries, lost customers are some 

of the costs a business must carry when 
untrained people are on the payroll 








THE BREAKING-IN PROCESS perpet- 

uates bad practices. The new man picks 

up all the faults of the old employe along 
with his skill and knowledge. 
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Tire Man Is Honored 


William F. Wrightnour, training 
director for the tire division of U. S. 
Rubber Co., has been elected presi- 
dent of the National Society of Sales 
Training Executives. He succeeds Wil- 
liam P. Marquand, Pure Oil Co., Chi- 
cago. Mr. Wrightnour was successive- 
ly manager of budget sales, business 
development and merchandise man- 
ager for the U. S. Tires Division. He 
has won wide recognition for his use 


other companies for assistance in set- 
ting up similar plans. 


Battery Man Promoted 

At Bowers Battery & Spark Plug 
Co., Reading, Pa., D. S. Shipley, re- 
cently with General Lead Batteries 
Corp., a Bowers affiliate, has been 
made branch sales manager. Richard 
Bowers, son of Clarence P. Bowers, 
president of the company, is now 
attached to the sales staff after 
spending several summers learning 





of the conference technique as a train- 


the operations of each department of 
ing method and has many calls from 


the business. 


Youll like this. | hear theyre the 
new lamp. lamps used most 


Its a Tung-Sol yo geiepe 
of new cals 


2 Anes 


The car m nufacturers 
KNOW dood [amps 


Makers of new cars are the smartest buyers of 
lamps in the world. And their vote is for TUNG-SOL 
Lamps. 

The manufacturers test the pants off every lamp 
made by anybody. And TUNG-SOL always comes out at the 
top. 











Don't sniff at replacement lamp sales. The 
annual volume runs to 72 million dollars a year. Get 
your piece of this cake. 


TUNG-SOL gives you a complete line for every 
car on the road——including the new line of "Ruggedized" 
lamps for trucks and buses. 

Make twice the profit on lamps by installing 
them when you are doing other work so 
you can charge for time as 
well as lamps. 


Ung-So 


AUTO LAMPS 


All-gicss Sealed Beem tomps ¢ Miniature lomps ¢ Signal 
Plashers © Cathode Ray, Rodio, TV ond Special Purpose 
Electron Tubes, 
TUNG-SOL ELECTRIC INC., NEWARK 4, N. J. 
Sales Offices: Atlanta * Chicago * Culver City (Calif.) * Dallas * Denver * Detroit * Newark ¢ Philadelphia 
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Mr. Hathaway Mr. Kniss 


Sales Personnel Advanced 


Earl B. Hathaway is the new sales 
manager at Firestone, after serving 
in a number of district manager posts, 
and more recently as eastern divi- 
sion manager. Victor D. Kniss is the 
new general merchandising manager. 
He also came up through various field 
sales posts, and since 1944 has been 
head of the tire sales department. 


Advertising Appointment 


Donald C. Hu- 
ber is the new 
assistant to ad- 
vertising man- 
ager Karl H. 
Mayers, Purola- 
tor Products, Inc. 
Following  mili- 
tary service with 
the 11th Armored 
Division, he was 
director of mer- 
chandising and 
sales promotion 
for Arthur Cohn 
& Associates, New York. 





Mr. Huber 


TBA Profit Calculator 


A promotion piece, in the form of 
a slide calculator is now available 
from the Bennett Pump division of 
the John Wood Co., which shows a 
service station operator the added 
profit he gets over a five year period 
for each steady new customer he ob- 


tains. It shows the average profit 
for TBA items, service operations 
and gasoline. Oil marketers may ob- 
tain the profit calculators from the 
company’s headquarters in Muskegon, 
Mich. 
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“Thanks to our Dayton Franchise... 


OUR VOLUME IS UP 400% 


over the past 14 years!” ._...... 


Dayton Tire Sales Company 
Dayton Distributor 
Birmingham, Alabama 


“WE TOOK ON the Dayton Franchise in 
1938 because we believed it was the best 
tire contract available. Experience has 
shown our judgment to have been correct, 
for, during the intervening 14 years, our 
volume has increased 400%! 


“This excellent record has been due, in 
our opinion, to two things: (1) the unsur- 
passed quality of Dayton Thorobreds — 
both the truck and the passenger line—and 
(2) the splendid cooperation of the Dayton 
organization!” 


Dayton Thorobreds are top quality—backed 
by strong, written guarantees. 


Dayton’s complete line means every truck 
operator and passenger car owner is a 


“prospect. 


Dayton backs you with an aggressive mer- 
chandising program—and the most lib- 
eral local cooperative ad plan in the in- 
dustry —plus trade journal and national 
advertising, special promotions, complete 
point-of-sale help, direct mail, identifica- 
tion—in fact, everything you need to 
duplicate Mr. Hardy’s successful experience 
as a Dayton Distributor. 
One of seven great Dayton 
Investigate today — write to Dayton Rubber eee See eee 


engineered for a specific 


Company, Dayton 1, Ohio, for details. type of service. 


Dayton 


DAYTON RUBBER COMPANY, DAYTON 1, OHIO—SINCE 1905 


Dayton 4 iL 


origi 


A COMPLETE LINE OF PASSENGER CAR AND TRUCK TIRES—EVERY ONE A THOROBRED! 


MARCH 5, 1952 
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BEST TIME to check or rotate tires or check on brakes is when 
the car is in for lubrication 


Lube Bay as TBA Sales Booster 


Epuipment Maker's Study Shows How Tie-in Profits 
Can Be Built by Stressing Inspection of Car on Lift 


By NPN Staff Writer 


Some useful ammunition for oil 
marketers to use in proving to deal- 
ers how the lube bay is the real TBA 
sales room, has been assembled by 
one of the lube equipment manufac- 
turers. Out of the experiences of 
service station operators who have 
already bought new lube equipment, 
and who have enjoyed ‘a consequent 
increase in the number of lubrication 





TIRE PROSPECTS—A continuous parade of present and future 
tire customers is being lined up by a quick tire inspection dur- 
ing lubrication in this Shell service station in Akron, Ohio 
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jobs handled, figures have been com- 
piled showing the TBA potential thus 
created for their stations. 


Grouping the stations into five gal- 
lonage brackets ranging from 5,000 
to 20,000 gals. a month, it was found 
that the average gain in lube jobs 
ranged from 10 extra jobs per month 
for the smallest group up to 40 extra 
jobs per month for the largest group. 

In collaboration with oil company 


MUFFLER AND TAILPIPE condition is easily determined 
while car is being lubricated 


SHELL DEALER in Compton, Calif., finds it easy to see what 
extra goods and services a customer should buy when the car 
is on the Jift for periodic lubrication 





marketing analysts the value of these 
extra lube jobs as a source of extra 
business has been calculated, and ex- 
pressed in terms of potential extra 
gross dollar profit. By gallonage 
groups the average extra business 
available through having thece extra 
lube jobs in the station, works out 
as follows: 


5,000-gal. stations: $25.05 per 
month. 7,500-gal. stations: $45.30 per 
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Sure-Stop Super Flex Cruiser Grip Trac Truc Trac Commercial Heavy Dual Trac 
Passenger Passenger Passenger Passenger and Truck Truck Tread Truck Special Service 


Sales come easier when An ample trading area in which to grow and 


you carry top-quality tires with build repeat business. 
. e | 

high P ublic acceptance : A complete line for farm, truck and passenger 
vehicles. The right tire to sell to every 


Year after year Kelly ““know-how”’ consistently 
customer! 


produces tires that make it easier for you to 
sell new customers and re-sell old ones. In fact, 
Kelly gives you everything you need to develop 
a bigger volume of sales! 


Strong advertising support in leading maga- 
zines and a powerful promotional follow- 
through at the local level. 


A 58- i anshi 
r aaaa! Le ie eet dae ae bares . and there’s still more to the story! Write 
your whole TBA line today and we'll send you all the facts about a 
y money-making Kelly Franchise. 


e Tires you can sell at top prevailing prices, THE KELLY-SPRINGFIELD TIRE COMPANY 
thus protecting your profit margins. Cumberland, Maryland 


Selling Kelly Tres is a Good Business KELLY ae 


and Improved 


yIR rR ‘ES for 58 years! 
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month, 10,000-gal. stations: $65.00 per 
month. 20,000-gal. stations: $110.70 
per month. 

The accompanying table shows in 
detail how the additional business 
potential mounts up. 

The lube equipment manufacturer 
(Lincoln Engineering Co. St. Iouis) 
has long contended that service sta- 
tions “don’t know their own strength” 
—so to speak. In common with others 
in the equipment business they are in 
close touch with car dealer service 
shops, the only other establishments 
which make any effort to get lubri- 
cation business. Car dealers as a class 


Extra Station Profits from Added Lubrication Business 


This estimate of the extra potential created by more lubrication business combines Lincoln Engineering’s reports from service station operators wht 


have made an outstanding success of 
using lubrication departments as busi- 
ness builders for every other product 
and service required by car owners. 


Lube Department Gains—Most car 
dealers firmly believe in the yalue of 
installing and maintaining at all times 


a first-class lubrication department. 
By borrowing one of the natural as- 
sets of the service station they make 
money in two ways: 

1. By the 


lubrication job, repair needs are con- 
stantly uncovered and reported to the 
customer. 


have modernized their lubrication service, and Shell Oil's estimate of extra profit opportunities 


Five Basic Groups of Service 
Stations Classified by Gal- 
lons of Gasoline sold per 
month 


Average Number of Lub- 
Service Jobs GAINED per 
Month ae ‘cee 
(Above previous monthly 


average) Aver. 
Sale 
Each 

Additional Chassis Lubrica- $1.00 

tion Jobs per Month (One 

Lub. job every 1500 Miles re- 

quires approx. % Ib. grease) 

Additional Motor Oil Sales $1.50 

per Month (Approx. 5 quarts 

of Motor Oil every 1500 

Miles) 

Additional Gear Oil Sales per $1.50 

Month (Approx. % pt. or % 

Ib. gear lubricant every 1500 

Miles) 

Additional Oil Filter Cart- $1.50 


ridge Sales per Month (Re- 
place cartridge every 5000 
Miles) 

Additional Oil Bath Air $ 
Cleaner Jobs per Month 
(Clean and refill with approx. 

1 pt. Motor Oil every 5000 
Miles) 


-50 


Additional Front Wheel Bear- $1.50 
ing Repack Jobs per Month 
(Add approx. 2 to 4 oz. lu- 
bricant every 10,000 Miles) 
Additional Shock Absorber $2.00 


Fluid Jobs Per Month (Add 

approx. 4 to 8 oz. fluid every 

15,000 Miles) 

Additional 
Windshield Wipers, Fan Belts, 
Seat Covers, Shock Absorbers, 
Anti-Freeze, Misc. Services, Radia- 
tor Services, Tires & Tubes, Igni- 
tion Items, Wash & Wax jobs, 
Parts, Accessories & Batteries. 


inspection process, so 
easily carried out during a routine 


















2. The mere lapse of mileage auto- 
matically brings up needs for certain 
periodic services, and these too are 
a source of extra profit. 


Car dealers are keenly aware that 
lubrication is one of the main services 
the car owner needs at frequent in- 
tervals. They have found that nothing 
else is so effective as the promotion 
of the lubrication department as 4 
means of getting a periodic look at 
the customer’s car. Nor do they have 
to depend on heavy repair jobs which 
might be developed from lube cus- 
tomers. They are happy to sell the 


5000 7500 10000 15000 20000 
Gal. Sta. Gal. Sta. Gal. Sta. Gal. Sta. Gal. Sta. 
more Lub- more Lub- more Lub- more Lub- more Lub- 
Your aa Jobs ae dobs 26 tee Jobs 33 tee Jobs Service Jobs 
Aver. Produced Added Produced Added Produced Added Prpduced Added Produced Added 
Gross Gross Profits Gross Profits Gross Profits Gross Profits Gross Profits 
Profit as follows: as follows: as follows: as follows: as follows: 
10 *$ 18 *$ 26 *$ 33 *$ 40 *$ 
$.75 190 $750 18 $1350 26 $1950 33 $24.75 40 $30.00 
$ .90 1 $ .90 1 $ .90 2 $ 1.80 3 $ 2.70 4 $ 3.60 
$ .60 3 $1.80 5 $ 3.00 7 $ 4.20 Q $ 5.40 12 $ 7.20 
$ .35 3 $ 1.05 5 $1.75 7 $245 9 $315 42 $ 4.20 
$ .75 1 $ 45 2 $ 1.50 3 $ 2.25 4 $ 3.00 6 $ 4.50 
$ .80 2 $ 1.60 4 $ 3.20 
$145 9Q $13.05 497 $2465 24 $3480 33 $4785 40 $58.00 
TOT v 0.70 
ae $25.05. $45.30 for 65.00 for $88.45 for of llo for 
50 to 150 Lub. 75 to 250 Lub. 100 to 350 Lub. 150 to 500 Lub. 300to700 Lub. 
jobs per Mo. jobs per Mo. jobs per Mo. jobs per Mo. jobs per Mo. 


(*) Write down in space provided beside each asterisk, whatever gross profit the operator estimates on each indicated 
number of Chassis Lubrication jobs, based on his own experience. Then add it to the total figure at the bottom of 


the column for corrected totals. 
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 Aave DOUBLED 
aud TRIPLED 


SALES PROFITS 


for INDEPENDENT 
MERCHANTS 


"a Premium quality, exclusive superiorities 
'@ in design and construction, backed by a 
@ Liberal Written Double Guarantee cover- 
ing both road hazards and quality ma- 
terials and construction, have made 
CORDUROYS the OUTSTANDING 
VALUES on the market today. 

NATIONALLY i CORDUROY has pointed the way to 
ADVERTISED ' progress and profits to independent oper- 
IN ‘VO Oe ators for 32 years . . . a unique record in 


the tire industry. 
The Saturday Evening ~ 7 e tire industry 
POST and \ V) Write FOR FACTS 


COLLIER’S ‘ ?; NO OBLIGATION 


























White sidewalls temporarily unavailable 


DIRECT- FROM- FACTORY- 
TO YOU! 


Means EXTRA QUALITY, PROTECTION 
and PROFITS 


Order FACTORY-FRESH CORDUROY Tires and 
Tubes DIRECT FROM ONE OF THE NATION’S 
MOST MODERN, BEST EQUIPPED TIRE 
MANUFACTURING PLANTS. Built exclusively for 
REPLACEMENT use, with many important superior 
features that assure longer tire life, greater customer 
satisfaction, and big volume r t sales. Extra gener- 
ous profit margins. You are REALLY COMPETI- 
TIVE with CORDUROYS. Write today. 


Cc Oo R D U R Oo »4 semeoricads Finest REPLACEMENT Tires and Tubes 


Premium Quality Since 1919 





FACTORY and OFFICES - GRAND RAPIDS 1, MICHIGAN 
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goods and services which are also 
sold by service stations. 


Tie-in Sales—F or instance under-car 
inspection can reveal leaking shock 
absorbers, rusted-through mufflers, or 
mis-aligned wheels, all of which can 
be corrected in a good proportion of 
service stations. But in addition every 
service station sells tires and brake 
fluid, the need for which can also 
be seen under the car. 


Then in the course of going over 
the rest of the car, faulty lights, worn 
fan belts, bad batteries, cables, ig- 
nition wires, and spark plugs can be 
observed. 


A simple check of the speedometer 
mileage indicates when it is time to 
replace the oil filter cartridge, repack 
front wheel bearings, or perhaps re- 
place a set of cpark plugs. At ap- 
propriate seasons antifreeze and cool- 
ing system services are suggestions 
the car owner welcomes whether he 
is in the car dealer shop or the serv- 
ice station. 


This still leaves a lot of room for 
noting which car is a good prospect 
for new seat covers, windshield wiper 
blades, wash and wax jobs, and mis- 
cellaneous accessories and services. 


BATTERIES, TIRES, fan belts and radiator hose are out on display in front of this 
lubrication department of a Texaco station in Detroit 














Chevrolet Filter Kit 





Purolator is offering a special oil 
filter kit permitting quick filter in- 
stallation on all Chevrolet 1949-51 
models, except cab-over-engine trucks. 
A detailed instruction sheet is packed 
with each kit, and the company es- 
timates an installation can be made 
in about 20 minutes. 


Top Selling Accessories 


Oil filters and cartridges are now 
the top-selling accessory line, accord- 
ing to Purolator Products, which re- 
ports that “surveys during 1951 in- 
dicated that these items are now first 
among all automotive accessories, 
even including spark plugs, which 
for many years held the No. 1 spot.” 

Purolator itself reports sales of 
$25,000,000 for last year, said to be 
an all-time high “both in dollars and 
units.” The jump in filter and cart- 





ridge volume is attributed by the 
company to widespread promotion 
aimed at educating the car owner on 
the value of an oil filter and the 
value of more frequent cartridge re- 
placement. 


New Radiator Hose Package 





The makers of “Flexrite” radiator 
hose are promoting the eye apneal 
of new red and yellow cellophane 
wrappers, claiming that the wrappers 
preserve the factory-fresh appearance 
of the hose sections. As can be seen 
from the illustration, the design on 
the wrapper manages to get across 
the idea that the hose is built on a 
coiled wire core. 


New Type Butyl Tubes 


Goodyear has brought out a new 
type puncture-sealing Butyl tube, for 
which it claims greater air retention 
qualities than its natural rubber 
predecessor, together with lower price. 
The Butyl sealant material is said 
to be sufficiently stabilized to main- 
tain its position in the tube at high 
speeds and high temperatures. 


Promotes Directional Signals 


J. W. Speaker Corp. of Milwaukee 
has a sales promotion package 
for its line of directional signals, 
which not only stresses the safety 
angle of directional signals but com- 
pliance with the law in those areas 
where directional signals have been 
made compulsory. The signals 
flash on existing parking and tail 
lamps, so that there are no addition- 
al gadgets to attach, and no holes 
to drill. 


Corn Planter Tires 


Goodrich now has on the market a 
special corn planter tire for change- 
over on corn planters equipped with 
30-in. steel wheels. The tire is high 
on the shoulders and low in the cen- 
ter, and retains this shape when in- 
flated. It is claimed that the rubber 
tire does not pick up soil as does the 
steel wheel, thus giving uniform 
planting depth; less wheel sinking 
in wet spots; more compact seed bed; 
less side-slip on hillsides; less dust 
in dry soil; less shock to the planter 
in rough going on or off the field. 


Battery Chargers Demonstrated 


Howard Dahleen of the Franklin 
Transformer Co., Minneapolis, has 
been making the rounds on the Pa- 
cific coast conducting demonstrations 
of battery chargers. 
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Station Sales Promotion 


In a bid for oil marketing goodwill, 
the Wynn Oil Co., of Azusa, Calif., 
has circulated to oil companies and 
to the trade press an outline of its 
merchandising approach which it 
claims is aimed at increasing oil and 
TBA sales at service stations. 


Figures collected from an analysis 
of dealer sales tickets show that for 
every $1 worth of Wynn's additives 
purchased, the customer (referred to 
as the ‘Wynn-won’ customer) pur- 
chased $2.38 worth of gasoline, oil, 
grease, filters and other products. 
The Wynn Oil Co. maintains that 
this is a result of its merchandising 
efforts which have turned the Wynn 
products into salesmen for other 
products on the dealer’s shelves. 


The company makes Wynn’s Fric- 
tion Proofing oil, a motor oil addi- 
tive; a gasoline upper cylinder addi- 
tive; a gasoline antifreeze and car- 
buretor cleaner (Dri-Powr) and a 
transmission and differential additive. 
The company asserts that as a manu- 
facturer of chemical additives it 
“doesn’t own any oil wells” and that 
its products do not compete with 
any oil company’s products. In the 
past a heavy advertiser in consumer 
media, Wynn will carry out a simi- 
lar program on a national scale this 
year. 


Replacement Tire Shipments Drop 


Total shipments of passenger tire 
casings from tire factories for the 
full year 1951 amounted to 61,811,- 
110, a decrease of 27% from the &4,- 
422,966 of the previous year. Truck 
casings totaled 16,799,654, an 11% 
increase from the previous year’s 
15,164,208. The passenger tire re- 
placement volume fell from 47,102,- 
627 to 34,355,977, the decrease also 
being 27% from the 1950 total, and 
reflecting the enforced reductions in 
tire output which were in effect dur- 
ing the entire year. 


TBA Staff Grows 


Four former B. F. Goodrich men 
have joined the staff of Urich’s Serve 
Yourself Stations to develop the com- 
pany’s TBA sales campaign. Head- 
quarters are in Whittier, Calif. 


They are: Arthur M. Avery, former 
Goodrich regional sales director, ap- 
pointed merchandising manager; 
Henry G. McDonald and John A. 
McClain, budget men who will serve 
Mr. Avery as assistants, and Henry 
E. Blocker, credit manager. 


Frank E. Nagle, who joined Urich’s 
last year, has been named purchas- 
ing agent. 
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Quaker Curb Air Hose 


Here’s a hose that gives you trouble-free perform- 
ance. It stands rough handling. Attendants tug 
and drag it across pavements. Trucks and cars run 
over it. Searing sun, driving rain and zero cold 
cannot damage it. 

Quaker Curb Air Hose has a unique construction 
that permits greater flexibility. It reels out and 
back quickly, won’t curl or kink, flexes freely on 
coldest days. 

Constructed of rugged two-braided cotton yarn, 
Quaker Curb Air Hose is made in 1/,” and 3,” sizes 
and in coupled lengths up to 500 feet. 

For long-lasting curb air hose . . . or hose for car 
washing, dispensing pumps, or any other service 
—see your Quaker representative. 


SEND FOR YOUR coPY & 


RUBBER CORPORATION 


DIVISION OF H.K. PORTER COMPANY, INC 


Defies Punishment... Provides Extra Economy! 
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FTC Tire Discount Order Seen Harmful 


To Industry's Competitive Selling Practices 


Strong objection to the aims and reasoning behind Federal Trade Com- 
mission’s ruling (issued Jan. 4) placing a one-carload limit on replacement 
tire discounts has been voiced by William R. Kelly, manager of TBA sales 


for Sinclair Refining Co. 


He denies the oil industry’s tite selling methods 


have worked a hardship on small tire dealers. Following is a complete text 
of Mr. Kelly’s remarks on the FTC ruling, slated to go into effect April 7, 1952, 
unless suits filed by rubber companies in the U. S. District Court for the Dis- 
trict of Columbia win injunctions (see news section for details). 


By WILLIAM R. KELLY 


Manager, TBA Sales 
Sinclair Refining Co. 


We in the oil industry, along with 
our jobbers and dealers, have a job 
to do in getting the facts behind the 
FTC tire order before the public. 
Charges of monopoly and discrimina- 
tion belie the evidence and cannot 
survive impartial consideration. 


Is there unfair competition? 


The volume of TBA products sold 
at retail by the oil companies has 
dwindled to the point of insignifi- 
cance. That tire pricing practices of 
gasoline retailers are competitively 
fair has been soundly established in 
previous hearings. 

In the sale of tires to its dealer and 
distributor customers, the oil indus- 
try follows, generally, the marketing 
practices of the rubber industry. On 
the one hand, resellers are enabled 
to hold their own in a highly com- 
petitive industry; on the other, they 
are encouraged to make a reasonable 
profit on their sales. 


Where has any evidence been pro- 
duced that any oil company has used 
its functional earning to enter into 
harmful price competition at either 
the retail or wholesale sales levels of 
tire marketing? And yet, millions of 
people are led to conclude that the 
quantity limit is the competitive 
Magna Charta of the independent re- 
seller, when, in fact it seeks to re- 
move one of industry’s most stapbiliz- 
ing influences. 

Is there a monopoly? 

The commission’s case is also based 
upon the arbitrary presumption that 
the independent tire dealer is losing 
ground, that his namber is decreas- 
ing. 

The facts prove, and the commis- 
sion admits, that the independent tire 
dealer’s position improved from 1941 
to 1946, and last available figures 
show a decline of only a fraction of 
1% in 1946. But let’s go back to 1930 
when the oil companies first began to 
get underway in the TBA business. 
The commission claims that, at that 
time, the smaller purchaser had 70% 
of the market, and in 1947 the Leigh 





Survey gives him 52% of the market. 


The Leigh Survey, and all other 
surveys of record, to obtain their per- 
centages, report sales by rubber com- 
panies to tire dealers and distribu- 
tors. There is no record of distribu- 
tor sales to Associate Dealers. There 
has been no attempt to record oil 
company tire sales to their independ- 
ent dealers and distributors. That 
same Leigh Survey shows that oil 
companies’ share of the replacement 
market increased from 3% to 19% 
during the seventeen years prior to 
1947. How did that increased oil com- 
pany tire volume reach the con- 
sumer? Almost entirely through in- 
dependent retailers and distributors. 


The number of oil jobbers selling 
tires has increased from 62% to 83% 
of the total during the past ten years. 
That’s approximately 3,000 new in- 
dependent tire distributors*, many of 
whom buy oil company brands and 
whose purchase volume no longer ap- 
pears on rubber company books. 


During the period 1930 to 1950, 
approximately 100,000 gasoline serv- 
ice stations opened for business.+ 
That’s 100,000 new potential inde- 
pendent tire dealers, many of whom 
chose to buy from oil companies. (It 
is reliably estimated that 85% of all 
gasoline service stations handle tires). 


But, by far, the greatest evolution 
in tire marketing has been the increase 
in tire sales per gasoline service sta- 
tion during the past two decades. 
Certainly, the volume per dealer has 
more than doubled during that period, 
and when one considers that there are 
today 224,000 service station dealers 
in the United States, and a good per- 
centage of them buying from oil com- 
panies, this tremendous increase in 
tire sales per gasoline service station, 
while contributing to the alleged tire 
dealer decrease in the figures above, 
is not explained as a transfer of vol- 
ume from one independent dealer to 
another. The oft-quoted statistics at- 
tempting to show decreases in the 
number of independent tire dealers 


* NATIONAL PETROLEUM NeEws—Dec. 8, 1948. 

TU. 8. Bureau of Census (121,513 Gasoline 
. in Rosy 
U. blic Roads Adm. (224,100 Gasoline 
s/s . Meet) 





























































begin to look pretty sad and in direct 
contradiction to fact. No less sad are 
the reasons advanced for the so- 
called volume decrease. (Goodyear 
informed the Commission that inde- 
pendent tire dealers, since 1936, have 
doubled their sales in number of tires 
and tripled their sales in dollars.) ** 


The trend of tire retailing to the 
independent petroleum-tire dealer is 
inevitable and is dictated, primarily, 
by consumer preference. It has been 
helped, of course, by oil company 
promotion and education. The gaso- 
line dealer has, at long last, awak- 
ened to the potential of his rightful 
sources of profit. 

We in the industry have the re- 
sponsibility for getting two facts 
across to the public: 





1. The oil company is not a 
mass marketer in the accepted 
sense of that expression and 
should not be equated with mail 
order houses, chain stores or any 
other seller who enters into di- 
rect and cut-rate competition with 
the tire dealer for the consum- 
er’s dollar. 


2. The issue in respect to oil 
company tire marketing is not 
one of price discrimination or of 
effecting a decrease in the num- 
ber of independent tire dealers. 
The FTC action is squarely a 
challenge to oil company partici- 
pation in the marketing of tires. 


If there is no place for the oil com- 
pany in the tire business, then there 
is no place for the rubber company 
in the marketing of batteries or ac- 
cessories. There is no place for any 
manufacturer in the sale of products 
he does not produce. 


Our position was well represented 
in an editorial by Mr. Warren Platt 
that appeared in the May 17, 1950 is- 
sue of NATIONAL PETROLEUM NEWS: 


“In the wholesaling of TBA, 
both the integrated companies 
and the oil jobbers are perform- 
ing an economic function. They 
earn whatever profit they make. 
In fact, if the matter were to be 
decided on the basis of who has 
a right to what, oil marketers 
would have almost exclusive right 
to sell TBA to filling stations. 

“Oil companies of whatever 
size have every right to be in the 
TBA business—as distributors of 
national brands, as distributors of 
private brands, or under the com- 
mission sale arrangement. That 
is a fact which the oil industry 
should proclaim. .. .” 


Let’s lay the facts on the line 
where all concerned can get the true 
perspective on this FTC move. Let 
the public judge these charges of 
monopoly and discrimination. 


** Data, Views and Argument of The Goodyear 
Tire and Rubber Company before the FTC 
Jan. 19, 1950. 
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HOW MANY 
SALESMEN IN 
THIS PICTURE? 


A snappy, DULUX-finished 
pump is an “extra salesman” 
on your island 


—And it’s this “‘extra salesman” that 
gets first crack at making a good im- 
pression on the approaching motorist. 
For asmart, well-groomed pumpcatches 
the eye at a distance . . . can be the 
chief factor in bringing the motorist in- 
to your station. 

That’s why more and more station 
operators today are finishing pumps and 
other equipment with handsome, long- 
lasting Du Pont DULUX Enamel. They 
know that brilliant DULUX colors re- 
flect your expert, courteous service at 
a glance. They’ve seen how DULUX 
holds its high gloss for months despite 
hard knocks, gas and oil spillage, 
weather exposure . . . looks freshly 
painted after every wipe-down. These 
qualities reduce maintenance worries, 
cut maintenance costs in the long run. 

So make your pumps “extra sales- FREE! an: jen een ae Gane benefits of 
men” for your station. Be sure to speci- a 
fy Du Pont DULUX Enamel. E. I. scribed sd ihustrated in kes 
du Pont de Nemours & Co. (Inc.), Fin- prmee <Eins - nate Ayes h~y 
ishes Division, Wilmington, Delaware. yasteeupiel eee 








E. L. du Pont de Nemours & Co. (Inc.) 


Finishes Division, Dept. NPN-3, Wilmington 98, Delaware 
Gt) PONT DU me 4 Please send me, at no cost, the new Du Pont Color Condition- 
book. 
ieee 2h ENAMEL 
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BETTER THINGS FOR BETTER LIVING 
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Sales Personnel Promoted 


R. A. Risk, formerly a special sales 
reprensentative in Willard’s Cleve- 
land district, has been made manager 
of related products sales. J. H, Har- 
bison, Jr., ig the new Cleveland dis- 
trict sales manager for Willard, hav- 
ing served as sales representative in 
the Kansas City district. 


Measures Gasoline Mileage 


Another device for measuring gas- 
oline mileage has been introduced. 
It is called a “Gas-O-Meter.” As in 
the case of two others brought out 
during the past two years, this one 
is mounted on the dash and shows 
the driver whether his engine is 
wasting or saving gasoline. 


New Second-Line Tire 


- 





Gulf has added a second-line tire 
to its private brand line. Although 
it is named the Gulf Traffic tire, 
thus reviving the brand formerly 
used for Gulf’s second line tires, 
the present product is an entirely 
new tire, made from a new set of 
molds. It carries a 12-month war- 
ranty, as compared to the 18-month 
warranty on the regular Gulf line. 
It is being presented to dealers as 
the tire to sell to “price-conscious 
buyers in °52.” 


At the same time Gulf is plugging 
this year as a year of big tire 
replacement demand. Dealers are 
being urged to look at the tires on 
cars coming into their stations; 
point out worn, damaged tires; dis- 
play and show the Gulf line; and 
ask customers to buy. Dealers are 
being reminded again that Gulf 
credit card holders can have 90 days 
to pay for TBA purchases of $20 or 
more, without down payment or 
earrying charges, and for the first 
time Gulf refers to the 90-day terms 
as the “budget privilege.” 





NEW TBA SALES AID—Typical of the revival of tire selling activity due to infect 
the oil industry this year, after an 18-months eclipse, is this new combination display 
and demonstration fixture designed by Goodyear for its small tire dealers, including 
service stations. In the picture, Sam Gaylord, left, manager of Goodyear’s petroleum 
sales department, checks over the details of a sample unit set up in Goodyear’s head- 
quarters at Akron, with Jack Warren, also of the petroleum sales department 


Display Unit Helps Create Station Tire Department 


A combination tire display and de- 
monstration fixture for service sta- 
tions and other small tire dealers 
handling the Goodyear line, is one of 
the many new TBA selling aids be- 
ing made available to the petroleum 
industry by rubber companies this 
year. Known as a tire and tube 
Marketier, it enables small dealers to 
create a tire department occupying 
a minimum of floor space. 


It can be used separately, and 
since it is double faced, it can be 
placed in the center of the floor if 
desired. But it is most effectively 
teamed up with what Goodyear calls 
its Compact Tire Department, which 
is a book of display frames and dis- 
play sales charts, mounted on a wall 
above the Marketier. 


Over-all length of the unit is five 
feet, but the metal tubing on which 


tires rest, can be extended to make ~ 


the unit six feet long. Metal tubular 
sections below the table top are in- 





tended for the display of tires, and 
for the premium price Lifeguard and 
Puncture Seal tubes. Used as a 5-ft. 
display, the racks accommodate six 
tires, or four tires and two tubes. 
As a 6-ft. display they hold eight 
tires, or six tires and two tubes. 


Top surface of the Marketier table 
is designed for demonstration devices, 
such as tire sections and small sup- 
plementary pieces. In addition, the 
flat table top serves as a surface for 
writing up orders, and is an ideal 
place for placing a tire at the time 
of its presentation to a customer. 


A shallow compartment is built in 
just beneath the table top for a tire 
Buyer’s Guide and price lists. 


The Marketier is of all-metal con- 
struction with the exception of the 
table surface itself, which is of ply- 
wood with aluminum treatment, The 
center section is gray, while the table 
top and metal tubing are bright red. 
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Snow Tire Introduced 


Halfway through the winter sea- 
son Goodyear brought out a new 
type of snow and ice tire, designed 
for more quiet running than pre- 
vious types of mud-snow tires. It 
is called the Suburbanite, and Good- 
year says that it is the result of 
efforts to develop a tire which is 
more effective for winter driving, 
but at the same time satisfactory 
for use on bare roads. The grow- 
ing demand for mud-snow treads led 
the company to introduce the Sub- 
urbanite in mid-season, rather than 
wait until next winter. 


OPS Lowers Tire Ceiling 


A lower eeiling price of $3.00 for 
4-ply passenger tire carcasses at re- 
tail, $2.40 at wholesale, was estab- 
lished by Office of Price Stabilization 
on Jan. 11. Former scale was $3.50 
and $2.60. A necessary effect of the 
change is a cut in recap prices, price 
ceilings for which are determined by 
adding the ceiling price for recapping 
service to the carcass cost. 


On Jan. 16 OPS denied a request 
from Hi-Speed Tire & Accessory Co., 
Toledo, for a 10% increase in re- 
capping prices. 


Second-Line Tires Pushed 


Firestone began in the middle of 
February a heavy advertising cam- 
paign to customers built around its 
second line tires recently introduced, 
named the Firestone “Champion” 
tires. In newspaper, radio and tele- 
vision promotion, Firestone named 
the exchange list prices of two pop- 
ular sizes, the 6.00-16, and the 6.70-15 
and emphasized budget terms “as 
low as 75c per week.” In typical 
large city newspaper space, out of 
a total of 42 retail outlets listed 
at the bottom of the ad, 16 were 
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service stations, five were Firestone 
company stores, and the balance con- 
ventional tire dealers. At the 
bottom of the list of retail outlets 
appeared a line of copy reading 
“All Texaco Firestone Dealers” and 
another line reading “All Shel] Fire- 
stone Dealers.”. Most stations han- 
dling the Firestone line tied in to the 
campaign with posters and driveway 
tire displays. 


New Zone Division 


Pennsylvania Rubber Co. has set 
up a new factory zone division at 
Mansfield, Ohio, beginning the first 
of the year. It includes Michigan, 


Ohio, Kentucky and parts of Indiana 
and West Virginia. O. L. Rogers, 
with Pennsylvania for the past 20 
years in various sales posts, is the 
new division manager. 


Phillips 66 Tires 


Phillips Petroleum Co. began in 
January to market a tire known as 
the Phillips 66. The company ex- 
plains that it is being sold in Mich- 
igan and at a few other points be- 
cause of conflicts in those areas with 
other dealers having exclusive Lee 
tire franchises. Elsewhere Phillips 
will continue to handle the Lee tire 
as in the past. 





20 Million Messages 


...én the SATURDAY EVENING POST this Spring 
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A famous name...top quality 
products...and powerful pro- 
motion—adds up to a sure-fire 
PROFIT OPPORTUNITY for 
you and your dealers. Be sure 
that stocks are complete... ready 
for the Spring selling season! 





WARNER-PATTERSON COMPANY - 


telling—selling complete 
cooling system care 
to motorists across the 
nation! 


Large-space consumer 
advertising running 
consistently to tie-in with 
Spring tune-up time. 
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920 SOUTH MICHIGAN AVENUE, CHICAGO 5, ILLINOIS 


Warner-Patterson Company of Concda, Limited, 191 Queen Street East, Toronto 




















ABOUT OIL PEOPLE 








NEWLY ELECTED DIRECTOR of Missouri Petroleum Assn., Wayne Young of Springfield, left, discusses agenda with four other 
directors, Joe E. Huber of Perryville, J. M. Slutz of Bethany, W. H. Ayers of Canton and A. D. Eubank of Kansas City 
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THREE PAST PRESIDENTS and present directors of Missouri Petroleum Assn. discuss 

past conventions at the recent St. Louis meeting. They are, left to right, H. E. Milton 

of St. Louis, immediate past president, Fred Whiteley of Columbia and J. A. Salter 
of Kirksville 


Jack Coughlin, vice president of 
Westland Oil Co., Minot, N. D., plans 
to build two new propane plants 
during 1952. Since last year, West- 
land Oil has built three service sta- 
tions, reopened and modernized a re- 
capping plant which had been closed 
since 1948; built or purchased pro- 
pane plants in five different towns in 
North Dakota, and purchased a More- 


house grease mill. 
+ * * 


Ray Duffett is now with Globe Oil 
& Refining Co., Chicago, as manager 
of refined oil sales. He previously 
was with Seneca Petroleum Co. for 
5 years and with Sinclair for several 
years. 


Don H. Gallagher, vice president 
and general manager, Black Eagle Oil 
Co., Milwaukee, has been elected state 
chairman of the Wisconsin OIIC. 
Serving as state vice chairmen are 
M. G. Peeters, Socony-Vacuum, Mil- 
waukee; James Dornoff, Pate Oil. 
Milwaukee; K. C. King, Wisconsin 
Petroleum Assn., Madison; and Harry 
J. Kaufman, Indiana Standard, Mil- 
waukee. 


* * * 


C. F. Beatty, a director of Socony- 
Vacuum, has been re-elected a mem- 
ber of the board of directors of the 
National Industrial Conference Board 
for a term of one year. 


Hugh R. Allbee, former manager 
of Sun Oil’s Boston marketing dis- 
trict, is now assistant director of in- 
dustrial relations for the company at 
Philadelphia. 

Mr. Allbee joined Sun as a fur- 
nace oil salesman at Providence, R. I., 
in 1933. 


* * * 


Charles R. Campbell is now general 
manager of wholesale sales, home of- 
fice, for Sinclair Refining at New 
York. 

Mr. Campbell has been with Sin- 
clair’s marketing department for 33 
years. 


7 * * 


William H. Baker and Ralph H. 
Eicher Jr. have joined the Tide Water 
Associated advertising department, 
as assistants to Manager Harold R. 
Deal, with offices in San Francisco. 

Mr. Eicher, alumnus of Carnegie 
Tech and formerly a member of Co- 
lumbia Broadcasting System music 
staff in New York, went to Asso- 
ciated from R. L. Sines & Associates, 
S.F. agency. 

Mr. Baker worked on the Brook- 
ings Register, Brookings, S.D., be- 
fore joining Associated. 


* * * 


R. M. “Bob” Heine has joined Cos- 
den Petroleum Corp., Big Springs, 
Tex., and will be in eharge of the 
manufacture and distribution of emul- 
sion asphalt. Mr. Heine was formerly 
asphalt superintendent for Collins 
Construction Co., Austin. 
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COMING MEETINGS 


MARCH 
[ilinois Petroleum Marketers Assn., Hotel Sher- 
a on March 11-13. 

‘exas lobbers Assn., Inc., Ad 
Dallas, Tex., March 12-13") } ns tel. 
Petroleum Marketers Assn., annual con- 
vention and marketing exposition, Deshler- 
Wallick Hotel, Columbus, Ohio, March 18- 20. 
National | Jobbers Council, spring meeting, 
giethorpe Hotel, Sava al 
March 23-26. ping te: 
Petroleum Packaging Committee of the Pack- 
a oe Ritz-Cariton Hotel, Atlantic 


+» annual 


Assn 
meeting, Plaza Hotel, San Antonio, Tex., 


March 31-April 2. 


APRIL 


Michigan Petroleum Assn., spring meeting, De- 
troit-Leland Hotel, Detroit, April 1-2. 
American b 


y of rication Engineers, 
7th annual convention and lubrication ex- 
hibit, Hotel Statler, Cleveland, O., April 7-9. 

Oil-Heat Institute of America, Inc., annual 
exposition and convention, Exposition Hall 
and Benjamin Franklin Hotel, Philadelphia, 
April 14-18. 

National Petroleum Assn., 
meeting, Hotel 
April 16-18. 
merican Petroleum Institute, third annual 
Products Pipe Line Conference, Blackstone 
Hotel, Fort Worth, Tex., April 20-24. 

American Petroleum Institute, safety & fire 
protection committees, Hotel Texas, Ft. 
Worth, Tex., April 21-24. 

Association of Eastern Petroleum Credit Man- 
arty Hotel Wm Penn, Pittsburgh, April 

Independent Petroleum Assn. of America, mid- 
year meeting, Deshler-Wallick Hotel, Colum- 
bus, Ohio, April 28-29. 

Indiana Independent Petroleum Assn., Inc., 
spring convention, Van Orman Hotel, Fort 
Wayne, Ind., April 30-May 1. 


MAY 


Fuel Off Distributors Assn. of New Jersey, 
annual convention, Berkeley-Carteret Hotel, 
Asbury Park, N. J., May 1-2. 

Pennsylvania Petroleum Assn., Bedford Springs 
Hotel, Bedford, Pa., May 1-3. 

Natural Gasoline Assn, of America, annual 
convention, Houston, Tex., May 2. 

Dixie Distributors, Inc., Majestic 
Hotel, Hot S,;rings, Ark., May 2-3. 

Interstate Oil Compact Commission, spring 
meeting, Westward Ho Hotel, Phoenix, Ariz., 
May 9-10. 

Empire State Petroleum Assn., annual con- 
vention and trade exhibit, Hotel Roosevelt, 
New York, May 12-13. 

Liquefied Petroleum Gas Assn., annual con- 
vention and trade show, Palmer House, 
Chicago, May 12-14. 

American Petroleum Institute, Division of Re- 
fining, St. San Francisco, 
May 12-15. 

National Tank Truck Carriers, Ine., Hotel del 
Coronado, Coronado, Calif., May 14-19. 

Florida Petroleum Marketers’ Assn., Orlando, 
Fla., May 16. 

American Petroleum Institute, Division of 
Marketing, mid-year meeting, Sheraton 
Plaza, Boston, May 19-20. 

Wyoming Of) Jobbers Assn., Townsend Hotel, 
Casper, Wyo., May 20. 

American Assen. of Battery Manufacturers, 
Roosevelt Hotel, La., May 

21-23. 


Ol Industry Information Committee, St, Fran- 
cis Hotel, San Francisco, Calif., May 21-23. 

Virginia Petroleum Jobbers Assn., John Mar- 
shall Hotel, Richmond, Va., May 22. 

Virginia Oj1 Men’s Assn., a — Hotel, 
Richmond, Va., May 23. 

North Carolina Oi) Jobbers Assn., spring con- 
vention, Carolina Hotel, Pinehurst, N. C., 
May 25-27. 


49th semi-annual 
Cleveland, Cleveland, 0O., 


Francis Hotel, 


New Orleans, 


JUNE 





Society of A Engineers, summer 
meeting, The Ambassador and Ritz-Carlton, 
Atlantic City, June 1-6. 

Pennsylvania Grade Crude Oli Assn., annual 

Hotel William Penn, Pittsburgh, 


m Refiners Assn., regional 
meeting, Wichita, Kansas, June 5-6. 
National Fire Protection Assn., annual meet- 
ing, Hotel Statler, New York, June 9-13. 
American Petroleum Institute, Division of Pro- 
duction, midyear standardization conference, 
Brown Palace Hotel, Denver, Colo., June 


9-14. 
Society for Testing Materials, annua) 
meeting, New York, June 22-27. 
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ELECTED TO LEAD the Missouri Petroleum Assn. for next year (left to right), Melvin 

Hall of Noel, president; B. A. Brown of Richland, vice president and John Rupp of 

Chillicothe, secretary; (back row) R. W. Troy, treasurer, and Robert Hadlick of Jef- 
ferson City, executive secretary 


Paul L. Kartzke has been named 
a vice president of Shell Oil Co. of 
Canada, Ltd., and area manager in 
charge of Shell’s exploration and pro- 
duction in western Canada, with head- 
quarters in Calgary. 

Mr. Kartzke succeeds E. G. Robin- 
son who plans to retire in May. Mr. 
Kartzke has been manager of Shell’s 
Rocky Mountain division where the 
Williston Basin strike was made last 
July. He started with Shell in 1935. 

Mr. Robinson, with Shell 27 years, 
led the company’s stepped-up explora- 
tion program in western Canada. 


* * * 


Cc. A. “Neal” 
Becen, formenty 
manager of LP- 
gas sales for Esso 
Standard, joined 
Metropolitan Pe- 
troleum Corp., 
New York Inde- 
pendent market- 
ers, as vice pres- 
ident and assist- 
ant to the pres- 
ident, March 1. 

Mr. Breen has 
been associated 
with Esso for 27 years, mostly in 
fuel oil sales, and formerly was pres- 
ident of Sylvestre Oil Co. and vice 
president of Colonial Beacon, affili- 
ated companies. 


Mr. Breen 


John E. Newman has been made 
manager of American Mineral Spir- 
its Co.’s new wax department organ- 
ized to market petroleum waxes pro- 
duced by Pure Oil. He will have 
headquarters at New York City. 

Mr. Newman has been a sales en- 
gineer for Esso Standard for the past 
six years. 

> * . 


W. O. Heffernan, Heffernan Fuel 
and Supply Co., Chittenango, N. Y., 


has built a new two bay station ad- 
joining the company offices. 


Henry W. Pattison, an assistant to 
the vice president of Standard of 
Ohio’s transportation department, has 
been elected a director and vice pres- 
ident of Sohio Pipe Line Co. 

Harry S. May, assistant to the vice 
president in charge of finance for 
Sohio, has been elected a director of 
the pipe line company. 
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W. A. Wier, general manager, Charleston Oi) Co., Charleston, S. C., president, South 
Carolina Oil Jobbers Assn. ; 


Service to Community and Industry Is W. A. Wier's Motto 


William Alexander Wier, general manager of Charleston 
Oil Co., Charleston, S. C., and new president of the South 
Carolina Oil Jobbers Assn., believes that many opportuni- 
ties are open to the oil jobber through participation in 
community affairs. 

“There is a place in every community where the jobber 
can be of service,” says Mr. Wier, “and aside from the 
satisfaction in being a part of such activities, there is 
a reward in increased friendship and new business 
sources.” 

An oil marketer for over 30 years, Mr. Wier started 
with Charleston Oil in February, 1921 as a salesman and 
has worked continuously for the company since that time. 

Aware of his own civic responsibilities, Mr. Wier finds 
time to act as a director of the Chamber of Commerce, 





director of the Y. M. C. A., an active member and past 
president of the Kiwanis Club, president of the board of 
trustees of the Colin Grant Home for the aged, a member 
of the American legion, a steward in St. Andrews Society 
and an Elder in the First Presbyterian Church. 

Born in Greenville, S. C., in 1894, Mr. Wier attended 
grammar and high school in Athens, Ga., and the Univer- 
sity of Georgia. During World War I, he served as a 
sergeant in the Medical Corps in France. 

When he is not at the office or working on community 
affairs, Mr. Wier puxsues his three hobbies, raising chin- 
chillas, refinishing furniture and playing golf. 

He is married and has two children, William A., Jr., 
a chemical engineer in Charleston, and Margaret, a senior 
at Randolph-Macon College, Lynchburg, Va. 
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PRESENTS A STAR 


SALESMAN 


_ for the INDEPENDENT 


DEPENDENT 


We are proud to continue bringing to the many 
TRIBUTOR 


nt 

en 

a“ 
A 


your IN 

| OIL DIS millions of radio listeners in the midwest one 
RECOMMENDS of the nation’s outstanding news programs — 
PETER GRANT AND THE NEWS. For many years 

listeners have turned to this WLW program for 

Peter Grant's distinctive presentation of ‘‘news 


from the four corners of the world.” 


In this program we feature the independent 
oil jobbers who sell petroleum products made 
by Ashland Oil and its affiliated companies. It 
is the only program glorifying the independent 
petroleum jobber. It has proven of great benefit 
ANOTHER SERVICE OF | to jobbers who market Ashland-made gasoline. 


ES 
AND AFFILIATED COMPAN! 


ASHLAND OIL & REFINING COMPANY 


Home Office: Ashland, Kentucky 


711 Park Bidg., Pittsburgh, Pa. 1402 Federal Reserve Bank Bidg., Cincinnati, Ohio 
Standard Bidg., Cleveland, Ohio 3005 Dumesnil St., Lovisville, Ky. 

2500 Broadway, Evansville, Ind. Rural Route No. 4, Paducah, Kentucky 

P. O. Box 210, Findlay, Ohio 5 East Main S$t., Nashville, Tenn. St. Elmo, Ilinois 








Here’s How to Get 
Low Hose Costs. 





GOODYEAR INDUSTRIAL RUBBER PRODUCTS 
MAR-NOT DISPENSING HOSE NO7Z7ZIE 


| re. 


Wherever you handle petroleum prod- | 


— 


ucts, you'll find your answer to low hose 
costs in the Goodyear line. For from tank 
truck to car tank, there’s a designed-for- 
the-job Goodyear hose to do each specific 
fuel-handling job—and do it at lowest 
cost in the long run. Ask your distributor os 
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CHECK YOUR NEEOS 





213-H Tank Filler Hose—made with oil- 
resistant synthetic rubber. For dome 
service and installations where hose 


BH Tank Truck Hose for loading racks, 


WWC Gasoline Pump Hose especially 
tank trucks and boat dock service— 


suited for use on reel-type pumps 


end is immersed in gasoline. Suit- 
able for either suction or discharge 
service. 


wherever light, highly flexible hose 
is needed to handle pressures up to 
25 lbs. psi. 


because of lightness and flexibility. 
Static-bonded; Underwriters 
approved, _ 





WWH Tank Truck and Car Filler Hose 
for conducting gasoline under pres- 
sure or suction in loading or unload- 
ing tanks, trucks or cars. Working 
pressures up to 125 lbs. psi can be 
safely handled. 


ORTAC (Oil Resistant Tube And Cover) 
Hose for conveying gasoline, fuel 
oils and distillates from tank wagons 
to storage tanks. 


BC Gasoline Pump Hose designed for 
use on gasoline pumps not equipped 
with reels. Hangs neatly on pump; 
will not kink or “fight” pump oper- 
ators. Underwriters approved. 
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GOODFYEAR 


THE GREATEST NAME IN RUBBER 


We think you'll like "THE GREATEST STORY EVER TOLD”— Every Sunday — ABC Network Ortac, Mar-Not—T. M.'s The Goodyear Tire & Rubber Company, Akron, Obie 





